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P Series—Plug In Type 


Unlimited mounting flexibility is built 

into this Reelite. Universal type 

mounting bracket for wall use. Hook 

eye for ceiling use. Plugs into receptacle. 
Positive stop action. Equipped with 
handlamp, guard, switch and half reflector 


Outlet Box Mounting 


A finest quality Reelite with con 
tinuous 360° swivel action. Unin- 
terrupted power with double silver 
alloy collector brushes. Handlamp 
must be ordered extra. Special 
vaporproof model is equipped with 
vaporproof handlamp 


utlet Box Mounting 


Hanger plate fits neatly over any 4” 
octagonal outlet box. Up to 50 feet 
cord length depending on model. 
Handlamp must be ordered extra. 
* Special light spring tension 
models for use by garment manu 
facturers. These models will not 
support weight of handlamp 


Write for Descriptive Bulletin 


Gives complete details 
on all models of 
APPLETON portable 
Reelites ... with 
accessories illustrated. 
Write for Free Bulletin 
PRT 259 


choose an... 


Greater Selection... 
Lower Cost with Finest Quality 


No matter what the need, you'll find 
there’s an APPLETON Reelite to do the 
job...a reel so sturdily built, so well 
engineered it’s a bargain at the price. 
Eliminate the hazards of tangled, twisted 
cords and assure yourself of durable 
equipment that gives years of service... 
by installing APPLETON portable Reelites. 
All APPLETON portable Reelite models 
are equipped with regular 2 or 3 conductor 
SJO cord. Where 3-conductor cord is 
used, the Reelite is grounded since the 
extra conductor is connected directly to 
the Reelite frame. 


APPLETON Reelites 
help prevent employee 
injuries due to extension 

cord entanglements 


Handy Order information 





CATALOG CORD CORD 
NO 


CATALOG CORD CORD 
LENGTH TYPE NO 


LENGTH TYPE 





RE-7P2 25 Ft. 
RE-7P2G 25 Ft. 


RE-7S2 25 Ft. 
RE-7S2G 25 Ft. 18-3 SJO 
RE-7SV2 20 Ft. 18-3 SJO 


*RE-1511 50 Ft. 18-2 
RE-1519 40 Ft. 16-2 SJO 


18-2 SJO 
18-3 SJO 


16-2 SJO 


RE-1519G 40 Ft. 
RE-1520 50 Ft 18-2 SJO 


RE-1520G 50 Ft 18-3 SJO 
*RE-1521 25 Ft 18-2 
*RE-1521G 25 Ft 18-3 

RE-1532 12 Ft 16-2 SJO 

RE-1532G 12 Ft 18-3 SJO 


18-3 SJO 
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APPLETON ELECTRIC COMPANY 
1701 Wellington Avenue (odaliot- telomere PM lillalelt] 
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NEW 


SAFETY 
SWITCHES 


Circuit Breaker 
Power Ratings ('!.!)5 
Fusible Switch 
Interrupting 
Capacity... 

Give Multiple 
Protection 


They’re built like circuit breakers! These new switches stand at the head of their class in 
safety switch design. Get top marks in circuit protection with all these PLUS features: 


Instantaneous contact action PLUS Visible blades for safety 
High current carrying ratings PLUS High current interrupting capacities 
Low maintenance cost PLUS Low initial cost 
De-ionizing arc chutes PLUS Silver alloy contacts 
Fingertip operation PLUS Large handle—clearly visible ‘‘ON"’-‘‘OFF”’ 


ere’ ine of safest, lest, h -duty T A ae. 
There's a complete line of safest, coolest, heavy-duty Type COMMON SENSE NEUTRAL BARS 


Switches from 30a to 1200a. See your authorized FPE dis- 
tributor or write for Bulletin #1240. Federal Pacific Electric aniiiiemie iii anand & : 
Company, General Offices: Dept. 460, Newark 1, New Jersey switches 400A thru 1200A, the neutra a 


assembly is separately packaged f 
Stallation when required 


All switches 30A thru 200A have s 


GD reverac PACIFIC ELECTRIC COMPANY 
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TO OUR DISTRIBUTORS 


Throughout March and the early i1, Square Dis 
holding 4 series of regional neces in Atlanta, 
Dallas, Detroit, Chicago and . Key sales personnel 
from corporate headquarters and from each division are 
"riding the circuit" 8° they can attend all five of these 
conferences - Thus product, promotion and sales activities 
will be discussed and developed on poth 4 national 


and regional pasis. 


As a Square D distributor, you'll be interested in knowing 
that the major part of these sessions will be devoted 
to the fundamentals of sound selling: You'll be equally 


you' 11 ©& = 
sted in knowing that just as goon as these sales 


intere 
conferences are over, we'll have @ tested and proved 
ffer any and all of our 


sales training package to O 
It will in 


distributors who want it. crease selling 
D products but oO 


n every 


efficiency not only oD Square 
Equally important 


line of products you sell. it will 
produce that result without demanding 4m excessive amount 
of time from your men. 

I'll have the full story for you the latter part 


of April. Be on the lookout for it -~ it's 4 "natural": 


sincerely, 


w. J- Moriarty 
Manager, Distributor Relations 





Print Order This Issue 
13,900 


MARCH 1960 


The Texas story: . 
still growing. 4 


Combined effort 
put to use. 


How does the 
future look? 


A second 
opportunity to 
make the grade. 
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ANCHORS 


TRADE MARK REG 


A PROVEN LINE... 
FAST TURNOVER 


SHELF CARTONS or PLASTIC KITS 
CAT. NO. K-6 


ANCHORING KIT 


® 100 No. 12 
Plastic Anchors 
@ 100 Sheet Metal Screws 


@ One '4," Carboloy Tipped Drill 


Hi-RED 
ng a terrific hit with all tradesmen They go 


Plastic Screw Anchor Kits are mak 
for the line and the packaging and keep 
coming back for more! 

The very popular K-6 Kit shown above, in- 
cludes handy plastic case. Tops for tool box 


and truck, Put one on your counter and 





watch the results! 


Colorful counter displays and FREE SAMPLE 
PACKETS now available. Ask your ‘'Hi" rep- 


resentative or write direct. 


NEW! LY PLASTIC 


SCREW ANCHOR 


FOR HOLLOW WALL CONSTRUCTION 


(PLASTERBOARD, PLAS- 
TER, TILE, ETC.) 
NEW AND DIFFERENT — 
The only plastic screw an- 
chor with ''toggle-bolt"’ ac- 
tion. Just drill 1/44” dia. hole 
. insert Wally... turn in 
screw. Lower end backs up 
and bulges behind wall ma- 
terial. Holds permanently! 
soit Biostic hi ONE SIZE WALLY fits in 1/4” hole 


incl. screws, drill Handles screw sizes 6-10 


OTHER ‘'Hi'' QUALITY PRODUCTS 
@ Wire Connectors and ®@ Conduit ''Drive- 
“LOK-IT’ Wrench Straps" 
@ Tape-Mate Winder 
@ Fish Tape Reels AND MANY 
@ Conduit ''Snap- MORE! 
Straps" 
MAIL TODAY FOR 


NEW “Hi'’ CATALOG 


NAME 
FIRM 
0 . 
CITY STATE. ‘ 


‘ HOLUB INDUSTRIES, Inc. 


450 ELM ST. - SYCAMORE, ILL. 
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Credits and Collections 


There’s an unverified report that in 
Houston’s main post office, there are 
two mail slots. 

One is marked “Texas”; the other 
bears the legend, “United States and 
foreign countries.” True or not, the 
story typifies how Texans feel about 
the stature of the Lone Star State. 

We believe in this importance, too 
—particularly in the electrical whole- 
sale distribution field. That's why the 
special report beginning on page 49. 

Ihe author—Associate Editor Bob 
Bush—travelled the length and breadth 
of the state to develop this colorful 
and interesting 12-page account of 
what makes Texas electrical whole- 
saling tick. Bob went about as far 
south as you can get on this trip. 
Didn't bother him, though. We just 
wish he’d stop saying, “Buenos dias” 
and get back to just plain “Good 
Morning.” 


This issue features much more than 
the Texas report. There’s another 
“Succeeding in the °60s” article on 
page 62. The theme: how the John 
A. Becker Co. got into selling indus- 
trial electronics with a minimum of 
headaches 

When should electrical wholesalers 
give the big push to electric heat? 
Right now, believes the management 
of L. A. Woolley, Inc. For how this 
Buffalo, N.Y. promot- 
ing this’ hot turn to 
page 66. 

Can anyone deny that price trends 
are interesting—even though pricing 
is a major problem? See page 68. 

What should you know about elec- 
tronics? There’s an introduction wait- 
ing on page 74. 

Attention, students! On page 78, 
you'll find the second 20-Hour Elec- 
trical Course test another boost 
along your selling road 

Happy reading! 


distributor ts 
product, 
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Angel Falls in Venezuela is the highest in 
the world, drops 3,212 feet. Surrounded ) N LY (} N E 


by tangled, steaming jungle, it remained 


undiscovered until 1935 when James 

Angel, an American aviator hunting for 

gold, sighted the falls from his plane. 

It is 12 times higher than Niagara Falls. 
y 


i RONG | 


<a 
Per. Ne 


HIGHEST NEOPRENE 


WESTERN INSULATED WIRE COMPANY 


Los Angeles 58, California 
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Wherever the need to heat concrete, LETTERS TO THE EDITORS 


. . « These are a few of the words 


used by distributors to describe Albert 

C 0 U N T 0 N Y: J. Borelli’s “Selective Distribution as 
Related to the Independent Electrical 

| Wholesale Distributor,’ published in 

the November issue of ELECTRICAL 


to speed installation, cut costs! | WHOLESALING (Page 71). 


Dear Sirs: 

. , , : : ad There are one or two things 
It 8 80 easy to install electric heat in concrete with new EASY- against the idea of selective distribu- 
HEAT! Galvanized steel mesh mats, with heater wire anchored in tion as we see it now. Number one is 
place, simply roll out in 6’, 10’ or 20 lengths. lhese 18 wide units | that your buyers do not have an op- 
will not float as concrete is poured uniformly even heat is assured, portunity to shop for the purpose of 
at 42 watts per square foot. EASY-HEAT meets so many different obtaining the best prices available 
needs—and strong national advertising sells ’em all! See below. | and, consequently, might not always 

be competitive. The other one is a 

problem of supply in time of short- 

n have a snow-free | age, such as the recent steel strike. 

Now you ca , itch! However, both of these objections 

drive at the flip of a SW i are much more than offset by the 
| | fact that if you have selected the 

. |} proper lines to start with, your sup- 

pliers will see to it that you are sup- 





Pre-selling the city! 


The convenience of “no 
more snow to. shovel” 
helps sell more homes. plied with merchandise if there is 


es bg eM iagtd any to be had anywhere. 
{ ) ‘ea " | The shortage periods also bring to 


SNO-MELTER for use 
under concrete drives. Ads , peek light the loyalty of your suppliers and 
directed to architect and — | whether or not they are taking the 


HOME BUILDINGPROD. | partnership as seriously as you your- 
UCTS, etc. Adsin HOUSE self are. In case they are not, you 
BEAUTIFUL stirconsumer 
excitement. preciate a selective setup 

On the favorable side of the pic- 
ture, the reasons are legion. One of 
them is the ease with which your peo- 
ple, both in sales and in the ware- 
house, function. They learn the num- 
bers in much less time. They do not 
need to take the chance of substitut- 
ing something in another line that the 
customer may not like. Another sav- 
ing is in your accounts payable de- 
partment. Paperwork is cut down to a 
minimum. This also extends to bank 


Pre-selling the farm! | charges and various other contingent 
| expenses. 

Farmers need winter pro- It is also true that the selective 
tection for new-born pig- 
lets. EASY-HEAT meets 
this need with a Concrete | own turnover by at least one-and-a- 
Floor Heater for use in half or two times per year because he 

eee ee | does not have duplicate stocks. 
word in NATIONAL Further, the customer comes to 
HOG FARMER, THE know and rely on the fact he will re- 
FARMER, WALLACE'S | ceive what he ordered. He and his 
YOUr Piglets . oncrete Floor Heat hag it ig Mah Po teh, men become familiar with the prod- 
undertion the coldest wean %2? 2” unitormly » er RURALIST, ELECTRIC. | ucts, such as motor control, signaling 
"a ITY ON THE FARM, and | devices, etc. The manufacturers know 


@Ssembie, IC heat in conc, Save tim Rites 
bled Easy HEAT unite. 9 Simply etka beng ing - 
On 18° sto) man M24 In place oto engths. Progr’ many others. | for sure that if they work up an order 
fl imesh ry t ce aced ° ° 2 . 
vont #8 Concrete is poss 0 in your territory that they are sure to 
Ur elect, Oured “ . ae P J : 

trical contractor a Ory the mine? 600! Consistent national ad- get it, so they could conceivably be 


Company tie dl ee fh ra ; 
o write 4 ee Mdown: he p rti i i i i i i 
vertising is building a inclined to mention your place a few 


RAsy. tall EASY HEAT! backlog of dem : 
SV-Hear, INC., the SASY-HEAT trana more times than they otherwise would 


Dept. He he . To capture your share of if you were handling duplicate lines. 
the profits ahead, write In my mind, while the reasons for 
for more facts today! | selective distributorship are numer- 

ous, the real payoff comes from the 
EAS Y-HEAT, INC., “Electric Anti-treeze Devices” | well-known fact that the specialist ad- 
mittedly goes further faster than the 





had better find someone who will ap- 





Or, write . 
vices’ 
tectric anti-freeze De 
“lec 
tie, Iindian® 


wcC., 


He, Lekev! 


distributor can and does increase his 


Now 


heat 8M eat, cree 


he 
Cater wire 
ore 


Idman, ; 


Dept. EW, Lakeville, Indiana 
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man who tries to hog the market by 
handling every line that is available to 
him. 

Another answer to someone's objec- 
tion: What if one of your manufac- 
turers falls down during a shortage 
period? 

Our experience has been that be- 
cause your account has such great 
value, there are usually one or two 
really good ones real glad to move 
in and help you in the hope that they 
will become your number one source. 

I realize that I have gone to some 
length but I have been an outstanding 
advocate of selective distribution for 
many years. We cannot sell all of the 
merchandise in a given territory, so 
let’s be proud of what we do well. 

GeEorGE B. SMITH 
COAST WHOLESALE ELEC. INC. 
BURBANK, CALIF. 


Canadian Interest... 
Dear Sirs: 
We are very 


much interested in 


the article by A. J. Borelli on “Selec- 
tive Distribution” and are wondering 
if it would be possible for you to sup- 
ply us with 35 reprints. 


D. P. MARR 
MARR ELECTRIC LIMITED 
TORONTO, ONTARIO 
CANADA 


Dear Sirs: 

We would be interested in receiv- 
ing 20 reprints of the article “Selec- 
tive Distribution ” as appeared 
in your November, 1959 issue. . . 

R. E. BAILEY 
VICE PRESIDENT 
THOMAS & BETTS LIMITED 
MONTREAL, QUE. 


Dear Sirs: 

In the November, 1959 issue of 
ELECTRICAL WHOLESALING there was 
a special section on “Selective Dis- 
tribution .” by Albert J. Borelli. 

We are enquiring as to whether 
we would be able to obtain from 
you 12 reprints of this section. 

I understand that these are avail- 
able as they have been distributed by 
Canadian Electrical Distributors As- 
sociation in Toronto. 

Should you have an additional 
dozen copies available, would you 
kindly forward same to us together 
with your invoice if necessary and we 
will forward a cheque... 

R. GRAVES 
SERVICE MANAGER, SALES 
PIRELLI CABLES, CONDUITS LIMITED 
ST. JOHNS, QUE. 


Dear Sirs: 
We would like to obtain 20 re- 
prints of your leading article “Selec- 
Continued on page 114 
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RESISTS COMROSIOR 


This new super line of ‘““Chem Marine” 
devices are engineered from corrosion re- 
sistant materials capable of withstanding 
the harmful effects of moisture, brine, 
grease, oils and many acids. They are 
designed for industrial applications such as 
plating rooms, shipping platforms, yards, 
shops, warehouses, or wherever corrosion 
or chemical action is a problem. 


i AB 5 EP NE I 


52CM62 
3-wire, 15 amp , 125 volt 





Special Materials: 


“INSULPRENE?’—« 01 Pont nsoprane compound. 
““MONEL® METAL?’ tee. trademare ot inco. 
“MELAMINE” 


“CYMEL®” —Reg. Trademark of Am. Cyanamid 


HEAVY NICKEL-PLATED 
CURRENT CARRYING PARTS. 


74CM20 


Metal Weatherproof Lift Cover Plate 


with heavy viny! coating for single 
receptacles. Shown with 73CM10 
“Twist-Lock” Receptacle and 
mounted to standard FS box. 


52CM11 


17CM51 
Weatherproof “Insulprene” 
Pilate and AC. 
“Presswitch” Combination. 
Listed by: 
Underwriters’ Laboratories, inc. 


“Chem Marine” devices are identified by their bright yellow color and a few 
representative items are illustrated above. For complete information contact 


the “Chem Marine” Department, — 


HARVEY HUBBELL, iwcorporaten 


BRIDGEPORT 2, CONNECTICUT, In Canada: Scarborough, Ontario 


7 





TIMES and TRENDS 


New Challenger? 


Almost since the day electric house heating was just a glow in a research lab- 
oratory, an informal debate has been in progress: who ultimately will channel the 
equipment to the user? Several years ago, the electric heating specialist was 
thought to offer the greatest challenge to the electrical distributor-electrical 
contractor channel (EW—March °56, p. 88). But, as the economics of a mass 
market begin to assert themselves, we suspect he will turn out to be a temporary, 
high-cost expedient, no longer able to compete or justify his long margin. 

Soon the main challenge may come from a much more deeply-entrenched 
channel—the plumbing, heating and air conditioning distributors and contractors 
Through application of a most practical philosophy, “If you can’t beat ‘em, join 
“em,” this trade may begin infiltrating the electric heating field. This possibility, 
we are informed, is being discussed now by plumbing and heating wholesalers 
worried by the threat posed to their present business by electric heat. And, we 
are also informed, a major manufacturer of plumbing and heating equipment is 
considering an entry into the electric heating field. 

The stakes are piling up, the last cards are being dealt and the final bets 
are in the offing, as the electric heat marketing melodrama approaches a climax. 
Is the electrical distributor measuring up to the opportunity that, so far, has 
been clearly his? The answer is a qualified “yes.” Generally, he’s aware of the 
potential and taking steps to unlock it. The number of electrical distributors 
stocking and selling electric heat has jumped appreciably since 1956. Some—and 
there should be more—are doing top-notch merchandising jobs. And distributors 
expect their electric heating sales to zoom this year (EW—Jan. °60, p. 52). 

But will it be enough? This question has such currency, particularly among 
manufacturers, that it will be discussed at the First National Electric House Heating 
Exposition to be held March 21-23 in Chicago. As a preamble to this discussion, 
we should like to repeat an emphatic remark a distributor made to us recently 
(page 66): “Now’s the time to get into the electric heat act!” 


The Eyes of U.S. Are Upon You 


The title and first line of a famous song go, “The eyes of Texas are upon you.” 
furning this about, and with no facetiousness intended, the eyes of the U.S. will 
be upon Texas May 1-4. For those are the dates several thousand electrical dis 
tributors and manufacturers will be in Dallas attending the 52nd annual conven 
tion of the National Association of Electrical Distributors. 

Partly because of this coming event, partly because Texas has shown such 
spectacular economic growth, partly because Texas distributors have built such 
strong positions for themselves, partly because anything about Texas is just 
naturally readable, and partly because our editors have always enjoyed such 
fine hospitality there, ELECTRICAL WHOLESALING is devoting a special section to 
the Lone Star state (page 49). Associate Editor Bob Bush focusses on aspects 
of the distributing picture there that, to a degree, differ from patterns elsewhere 

We say, “More power to Texas!” If distributors throughout the U.S. fulfilled 
their economic functions as well as distributors in Texas generally do, the in 
dustry would have far fewer problems. 





Double Feature 


Industrial electronics is the subject of a double feature in this issue. A case 
study spells out the successful entry of The John A. Becker Co., Dayton, Ohio, 
into the field (page 62). Its industrial electronic sales are reported to have 
doubled every month since July 1959. The 73rd installment in our “Salesman’s 
Technical Notes” series (page 74) initiates a product discussion that will carry 
through several issues. Articles such as these are part and parcel of EW’s promise 
to furnish in-depth coverage of this fast-growing field. 


nila. 
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NUTONE offers America’s Newest Exhaust Fans Eight new models for WALL and CEILING. . Pull- 
. completely redesigned for beauty and luxury. . Chain or Automatic . . Horizontal or Vertical Dis- 
engineered for power and performance! Changed charge. All NuTone Exhaust Fans meet or exceed 
in every way . . except the price is still the same. the Minimum Property Standards of FHA (MPS). 
FREE... DELUXE CATALOGS IN BINDER... SEE NEXT PAGE => 
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TOP OF THE NEWS... and its significance to you 





The Philadelphia Story 


Aluminum Price 
Increase Predicted 


Copper Capers Concluded 


Moves and Mergers 


Look Award Winner 


Conventions—past, 
present, and future 


Government Spending— 
Perhaps! 
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A Philadelphia Grand Jury investigating pricing policies in the 
electrical manufacturing field has served five manufacturers with 
indictments and civil complaints. The five companies served were: 
General Electric, Westinghouse, Allis-Chalmers, I-T-E Circuit 
Breaker Co., and Federal Pacific Electric Co. Eighteen individuals 
have also been handed indictments. See details on (page //2) 


A hike in the price of aluminum is in the offing, according to a 
leading producer. Higher prices are needed for the industry to con- 
tinue its expansion, its research for new markets, and improve- 
ment in products, D. A. Rhoades, president, Kaiser Aluminum & 
Chemical Corp., stated. 


Labor setbacks that have been plaguing the copper industry for 
the past six months have ended, and supplies of the metal should 
be back to normal shortly. However, some trade sources predict 
possible cutbacks in copper production later this year, Final strike 
settlement in the industry comes from the Anaconda Co., who has 
agreed with Mine-Mill workers on a new wage contract expiring 
July 1, 1962. Terms have not been disclosed. Kennecott Copper 
Corp. and American Smelting & Refining Co. have signed two- 
year pacts with the union that increases benefits 22.3 cents to 22.4 
cents an hour. Phelps Dodge Corp. also settled at its Arizona oper 
ations on a 33.2 cent package 


Virginian Electric Inc., Charleston, W. Va., has been acquired by 
C. S. Kernaghan, now president of the firm. In Phoenix, Ariz., 
Westinghouse Electric Supply Co. has moved into a new office 
and warehouse building at 23rd and Palm Lane. Gross Electric Co., 
Toledo, Ohio, has leased an adjoining building at 144 Summit 
St. to establish new headquarters for its wholesale electrical supply 
operation, Richard Gross, president, reports 

Stockholders of Federal Pacific Electric Co. have approved ac- 
quisition of Cornell-Dubilier Electric Corp. The acquired firm re 
portedly will be operated as a consolidated subsidiary of Federal. 


Winner of the 1959 Look magazine Distributor Merchandising 
Award Plaque for residential wiring sales was the Noland Co., New- 
port News, Va. The plaque was presented at the 16th Annual Na 
tional Wiring Sales Conference in Philadelphia 


A total of 375 distributors, manufacturers, and guests attended the 
2nd annual NAED Southern Region Convention at Edgewater Park, 
Miss., January 17-20. For complete details see (page 98) 

Chicago, this month, is the site of the first National Electric House 
Heating Exposition, and Big “D’—Dallas, Texas, that is, is shap 
ing up for the 52nd NAED national convention, May 1-4 


James E. Fenn, sales manager, Plymouth Rubber Tape Division, 
reports the “silliest” request for a quotation his company has yet 
received: a purchase requisition from the Seneca Ordnance Depot, 
Romulus, N.Y., for a quote on one roll of friction tape to be manu 
factured to federal specification HH-T-10a. In his reply, Fenn sug 
gested the depot get in touch with the nearest “full-functioning 
electrical distributor.’ 





NEW PRODUCTS 





Traffic Beacons 
Designed for use as warning signals 


Non-adjustable beacons designed for 
use at right angle intersections; ad- 
justable beacons for use where angle 
is other than 90 deg. Adjustable type 
has optical unit which may be sep- 
arately adjusted to be aimed directly 
at traffic it controls, maker says. Units 
available with plain 
lens, and may be equipped with base 
light. e Crouse-Hinds Co., Syracuse, 
1, N.Y. 


arrow lens, or 


Blower-Light Combination 


Ceiling fixture is also an exhaust 
blower unit 


Unit, 
tion,” 


called “Blower-Lite Combina- 
Model 218, is a ceiling fixture 
with adjustable mounting brackets and 
an exhaust blower. Unit gives 120-w 
of recessed illumination through dif- 
fusing albalite maker 
Grille utilizes “snap-up” attaching 
mechanism which holds tightly to 
ceiling yet allows easy removal, ac- 
cording to manufacturer. Used with 
standard 4-in round exhaust duct, unit 
has automatic damper to prevent 
backdrafts. e The Emerson Electric 
Mfg. Co., St. Louis, Mo. 


lenses, Says. 


Iluminated Push Button 


Features pressure connectors to 
eliminate internal wiring 


New illuminated push button com- 
bines both push button and pilot light. 
Unit has marked terminals for easy 
wiring. Available with button guard to 
prevent accidental operation, full range 
of voltage ratings and choice of 6 
colors. e Square D Co., Milwaukee, 
Wis. 


Solid Fill Ballast 

Case, core and coil bonded into 
single unit 
New solid fill ballast, called Dri-Lok, 
is said to eliminate all possibility of 
compound leakage. Unit contains 
thermo-setting material that will not 
react or combine chemically with any 
other material in ballast, manutac- 
turer says, resulting in cooler opera- 
tion. e Jefferson Electric Co., Bell- 
wood, Ill. 


Recessed Fixtures 
Units complete with lenses, diffusers 
and air vents 


New series offers selection of Fresnel 
lens, Drop Opal, satin frosted Bent 
Glass, or standard flat glass diffuser 
in easy to install fixtures, maker says. 
Reflector with reflective coating pro- 
duces maximum light output with 
minimum glare, manufacturer claims. 
e Progress Mfg. Co., Inc., Minute 
Mount Div., Philadelphia, Penna. 


Aluminum Tap Clamp 
Designed for making aluminum to 
aluminum taps 


Clamp accommodates main line and 
jumper wires up to 397.5 MCM 
ACSR. For use in marine and indus- 
trial areas. Clamps have extra wide 
clamp jaws for maximum contact with 
outside strands of main line conductor, 
manufacturer says. e A. B. Chance 
Co., Centralia, Mo. 


Power Relay 

Suited for starting motors up to 
| hp 
Series SI DPDT 
only, and features one piece molded 
base construction coupled with shield- 
ed screw type electrical connections. 
Contact rating is 15-amps, rated at 
115/60. Available voltages range 
from 6-v dc and 110-v de and all 
standard ac voltages up to 440-v ac. 
e Line Electric Co., Newark, N.J. 


available in models 


Ventilating Fan 
Wall-type unit has highly finished 
grille, maker says 


New model wall-type ventilating fan 
has high impact polystyrene grille, ac- 
cording to manufacturer. Unit has 4- 
pole, totally enclosed, motor. Fan is 
6-bladed aluminum with 593 CFM of 
free air, maker says. Fan has back- 
draft shutter, and will adjust from 
4%4-in to 10%-in to fit any type wall 
construction. e Leigh Building Prod- 
ucts Div., Air Controls Products, Inc., 
Coopersvilie, Mich. 


Fixture 
New aluminum wall bracket fixture 
available 


Designed for use in halls, under over- 
hangs, soffits, and porches. In contem- 
porary style, fixture is made with 
hinged enclosing glass, 8-in in diam- 
eter. Type R mounting strap locks 
aluminum base in position. Unit comes 
in finishes of satin chrome and oyster, 
chocolate brown, green, black or syn- 
thetic satin brass baked enamel. Di- 
mensions: 934-in x 4%4-ins. @ Pres- 
colite Mfg. Corp., Berkeley, Calif. 


Floodlight 
Mercury vapor type features full- 
floating socket assembly 


New mercury vapor unit has full- 
floating construction that adjusts auto- 
matically to variations in lamp sizes 
and shapes, maker says. It is said to 
insure perfect weather-seal with all 
makes of R-60 reflector lamps-mercury 
vapor in 400-w size and 750-1,000-w 
incandescent. Floodlights available 
with lamps, transformers, and devices 
for pole top, surface or wall-mounting 
singly or in clusters. Fully ventilated. 
e Stonco Electric Products Co., 
Kenilworth, N.J. 
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ADDS YEARS TO BALLAST LIFE 


THERMALLY 
PROTECTED 
FLUORESCENT LAMP BALLASTS 


Safeguard Against Both Excessive Temperature and Excessive Current 
NOW PROVED BY MORE THAN 27 MONTHS’ USE IN HUNDREDS OF INSTALLATIONS 


ADVAN-GUARD,® a thermally actuated auto- 

matic reclosing protective device, introduced by 

ADVANCE almost 3 years ago, is an integral part Prevents Ballast Operation 
of every ADVAN-GUARD® Ballast. It is sealed in v at abnormal temperatures. 
the ballast housing and pre-set to instantly and 

automatically trip out whenever the ballast is oper- 

ating at higher than recommended temperatures. 

When heat decreases to normal operating tem- 

perature, ADVAN-GUARD resets automatically Protects against excessive 
and the baliast resumes operation. ADVAN- v voltage supply. 

GUARD,® by maintaining normal operating tem- - 

peratures, adds years to ballast life . . . For years 

of trouble-free operation of any lighting installa- 

tion, insist on ADVANCE Ballasts with exclusive 


ADVAN-GUARD® built-in protection >a nae a ballast 
> «i > short circuiting. 


Safeguards in cases of 
inadequate lamp maintenance. 


Maintains normal ballast 
operating temperatures. 


ADVAN-guard is listed by 
Underwriter Laboratories, inc. 


TRANSFORMER CO. 


2950 NO. WESTERN AVE. CHICAGO 18, ILL. USA 


luorescent mp Bollost 
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N&W PRODUCTS _ 





Meter Stand 
Speeds wire and cable measure 

ment, manufacturer says 

model Hi M 


cable or 


Stand designed tor 
which 


4 ible 


New 
Wire measuring stem 
adjusted lor reel 
Stand 
height 


freely in 


can be variou 


SIZES may be set from 30-in to 


t8-in in and permits meter to 


turn stand, requiring only 
thumb screw to ad 
make! Vs Bench 
Stand for mounting at fixed height also 


©e Hykon Mfg. Co., Al- 


tightening of single 


just for height 


is available 
liance, Ohio. 


Silicon Rectifier 
Double diffused type added to lin« 


Style 
fier has 


31, double diffused silicon rect! 
added to manufacturers 


Rated at | 


) 
average at S deg ( P< in 


been 


line of power rectifiers 
amps 
verse voltages range from 50 to 400-\ 
manufacturer says. e 


Syntron Co., Homer City, Penna. 


In SO-V_ steps 


Residential Fixture 


Unit may be used in kitchen, family 
room or dining area 


Fixture is of three-in-line 
let type with polished brass and star 
like perforation. Overall width is 22-in, 
depth 10-in three R-20 30-W 
reflector Virden Lighting 
Div., John C. Virden Co., Cleveland. 


design bul 


ses 


lamps. @ 


14 


Radiant Heaters 


Two new units added to manufac- 
turer's line 


Iwo new infrared radiant 


dded to 


1 SO0-w 


heat units 
450 


Each designed for both resi 


line operate on and 


dential and industrial purposes and 


either wall or 
moisture re 


Unit is comprised 


installed on 
ceiling All 

maker 
ol quartz 


cun be 
parts are 
iStant Says 
tube surrounding 
oil and backed by 
Nlodel No. 30902 (450-w) covers 30 
sq ft Model No 30903 
(1500-w) covers 90-sq ft, manufacture! 
Width and height are 4!2-ins 
for both units. e Hanovia Lamp Div.. 
Englehard Industries, Inc., Newark 
N.J. 


resistor 
infrared reflector 


area and 


Says 


Junction Boxes 
electrical 


For underfloor distribu- 
tion systems 

Boxes No Lae 
2 1S¢ 


slabs of 


1S and No. 3222 
installed in concrete 
The first 


ducts 


can be 
213-in and deeper 


two No 


(l1'4 in x 3%-in) per 


tvpe accommodates 


and fea 


! 
side 


tures removable interior partitioning 
The second type accommodates 3 No 


u Both 


corners 


ducts per side boxes use 


conduit in 4 


1'4-in and are 
furnished with rings of l-in minimum 
Higher available 
feature open- 


and 


height rings also 


Boxes large handhold 
between ducts 
maker 


Consho- 


ings, 1l-in spacing 
4-screw 


Walker 
hocken, Penna. 


simplified leveling, 
| : 


SuVvs * Brothers, 


Framing 

New line of slotted 
framing introduced 
New slotted angle framing, 
called the Right Angle Method, is used 


for suspension and structural support 


angle steel 


line of 


is said to 
finish. Avail- 
sizes: No. RA 150, 154 xX 
thick: No. RA 
2s xX 15s%-ins .O8O0-ins thick: and No 
RA 300, 3% x 104-ins thick 
Each type has measure and cut marks 


of electrical installations. It 
have corrosion-resistant 
able in 3 


067-ins 


1% -ins ta W 


1s -ins 
spaced at $4-in intervals, with special 


mark at 3-in intervals. e Steel City 
Electric Co., Pittsburgh, Penna. 


Thermostat 

Control knob is highly sensitive 
thermal unit 
Unit 
and has highly sensitive heat element 


is double-pole disconnect type 


which is actuated by any change in 
that re 
quire a positive break of both sides of 
a 240-v line. Heat 
55-deg to 85-deg | 
set at “Off,” both sides of power lin 
are disconnected. Unit is 4%4-in high 
and 2%-in wide. Called type 1A66 it 
mounts flush to wall. Rating is SOO0-w 


White- 


heat level. For use in areas 


range selection of 


When knob is 


ya5 


240-v ac or Vv ac * 


Rodgers Co., St. Louis, Mo. 


Mercury Conversion Kit 
Converts incandescent service tc 
mercury vapor lighting 


New unit designed to convert EEI 
NEMA street lighting heads from in 
candescent service to mercury 
lighting, maker 
100, 175, 250, 
erating on line voltage of 240-v. Kit 
includes lamp reflector plate 


vapor 
Says Available for 


and 400-w lamps op 


socket 
choke-reactor and anodized 
bracket. Also furnished with 6 termi 
nal sockets for use 
Weight: 4-lbs for 

for 400-w. Watt from 6 for 
100-w unit to 18 for 400-w unit 
e Sylvania Electric Products Inc., 
Transformer Dept., Ipswich, Mass. 


mounting 


with photo cells 
100-w to 1112-Ibs 


losses 


. . 
Luminaire 
New concept in fixture construc- 
tion, maker says 
New 
tic, but no wrap-around 


fluorescent luminaire is all plas 

according to 
bottoms hinge 
Grate 


cubicle 


manufacturer. © oncave 


separately. Choice of concave 


lite louver-diffuser-*%-in open 
plastic, or concave Prismoid Gratelite 
reversible prismatic louver-lens. Units 


may be pendant mounted, or adapt 


able for close-ceiling mounting with 
top plates. Available in 2, 3 
units in 4-ft or 8-ft lengths 


F. Guth Co., St. Louis, Mo. 


or 4 light 
e Edwin 


Unilet Threaded Covers 
Available in surface and dome types 


New series of explosion-proof 
dust-tight “GUB” threaded 
unilet available. Sur 
face type, maker 
for small 

plain junctions type 
for use with large over-sized 


and 
series of 
covers Is now 


says, is best suited 


connection terminals or 
Dome suitable 
connec- 
tion blocks on heavy wires. Inside di 
ameter of both series range from 5%6- 
in to 11%6-in 
type is from 6-in to 17-1n 
proved for class | 

group EF and O 


Appleton Electric Co., Chicago, Hi. 


Depth range of dome 
Covers ap- 
group D, and class 


and class 3.¢ 


ELECTRICAL WHOLESALING—March, 1960 








EXTENSIONS 


CAPs AND 
CONNECTORS 


“HANDI-PAK" 
PORTABLE CORD 


% 
250 FT. SPOOL yy 
cat, 4626-20 


16/2 SJ | 


ROVAL ELECTRIC CORPORATION 


PAWTUCHEET, BEOOE ISLAND + Mote & OLA 














cat. #0. 4722-78 


I2/2 § 


There’s a Royal Flexible Cord for every service . . . made right and pack 
aged right... for fast, easy selling. Royal can fill FROM STOCK all your 
requirements for Rubber, Neoprene and Thermoplastic Portable Cords, Fix 
ture Wires, Lamp Cords, Heater Cords, Machine Tool Wires, Thermo Cables, 
Bell Wires, and Coaxial Cables. Your nearby Royal representative is ready 


to give you full details, prices and prepaid shipping information. 


ROYAL ELECTRIC CORPORATION, Pawtucket, Rhode Island 





[rcamie] J 


an caseociate of 


WIRE AND CABLE wiring 
DEVICES 
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Preferred by 
Electrical Contractors 
One piece solid tubular 
steel, pre-set deep 
slotted, staked screw 
extra heavy duty 
locknut, no backing 
out when inserting 
onduit 








Preferred by Suppliers 


No price worry 

That's what suppliers 
say about U.L. approved 
ETP quality fitting 
They know ETP 
consistently 
competitive and 
consistently superior! 





« Concrete Tight 
iL File Card £24788 


« Zinc Chromate over heavy plate 
+ Every size from 2” to 2 


Connect with @ for Economy 


Samples and Brochure on Request 


ETP 


ELECTRIC TUBE PRODUCTS 
14-16 Grand Ave., Maspeth, (N.Y.C.) NY 
Defender 5-8000 


HIGH VOLTAGE 





“Where Are We Going?...” 





. . . asks Saul Weinress, executive 
vice president of Efengee Electrical 
Supply Co., Chicago. In a strongly- 
worded statement submitted to EW, he 
cites “financial suicide” as the conse- 
quence of not charging enough for 
distributor services. And as a foot- 
note to his remarks, he asks for com- 
ments from other wholesalers. 
What do you say? 





1959 is now old enough so that we 
may refer to it as history. Many new 
distributing firms entered the field in 
that year. Old establishments were 
busy handling a large dollar volume, 
perhaps the largest volume ever 
achieved in the distributing industry 

Costs have steadily risen over the 
years and gross and net profits have 
declined 

Where are we distributors going, 
what are we headed for and what is 
in store for us in the future? 

The way I see it in my crystal ball 
is if we continue in the same vein 
that we have over these years, our 
downfall will be of our own doing 
Unless we distributors come to the 
realization that we must receive a 
better profit margin than we have been 
receiving for our goods and services, 
we eventually will commit financial 
suicide 

Well—1960 is still too young to 
predict what is going to take place in 
our industry through this coming year 
Up to the present moment, there 
doesn't seem to be any hope that this 
crazy “cut-throat” competition we are 
all engaged in will diminish unless we 
distributors do something about it 

What can we do? We can say “NO” 
to offers of unprofitable orders. 

I would like to cite an example of 
how ridiculously we distributors oper- 
ate. An order of a thousand dollars 
($1000.00) or more offered to a dis- 
tributor by some customer will, in 
most cases, be sold at a gross profit 
of 5%. In some instances, competition 
may force this down to a lower per- 
centage. 

The manufacturer’s representative 
who takes this order from us—who 
does not have the warehouse you have, 
the investment you have and certainly 
does not have the credit responsibility 

will receive, as a commission from 
the factory he represents, 5% or more 
for merely writing your order. 

How long can we distributors con- 


tinue to exist with such small profits? 

The electrical distributor is an im- 
portant part of our economy. He of- 
fers and gives many services at no 
extra cost to his customers. He main- 
tains a warehouse with a large in- 
ventory. He has a large investment in 
his business. He has trained, well-paid 
personnel, so that his customers will 
receive the proper products and prop- 
er information. And in many Cases, 
he offers free the services of a light- 
ing engineer 

He extends credit, which in many 
cases is of assistance to his customers, 
because this credit may not be avail- 
able to this person in this particular 
area for the particular product. By 
offering these services, he saves the 
buyers’ time and money 

He is able to furnish the materials 
required for the average electrical 
installation in the period of time that 
the contractor has contracted to do 
the work. I am sure that every cus- 
tomer will agree that this is the most 
economical way to purchase electrical 
materials 

I am sure that any electrical con- 
tractor would agree that if there were 
no electrical distributors that he could 
purchase his material from and re- 
ceive deliveries of most items imme- 
diately, he would be obliged to pay 
from 25 to 100 per cent more for 
these materials, if he had to purchase 
them from the manufacturers who 
produce them 

He would also have the added cost 
of a purchasing agent and expediter 
His purchasing agent would have to 
be one who would have the knowledge 
required to function and purchase 
properly because electrical items are 
somewhat technical in nature 

The time delay in receiving mate 
rials may be from 7 to 60 days after 
placing an order with the manufac 
turer, plus all other ramifications he 
may encounter in this fashion 

Have we forgotten Jake Hamblen’s 
address to members and guests at the 
1959 NAED convention at which time 
he closed with the slogan, “Let’s Make 
Money”? Why don’t we think about 
this a little more! Why don’t we start 
to get a little beiter compensation for 
all of our services! Let’s not wait for 
the other fellow to take the lead. Let's 
do it ourselves. 

I believe another slogan can be ad- 
ded to Jake Hamblen’s: “Make a 
Profit and Survive—Why Commit 
Financial Suicide?” 
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Styled to blend with today’s appliances. 
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60 SERIES 


Once again Fasco leads the field with product performance and styling 
features. New Duct-Free hood has all the wanted features that have 
already captured so much interest. This is the Duct-Free range hood 
that answers the problem of installations that are difficult to 

exhaust to the outside. Smart style, efficient filtering and top quality 
construction all add up to a Duct-Free range hood you should 

learn about before you do another job. Write for complete catalog 
which includes all the other Fasco ventilators and range hoods. 


sco INDUSTRIES, INC. Dept. EW-360 North Union at Augusta, Rochester 2, N.Y. 





CAPITOL CIRCUIT 





- V : 
Qu /x\ | | y @ The Office of Civil and Defense Mobilization is completing 
. ee studies On a new-type emergency warning device (national emer- 
\ - c d £ 

—— 


gency alarm repeater) to be attached to the electrical circuit in all 
Stel -T-n lal tom Mall houses, and which can be set off by a change in power output by 
c.ectric utilities. The device, costing between $3 and $5, has been 
OF Ta colaien tested satisfactorily in Michigan, and studies now are underway 
to determine whether individuals, utilities or the federal govern- 
ment would finance installation and whether installation would 
be mandatory or voluntary. 


K 


e@ Electric co-ops have won a compromise victory in the Georgia 
Legislature which permits them to continue serving existing cus 
tomers now inside the limits of town which exceed 1,500 popula- 
tion. Enacted into law (41-0 in the state senate, 147-0 in the lower 
house) was a law that permits co-ops to continue serving these 
customers provided they don’t add new customers more than 300 
feet from existing lines, and they pay a 3% franchise tax to the 
municipality 


* * * 


e@ A Treasury Department proposal to tighten up on co-op income 
taxes found little support in early-February hearings before the 
House Ways & Means Committee. Chances for its passage, or any 
similar legislation this year, are extremely dim 

The proposed bill (HR-7875) would require co-op income tax 
payments on all patronage refunds, except those paid out in cash, 
or paid out in cash-redeemable certificates within three years. This 
would provide an estimated $50-million additional in revenue to 
the U.S. Treasury 

Freasury officials pointed out that rural electric co-ops could 
be exempt from such legislation under provisions of the Internal 
Revenue Code. Most co-ops urged Congress to tax their patrons 
on individual shares of co-op earnings, but Treasury officials called 
this plan questionable, possibly unconstitutional. In reverse, co-ops 
asked that they not be taxed on retained patronage refunds, since 
they are obligations — not income — of co-ops 


* 


e@ President Eisenhower, apparently bowing to political pressures 
during an election year, has omitted any request for changes in 
rural electrification financing in his annual farm message sent to 
Capitol Hill 

Ihe President repeated demands in his annual budget message 
this year—almost identical with those a year ago—calling for 
REA interest rates to be raised to a level equal to that paid by 
the U.S. Treasury for equivalent-term bonds. But his proposals for 
private financing for co-ops have been toned down. And, in the 


case of this year’s farm message, completely deleted 


OUTLET BOXES * GANG BOXES * e REA officials expect their loan program for fiscal year 196] 
COVERS * BOX SUPPORTS (beginning this July 1) will require about $240-million, up $15- 


million above the present fiscal year. President Eisenhower is 
ARROW CONDUIT : from 


asking $110-million in new appropriations Congress to 

& FITTINGS CORP. finance the electrification program, compared with $136-million 
129 30th Street, Brooklyn 32, N. Y. in fiscal year 1960. The rest of the money needed would come 
Se eAITIMOSE MD’ © “BIRMINGHAM, ALA. © “CHICAGO from carry-over funds appropriated in previous years. The white 


* BALTIMORE, MD. * * *CHICAG 
tt . *CINCINNATI 7 H!IO © DALLAS, TEXAS 
*DETROIT 2, MICH. * ¢ NS ) * *KANSAS 
city. MO. « * ANGE i * *MIAMI, FLORIDA . . a 
@ “NEW ORLEANS, LA. © ON CITY, N.Y. * carry-over funds for future years. These funds, in the past, have 
NEWTON CENTRE, MASS. © *PH > RICHMOND ¢ . 


VA. * ROCHESTER, N.Y. © *SEATTIE, WASH run between $100 and $200 million annually 


house plan, if approved by Congress, would all but wipe out any 
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UNDAMAGED AFTER BEING “CLOSED” 
ON 100,000-AMPERE SHORT CIRCUIT! 


Your customers are seeing this ad 
/ now in leading electrical publica- 
| tions. This outstanding proof of Frank 
Adam superiority builds customer 
confidence—helps you sell more 
switches of better quality. Keep 
your stock complete — 


Floyd S. Green 
(left), Frank Adam 
Electric Co., and 
John S. Withers 
Bussmann Mfg 
Co., find Shutibrak 
Switch undamaged 
after a series of 
OU-amp. short 


rcuit tests 


[\[D AMA 
SW ULL /\ ES 


(SHUTTLE BREAK) 








In recent tests at Bussmann Manufacturing Company's 
test station, Frank Adam Shutlbrak Switches, equipped with 
Bussmann high interrupting type fuses, went through a 


TYPICAL TESTS MADE WITH series of tests with switches “‘closed”’ on a 100,000-amp 
3-POLE short circuit. NOT A SINGLE BREAKDOWN OCCURRED! 


SHUTLBRAK SWITCHES Here’s a powerful demonstration of the safety and dependability insured 
by Frank Adam’s famous Shutlbrak mechanism. ® Safety Switches 

Switch Fuse give positive protection to both men and equipment against every 
Capacity Type hazard that might be caused by the tremendous overloads 


100-amp. 250-v KTN Limitron and shorts that can occur in any distribution and feeder circuit 


Same switch LPN Low Peak It costs no more for the extra vital margin of safety provided 
200-amp. 250-v KTN Limitron by Frank Adam Switches. Specify this better equipment 
Same switch LPN Low Peak A new brochure is just off the press—write for yours! 
100-amp. 600-\ KTS Limitron 

Same switch LPS Low Peak 

200-amp. 600 KTS Limitron 

Same switch LPS Low Peak = 

400-amp. 250-\ LPN Low Peak aANK 


600-amp. 250 LPN Low Peak Aosm ELECTRIC COMPANY 





-.9o. © 
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one source 
for all 
wiring devices... 


With the addition of CIRCLOK 

interlocking devices, Circle F is the single, best 
source for all residential, commercial, and 
industrial wiring devices. Like all Circle F devices, 
CIRCLOK has been designed for maximum 


safety. A simple twist and the connection is locked 
securely and just as easily a twist disconnects. i eet. 4 mm eles 4) ie 
Join the manufacturers and designers of electrically fe) AYA ed 


operated machines who specify Circle F’s CIRCLOK. 
Make all your wiring devices CIRCLE F— 


= L ~ 
you can’t buy better so why pay more? if « & ( \ }) 
J ' 
. | 


17 


f/\ 


om Eo og Sl es ee ok Ce OO 


TRENTON 4, NEW JERSEY + For your wire requirements: Eastern Insulated Wire Corp., Box 591, Trenton, N. J. 
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adds greater value to 
CROUSE /HINDS 
EV Series explosion-proof 
lighting fixtures 


Now, at no extra cost to you, this new 
Crouse-Hinds Prismatic Globe reduces 
troublesome glare while increasing 
“seeing” brightness. Provides more 
efficient working light, by softening and 


& Reduces glare distributing the light evenly — without 


reducing the amount of usable light. 


* Gi if a By eliminating “hot spots”, the 
ives unirorm brightness Crouse-Hinds Prismatic Globe reduces 
eye-fatigue . . . especially important 
in areas where reduced worker efficiency is 


a 
ee 
e Eliminates normal hot itself a potential hazard. Prisms are 
spot” below fixture inside the globe to keep the exterior 


dust-free. Prismatic Globes are 

furnished with 100, 150, 200/300 and 
300/500-watt sizes of Crouse-Hinds 

EV Series explosion-proof lighting fixtures. 





Crouse-Hinds Series EV Explosion-Proof Lighting 
Fixtures are easy to install and relamp, provide 
high lighting efficiency in areas classified as Class 1 
hazardous by National Electrical Code. Available 


in choice of mountings, with a variety of reflectors (CROUSE/HINDS 


for incandescent and mercury-vapor lamps. svraacusee | new vork 








OFFICES: Ationta Baton Rouge Birmingham Boston Buffalo Charlotte Chicago Cincinneti Cleveland Corpus Christi Dallas Denver Detroit Houston indianepolis Kensas City 
Los Angeles Milwovkee New Orleans New York Omoho Philadelphia Pittsburgh Portiond, Ore. St. lovis $t. Pov! Solt Loke City Son Francisco Seottle Tuko Washington 
RESIDENT REPRESENTATIVES: Albony Baltimore Reading, Po. Richmond, Vo. 

CROUSE-HINDS COMPANY OF CANADA, LTD., TORONTO, ONT. CROUSE-HINDS INSTRUMENT COMPANY, INC., SILVER SPRING, MARYLAND 
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HATFIELD ‘has 


y 


"have 
» You” 


heard?” 


EXPANDED TEST AND 
DEVELOPMENT FACILITIES 


at the new Linden plant are among 
the most outstanding in the high volt- 
age cable field. In addition to the 
usually required quality-control test 
procedures for every foot of cable pro- 
duced, there are also special tests. 
For example, we have installed a 
group of specially designed corona 
level instruments and test cables - 
right on the production line. Another 
“extra” from Hatfield to assure 
complete customer satisfaction. 


ATFIELD WIRE & CABLE 












the largest’ plant devoted exclusively 


of rubber covered wire and cable 


Tass solid proof of Hatfield’s confidence in the future of the elec- 
trical industry! An entirely new plant, ready to take your orders for 
rubber insulated high voltage and the larger multi-conductor power 
cables. We’re geared to produce “specials” or to ship standard items 
from warehouse stock as complete as you'll find anywhere. This new 
Linden, N. J. plant augments completely separate facilities in Hillside 
and Union, N. J. where most other types of wire and cable products 
are manufactured. It all adds up to this—whether your wire and 
cable needs are for building construction, light or heavy industry, 
governmental agencies or utilities—now you will find Hatfield to be 
one of the best equipped producers of the highest quality products. 





This new plant for the production of rubber insulated wire and cable, together with the copper 
rod mill now under construction, will be part of the HATFIELD Linden complex. It is geared 
to give HATFIELD the most up-to-date, integrated facilities in the wire and cable field. 


DIVISION OF CONTINENTAL COPPER & STEEL INDUSTRIES INC. / PLANTS - HILLSIDE - UNION - LINDEN / EXECUTIVE OFFICES - HILLSIDE, NEW JERSEY 
c ! 








a 


PP: 


New Duracron Enamel Finish provides safety on the job plus lifetime protection for this Spang Standard Underfloor Duct installation. 


Now—SPANG Underfloor Duct Systems 
with new Duracron enamel finish provide 
extra protection against corrosion 


That well-known yellow finish on Spang 
Underfloor Duct now does double duty 
In addition to providing safety on the 
job site through highly visible color, the 
new baked-on Duracron enamel provides 
better anti-corrosion protection than gal- 
vanizing, according to laboratory tests! 


Extra-hard enamel finish 
resists damage at job sites 
Spang Underfloor Duct often receives 
heavy traffic and wear at job sites, but 
this new finish is designed to take a tough 
beating. It’s a thermo-setting acrylic 
resin, representing a radical departure 


SPANG 
UNDERFLOOR 
bucT 


from current baking enamels. It is ex- 
tremely hard, insoluble and infusible 
after baking. It has superior adhesion, 
high color retention; is marproof, flex- 
ible, and resistant to chemicals, impact, 
humidity, salt spray, water, grease, stains 
and detergents. 


Tests show finish is better 
than galvanizing 

A 2,064-hour salt spray test on the new 
Duracron finish produced no apparent 
attack of the coating or corrosion of the 
underlying steel. Even where the coating 
was deliberately scored, corrosion did 
not spread or get under the finish. 


The same test on galvanized steel pro- 
duced thin to moderate rust and some 
pitting of the underlying steel over about 
60%, of the surface, proving that the new 
Duracron finish offers you better corro- 
sion resistance. This new finish will also 
withstand all normal chemical action en- 
countered in concrete. 


Duracron assures top 
anti-corrosion protection 

With this protection, you are assured that 
Spang Underfloor Duct will provide 
extra safety to your wiring installations. 
You just can’t get a finer finish! Look for 
it on your next Spang job. 


THE NATIONAL SUPPLY COMPANY 


Two Gateway Center, Pittsburgh 22, Pennsylvania 
Subsidiary of Armco Steel Corporation Wr 
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it's a Breeze ! 
>} Just a Double Squeeze 


Sets Up E.M. T. 
With Original 5-M Indenter Fittings 








7 = 
BM-51 ell 

YY." Offset 

Connector 

BM-52 
%" Offset 
‘hiem Connector 
mm i 


hy» 7 Y," Connector 
nt 9 sei 


¥%," Connector 
BM-23B 


1” Connector 





BM-41 
/," Coupling 
BM-42 
%” Coupling 
BM-43 
1” Coupling 





@ 8-M Indenter Fittings and Tools make an unbeatable combination when it comes to easier E.M.T. 
installation at less cost. New lightweight plier size indenters make setting up thin wall conduit a breeze. 
B-M fittings are neater too! No unsightly nuts or projecting set screws. Other plus features of B-M 
fittings are Concrete tight—Vibration resistant—Extra heavy bright zinc plate, salt spray and acid 
drip tested for corrosion resistance—Extra heavy positive bonding locknuts—Smooth rounded edges 
or bushed throat type connectors that prevent insulation damage—aAll steel construction with extra 
heavy gauge wall thickness. 





es 


() rer rk <faus Beer a 














B-M Offset Connector , showing how 


wires are guided over box edge. 


















Briegel All Steel 
Indenter Fittings 
are U.L. approved 
as Concrete-Tight. 








GALVA, 


ILLINOIS 





| H METHOD TOOL co. 





USED THE MOST FROM COAST TO COAST 
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New from Cutler-Hammer...new selling power 





Now! A limit switch 
with more than twice the life 
of any other type made! 


Easy to se// your customers, because Cutler-Hammer’s 
new limit switch will outlast any other type now in use 


0” the left is the most reliable limit switch 
ever developed. And with more exclusive 
features than any other make. 

In exhaustive tests, it lasted more than twice 
as long as the best of competition. It is inter- 
changeable with most other makes and will out- 
last and outperform any switch your customer 
now has... no matter how tough and trouble- 
some the installation! 

Cutler-Hammer is on the move, and this new 
limit switch is just one example. 

More new products, like the limit switch, are 
coming. New distribution policies mean better 


WHAT'S NEW? ASK... 


Cutler-Hammer Inc 
A ' 
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availability, better profits for you. New market- 
ing policies make your job easier. And, new 
merchandising, advertising and promotion will 
bring in new business for you. The new trade- 
mark you see above symbolizes this new attitude 
and all it means for you. 

Economists tell us that in the decade ahead 
there is going to be more growth in the construc- 
tion and industrial automation markets than in 
all the years past. We’ve been preparing for this 
for years, and now we're rolling. Are you ready 
to ride with us? Be sure to get Pub. ED143-A 200 
describing the new limit switch. 





A Few Lighting Fixtures 

from the PRESCOLITE 

NEW PRODUCT PARADE Group “A" “Setellite”—a new 
departure in beautiful, hand 

blown “Thermopal” glass used with pend- 

ant fixtures or on recessed housings. 


Group "B” A new concept in recessed 
lighting for specific use in concrete con- 
struction. 





477-877 


GROUP B 


1101S FP- 
6115 

















Group "C” The original weather proof, 
“Dielux” diecast aluminum bracket and 
ceiling lights now in 150-200 watt sizes. 
Hand blown “Thermopal” glass. Available 
with diecast aluminum guard. 


Group “D” Round and quar 
tures with hinged "Dielux” die 
Hand blown “Thermopal” glass. 


| Write for more complete information. 
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DTX* Non-Metallic Sheathed Cable 


It's the WHITE wire. Non- 
sticking, smooth and easy to 
pull, DTX will not flake off 
Moisture and flame resist- 
ant, it is clean to handle 
and strips easily. 


Heavy Duty Portable Cords 


Available in Red-D-Prene 

(red or black neoprene jack 

et) oil, heat and flame resist 
ant; Black Diamond (black 
rubber) for general purpose 
use; and Signal Yellow (yel 
low thermoplastic) for all lo 
cations where heat is 
no problem 


Diamond DUF Type UF 


Thermoplastic insulated and 
jacketed non-metallic 
sheathed cable. Retards 
flame and has excellent resist 
ance to moisture, corrosion, 


fungus, abrasions. UL listed 


Type SE Service Entrance Cable 


(Armored and Unarmored—Copper or Aluminum 


May be used without conduit 
from pole to building and 
down side of building in 
places not subject to mechan 
ical injury. UL listed. Neo 
prene Aluminum SE also 
available 


Coiled Heater Cord Set 


It's new, convenient, safer to 
use. Non-tangling six-foot cord retracts to 18 
inches. Can be used on any heat-type appliances 


Range Cord Sets 


Sy Three wire set is 36° long. Rubber 


molded cap, rubber jacketed cable, 


steel strain relief. UL listed 


DIAMOND 
PRODUCT INDEX 


Diamond for years has concentrated on this 
“Basic Line” of wire and cable products . 

mixing them thoroughly with quality and 
prompt delivery. And remember, one source 
Diamond buying saves ordering time, elimi- 


nates error... increases your profits. 


600 V Building Wire Type THW 


New UL listed Thermoplastic 
building wire for 75° wet or 
dry application. Small dia 
meter, slick silicone finish 
Standard colors in solid and 
stranded sizes 14 AWG 
through 4 0 


A 


Thermoplastic Insulated Type TW 
Diamond DTW is the small 

diameter building wire that 

is flame and moisture resist 

ant. Eight permanent color: 

Small size allows more cir 

cuits in existing conduits. Sizes 

14 thru 4.0 


Weatherproof Wire 
Triple braid weatherproof 
covering can be relied upon 
to meet severe climatic con 
ditions. Available also with 
neoprene or polyethlyene in 
sulation. Comes in solid and 
stranded, full range of sizes 


Bare Copper Wire 


Soft drawn bare copper wire is 
available in a complete range of 


sizes, solid or 7 stranded 


ACT Armored Cable 

& Flexible Steel Conduit 
Suitable for general wiring in 

non-fire proof structures 

Two, three, four conductor 





WIRE and 


vi ON D 


CABLE Company 


Sycamore, Illinois 
WAREHOUSES: Pittsburgh + Cleveland + Minneapolis « Denver * Dallas + Atienta 
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not just any light but... 


mMGeAKwU UYU 








the right lights for any 
localized lighting job 


... the profitable line for you! 


TASK-ENGINEERED: Localites are engineered for specific 
industrial and commercial applications . . . in styles 
and sizes best suited to particular jobs. 


ONE LINE FOR ALL JOBS: Localite is a single, 
reliable source for all specialized lighting needs . . . 
for machine shops, assembly operations, offices, 
laboratories, schools, hospitals, hobby and home use. 


HIGHEST QUALITY: Localites are extremely rugged, 
yet flexible . . . can be instantly adjusted to desired 
position . . . stay put under severe vibration. Easy-to- 
mount, cool to touch . . . most models U/L approved. 


PEOPLE KNOW LOCALITES: The first choice of 
industry for over 25 years for use on machine 
tools, inspection benches, assembly lines, Localites 
are America’s biggest and fastest growing 
industrial lighting line. 


COMPETITIVE PRICING: Best of all, you never pay 
a premium for Localite quality and reputation. 
Localites are priced to sell to every market. 


Write for Catalog L-9, Fostoria Corporation, 
Fostoria, Ohio 


LF Fos TOrRiE A 


ELECTRICAL WHOLESALING—March, 1960 











Exclusively 
Stab-lok! 


appnerey 


A(() | 


me 


oat 


[If 
‘) ACH 
Oil 
Celers 


single : 








save up to 30% on commercial 
and industrial distribution applications 


Now Stab-lok Double Bus Load Centers extend Stab-lok economies 
into commercial and industrial power distribution...accommodate 
two full rows of Stab-lok breakers...mains rated through 400 
amps, 240 volts, 100 amp maximum branch circuits... Plus all 
these important features: 


cA ) ' 100 amp two and three 
pole Stab-lok breakers can be mounted opposite each other. 


finished with 
durable gray lacquer over phosphatized primer. Flush or surface 


permits quick, easy load balancing on all 
phases 


RIF R 
VADLE vit 


Simply lift interior from box—-gives com 
plete box accessibility for quick wire pulling. 


provide quick, simple plaster adjustment 


viU\ A EN permit their use as templates for conduit 
stubbing. Full 4” gutters 


Standard arrangements provide ample concentric 

knockouts. 
Installation is as 
easy aS mounting a wire connector to panel. Meets specification 
when door lock required. All locks keyed alike. Catalog No....TLOK 


2, or 


3 poles rated 15 through 100 amps up to 240 volts a-c. All Under 
writers’ Laboratories, Inc. approved 


Write for Bulletin #1-125. Federal Pacific Electric 
General Offices: Dept. 390, Newark 1, New Jersey 


NCH CIf AKERS are available in 1, 


Company, 


FEDERAL PACIFIC ELECTRIC COMPANY 
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Available in a full 
range of sizes from 
Y,"" 





Z 


-. 
lackhawk*” 


ndustries 


COST CUTTING 
TIME SAVING 


electrical fittings from Blackhawk 


i JUST SLIP IT ON 


Installation of the exclusive Blackhawk slip- 
fitter service entrance head is easier and faster. 
There are no threads to cut, no extra clamping 
devices to use. Just slip it on over the conduit 
and tighten two set screws. It’s that fast... 
that simple. Contractors have reported saving 
$5 to $10 per installation with the Blackhawk 
slip-fitter service entrance head. 


Pat. applied for. 


through 4", 


. 


2 , 
. : - simp ea 

; me a fhe pe RO Beata ae See 

ahs strates ce OL ee “etre, 


5 
oe 


Installed in seconds. Blackhawk 
one piece box support is in- 
serted all at once. Tabs are 


Snap! It’s on to stay. Blackhawk 
snap strap has the exclusive 
Ribbed bracket 


“hold bump.” 
adds to the snap, provides rigid 
contact support of the conduit. 


Pat. applied for. 


! 
1 
! 
I 
1 
I 
! 
! 
! 
! 
! 
! 
U 
py Be 
' 
! 
! 
! 
I 
I 
I 
! 
I 
i 
! 
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bent around wall edge and the 
box support is ready to receive 
the switch box. After insertion 
of switch box, tabs are bent to 
inside, holding the box firmly. 


Patent No. 2518912 


Specify B-/ when you buy 


BLACKHAWK INDUSTRIES 
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Pull Up Your Lighting Profits with this Spring Promotion on 


PULLDOWN S ¢ 
= M O F LIGHT 


M-1537 


Regular Dealer 
Price 
$17.97 


Special Dealers 
Price 


$1497 


Special Retail Sales 
Price 


$24.95 


M-1533 


Regular Dealer ‘ 
Price 
$23.97 


ee Dealers 
Price 


$2097 


Special Retail Sales 
Price 


$34.95 


M-1535 


Regular Decler 
Price 
$20.97 


aes Dealers 
Price 


$1797 


Special Retail Sales 


Price 


$29.95 





M-1529 


Regular Dealer 
Price 
$20.97 


eee Dealers 
Price 


$1797 


Special Retail Sales 
Price 


$29.95 








MR. WHOLESALER 


This Announcement Ad appears in publications 
reaching your Contractors and Dealers. Now is the 
time to contact your customers. 


THIS IS BIG! LET’S GO! 
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Striking New Fixtures... 


4 exciting new ‘“‘high style’ 
PULL-DOWNS in designs for Modern, 
Contemporary or Traditional settings 

. a fixture for every taste. 


Special Prices 


to make people buy NOW and 
increase your sales—and at special 
prices to you that will increase 
your profits. 


Colorful National Ads 
in April issues of: HOME 


HousedGarden 


Free Merchandising 


Materials Big, colorful 

display posters for in-store or window 
use... plus hard-hitting newspaper 
ad mats and Radio and TV copy that 
will bring buyers to your store. 


Another, sensational sales-stimulating 
MOE Light promotion backed by BIG 
Full Page . . . Full Color ads in 
national magazines reaching over 

5 million home owners. Plus traffic 
producing sales aids. You can make 
extra dollar profits with this big MOE 
Light PULL-DOWN Promotion for 
spring. Contact your’ MOE Light 
Distributor for complete information. 


THOMAS INDUSTRIES INC. 
LIGHTING FIXTURE DIVISION 


Executive Offices: 
207 E. Broadway, Louisville 2, Ky 


Leaders in Creative Lighting 


Special prices to May 15, 1960 





And this is 
one of many 
advantages 
which this 
emblem 
on a fixture 
BALLAST 


assures you! 


CBM Ballasts are che 


Because this CBM emblem on a ballast case means 
checked and certified by Electrical Testing Labora- 
tories to definite CBM specifications... ‘‘Specs’’ 
that assure high light output, positive start- 

ing, Power Factor correction . . . dependable, 

rated performance from fluorescent lamps. 

And of course, UL listing. They bring other 

benefits, too... savings on installation (fewer 

circuits needed for fixtures CBM-equipped) and 

more light (from the same number of fixtures). 


It pays to specify fixtures equipped with CBM ballasts 
For the latest facts, ask us to send you CBM News. 


Participation in CBM is open to any manufacturer who wishes to qualify 


CERTIFIED BALLAST MANUFACTURERS, 2119 KEITH BUILDING, CLEVELAND 15, OHIO 
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TAKING IT 





While most distributors report that to- 
day’s electrical wholesaling business is 
good, they also go on to report that mak- 
profit is sometimes 


ing a_ satisfactory 


harder than making a sale. 


HOW COME? 


Kor the answer, let’s start at the begin- 
ning. Profits start with buying... when 
you buy the right merchandise—at the 
right price—in the right quantity—to- 
gether with the kind of service and co- 


operation that insures steady turnover. 


(ss 


CONSIDER THE FOLLOWING FACT 
ABOUT INVENTORY 


When you buy 12 product units at $1.00 
each, you have $12 sitting on your shelf. 


If these products show a 25 


gross, your 
profit when you have sold all twelve units 
will amount to $3. But the profit is not 


yours until you sell the last 3 units. The 





first 9 units you sell only returns your 


initial investment — nothing more! If the 





last 3 units become obsolete, or for any 


other reason fail to move... 


YOU HAVE MADE NO PROFIT! 
You're taking it on the chin! 











Protected=Profits 


Inventory Control Plan 


That’s why distributors everywhere want to know 
about the “Carol Protected-Profits Inventory 
Control Plan.” This newly developed service is 
designed to... 


_ INSURE MAXIMUM TURNOVER 
2. ELIMINATE OBSOLESCENCE 


. INSURE ADEQUATE INVENTORY TO FILL ALL 
ORDERS PROMPTLY 


INSURE BALANCED INVENTORIES 
. PROTECT YOUR PROFITS! 


SEEM LIKE A LOT? 
IT IS A LOT >» 


. and here’s how you can find out GLY. Mie 




















buying 
profit 


HIS COUPON 
MAY BE WORTH 


Tear this coupon out. Slip it in your wallet or in the 
drawer of your desk. The next time you see your 
A DOLLAR 10 YOU Carol Representative, make sure he’s wearing the 

seyeeee* badge shown above. If he isn’t— just hand him this 
coupon, and he will pay you $1. Good from March 


15 to June 30, 1960. 


THIS COUPON CAROL CABLE COMPANY 


P.O. Box 260 
Pawtucket, R. I 


iS WORTH Please rush me complete information on the 


‘‘Carol Protected-Profits Inventory Control Plan’’ 
and how I may profit from it 


MANY DOLLARS a 
TO You 


STOP taking it on the chin 


get in on the— “CAROL PROTECTED-PROFITS INVENTORY CONTROL PLAN” 
FIND OUT HOW IT WORKS, TODAY! 


When you call for cable—call for Carol! 











+ PORTABLE CORDS ~- POWER SUPPLY CABLE, TYPES WAND G ~- ARC WELDING CABLES 
ASBESTOS TYPES - PLASTIC JACKETED CORDS - CORD SETS ~- THERMOSTAT WIRES ~ AND MANY OTHERS 


CAROL CABLE COMPANY Division of the Crescent Company, Inc., Pawtucket, R. | 





ete 


THE BEST COSTS LESS... 2 aaéver/ 





Set your sales sights and bag profits with Republic 
ELECTRUNITE” E.M.T. Double-Barreled action—product fea- 
SILVERSLICK inside finish mokes wire- 


tures and promotional programs are aimed at your markets. pulling up to 37% easier. Wire-pushing 
= ° = easier, too. Contractors ask for it 
Customer recognition... built up by promotional con- because of this feature 
tacts and consistent advertising in leading industrial and 
Se . “INCH-MARKED”’ | 

trade publications month after month helps make sales. feature on papular sizes that teome up 
, . 2lec ‘CAs : averywhera -_ _ . with the ELECTRUNITE Bender for easier 
Contractors and electricians everywhere have proved it Lictctien aad tnateliation, Galore 


under all conditions of service. customer preference! 


. . i - . nial rT . ~+-—--—--- 
High quality Republic ELECTRUNITE E.M.T. is the sales “GUIDE-LINE’®. . . another soles fea 
. : arte alaceoion - — P » ture for easier bending alignment and 
leader that brings back electrical contractors for more of ier cieabiithe, Mimiostes “erawe". 
everything you sell the trade. Call your Republic repre- Featured on all popular sizes 


sentative for complete merchandising information. 


REPUBLIC STEEL wsguaieten 


STEEL AND TUBES DIVISION sales aid, The Bending 


System booklet, 
available imprinted 


Cleveland 8, Ohio Sor your counter 


to remind journeymen 





—¢ GQLeCcTRuMITS + 


to come back to you 
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TAPES 


Here’s Top Performance, 


NON - RAVELLING 


a ~* 


Here are three standouts from the line of 
U.S. Rubber tapes. With this line you 
always have the right tape for any job. 
You are always able to fill specifications. 
You are always able to make sales. In 


5. oray addition to these premium numbers, the 
PERFECTION TAPE line also includes commercial tapes with 


Made of the strongest fabric, such famous names as Security" and 
impregnated in every fiber ite® 
with pure rubber, This U.S. Holdtite F 
Rubber method of manu- 

facturing eliminates pinhole. 

The tape has the strongest 

adhesion. U.S, Gray 

Perfection Tape will not cry 

out. Here is a tape that not 

only meets specifications, 

but exceeds them. 


Ve in. wie Rt 30 FEET 


SPLICING COMPOUND 
FOR PERFECT SPLICES 


The new high grade rubb sedin USCO im 
aurcs @ pertect and water hie 
longer life- greater met 
Py 34, LAL CIL hal ate a dle el ee 
mass quickly without heat 


Made in U.S.A. 


USCO SPLICING ¢ 
High dielectric reststame 
it especially suitablé or. 
voltage work on railroads) power 
lines and signal lines, Use Ss 


waterproof and always durable. ' 
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% uN. WIDE rien 4 Si 


SPLICING COMPOUND 
OZONE AND MOISTURE RESISTING COMPOUND 


Pe. ie 2 oe eee ee ee er ee es 2 
Pt ee ee eo ee ee 8 ee 
high tensile strength, siengetion 
an@ edielectric resistance 

gvickly without heet 

pressure end 

O.@ 2 ace 
SPLICES 


Meade in USA 


USKORONA® SPLICING COMPOUND 


This is the ozone- and moisture-resistant 
tape for overhead splicing where high 
dielectric protection is needed. 

Uskorona fuses quickly without heat or 
pressure and makes the splice an 
inseparable part of the original insulation. 
Uskorona is superior in tensile strength, 
durability and moisture absorption. 

Use the time-proven Uskorona splicing 
compound —and be sure. 


Mechanical Goods Division 


United States Rubber 


WORLD'S LARGEST MANUFACTURER OF INDUSTRIAL RUBBER PRODUCTS 


Rockefeller Center, New York 20, N.Y. In Canada: Dominion Rubber Company, Ltd. 
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Increase your outdoor lighting sales by 
using Revere’s professional layout service 


Revere offers widest line of outdoor lighting 


No matter what the outdoor lighting job, Revere has the 
equipment for it. Revere offers a wide range of incan 


descent, mercury and fluorescent lighting fixtures, cluster 


lights, hinged and rigid poles, transformers, and acces- 
sories. The complete Revere catalog is all you need to 
be in the profitable outdoor lighting business. 


Lighting layout service helps you sell 

Revere’s qualified engineering staff is always ready to 
give you professional outdoor lighting layouts fast 
and at no charge. Into each Revere layout goes 30 years 
of concentrated outdoor lighting experience you're 
sure the lighting is engineered for peak efficiency. Send 
us specifications for your next outdoor lighting job. 


Simplified ordering, pricing, billing 

You can save time and money by ordering all your out- 
door lighting equipment from one reliable source. With 
Revere, you can select all components from one catalog, 
place one order, have one price source, receive one 
invoice. Sales costs and clerical detail are kept to a 
minimum, and your overhead is reduced accordingly. 


Matched units for trouble-free installation 
You can cut contractor call-backs by ordering all com- 
ponents for an outdoor lighting job from Revere’s 
matched line. This assures you that the equipment will 
fit right for proper installation. It means one delivery 
from one manufacturer — no wasted time co-ordinating 
and expediting deliveries from several suppliers. 


Write for Revere Outdoor Lighting Catalog 


OUTDOOR LIGHTING 


Revere Electric Mfg. Co. 


7420 Lehigh Avenue ¢ Chicago 48, Illinois (In suburban Niles) 


Long Distance Phone: Niles 7-6060 © Chicago Phone: SPring 4-1200 © Telegrams: WUX Niles 


In Canada: Curtis Lighting, Ltd., Leaside, Toronto, Ontario 
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ESCENT 


omen HYVOLT 
2 SHIELDED 
[ie §=« POWER CABLE 


Gives More Amperes 
Per Dollar 
of Installed Cost 


CRESCENT HYVOLT insulation is made from butyl rubber 
which is inherently resistant to ozone, heat, moisture and aging. 
HYVOLT is formulated and processed so as to retain these in- 
herent characteristics of the butyl rubber and at the same time 
provide excellent electrical and physical properties. 


METAL SHIELDING TAPE 


SEMI-CONDUCTING TAPE 


HYVOLT INSULATION 
The insulation is protected during and after installation by 


an outer neoprene sheath providing a maximum degree of 
toughness, durability and !ong life. It is flame retarding and re- 
sistant to the deteriorating effects of moisture, sunlight, ozone 
CONDUCTOR SHIELDING TAPE (corona), oil, grease, and many acids and alkalies. 
HYVOLT Shielding provides additional internal and external protection in 
these THREE WAYS 


1 Conductor shielding, as provided by a semi-conducting tape over the 
stranded conductors, excludes air pockets between conductor and insulation 
and eliminates possible internal corona-cutting of the insulation. 


CONDUCTORS 


2 The semi-conducting tape between the insulation and metallic shielding 
tape prevents possible ionization of air spaces and corona at the insulation 
surface. 


3 The metallic shielding tape is grounded when installed, resulting in zero 
potential to ground at the sheath. It prevents surface discharge or burning, 
and protects cable from lightning surges. Reduces shock hazard. 


RECOMMENDATIONS 


CRESCENT SHIELDED HYVOLT CABLE is recommended for 
use in conduits, underground ducts, in wet or dry locations, or 
buried directly in the ground, for circuits operated at over 3900 
volts and in accordance with 1.P.C.E.A. recommendations. 
Available in single conductor or multi-conductor cables. 


Specify CRESCENT SHIELDED HYVOLT POWER CABLE for 
general power circuits and where severe conditions are preva- 
lent such as chemical plants, refineries, paper mills, mines, 
sewage disposal plants, etc. It is approved as Airport Lighting 
Cable Type B, CAA Specification L-824. 


Hiis4 Ue INSULATED WIRE & CABLE CO., INC. 
TRENTON, NEW JERSEY 
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sive romesa FRESH TOUCH 


that means easier selling... bigger profits for you/ 


Stock and sell the Pryne line of kitchen hoods... it’s com- 
plete with a full range of sizes, styles and finishes. . . and it’s 
pre-sold to your contractor-customers in America’s leading ———————— ] (ise 

trade magazines. Easy-to-install, low-cost self-contained hoods mel ae Ge 

. easy to clean tilting hoods... retractable hoods that close - 

flush with cabinet when not in use. Pryne Hoods are avail- ee sins nae 
able in stainless steel, copperized, silverized and color coordi- 
nated finishes. All models are backed by the famous Emerson 

Electric guarantee. F eae = i 





Another of the Finishing Touches from Emerson Electric . . . y \ eg 
pre-sold packages of quality electrical accessories that make 
more money for you! 








Seif-contained Hoods Tilting Hoods “Bel Aire” Hoods 


EMERSON ELECTRIC 


BUILDER PRODUCTS GROUP 


EMERSON sr. couis. mo. Ppryme POMONA, CAL. KEYSER, W.VA. 
L Amperial LATROBE, PENN. Rittenhouse HONEOYE FALLS,N.Y. 
WwW 
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rite Dept. B45, Emerson Electric 8100 Florissant St.Louis 36, Mo. 
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REMCON LOW-VOLTAGE SWITCHING—FOR ANY HOME! 


Ephraim Berkowitz, Turnpike Electric, 


Sidney Gotowner, Gotowner Electric, i 
Franklin Sq., L. I. It’s the little touches 


Rego Park, L. I. “Even the man who a 
- ‘ ake Remcon so : ng r 
spends $15,000 for a home has a right to that make Remcon so appealing to my 
. ee aS clients...remote control of any light in 
luxury, and Remcon helps me provide it “Ye: ; 
, pees the house from as many high-fashion 
at a profit! I can build in three- and four- itch : ee weilhdlle : : : 
ergata stills. ial Wemiaigs aii switches as they wish...master control 
ay s il ) 2 
way switching quic ee eee . convenience from the bedroom to save 
costs—because Remcon’s #18 wire ends steps...path-of-light safety to eliminate 
the need to run heavy armored cable. fumbling in the dark. And the beauty of 
And the transformer’s in the relay. I’m it is Remcon is a ‘plus’ that’s practical 
sold, and my tracts go just as fast.” : in any home.” 


Find out how versatile and flexible Remcon can be in your houses. Send in your plans for a free wiring diagram and estimate. 


o*%e. 
Sm a Division of Pyramid Instrument Corp., 
we 630 Merrick Road, Lynbrook, N. Y. 


March, 1960—ELECTRICAL WHOLESALING 








and BUZZERS 


Large or Small, 
Auth has ’em all! 


AUTH produces a large variety of electric bells and buzzers for indoor, outdoor 
and marine use; for light or heavy duty use; for alternating or direct current 
operation on voltages from 1% volts D.C. up to 250 volts 


BELLS range in gong sizes from 1 inch to 10 inches in diameter and are available 
in vibrating and single stroke, weatherproof and watertight models 


BUZZERS are supplied with various sound volume outputs and in sizes ranging 
from the tiny, lightweight ‘‘Midget” to the oversized ‘‘Powerbuzer.” 


Join the great expanding group of Auth signaling equipment users. Write 
now for latest catalog sheets on “Bells and Buzzers” or contact our nearest 
representative. 


Sold in cooperation with the Distributor 


Auth Electric Co., Inc. 


Dept. A5& LONG ISLAND CITY 1, NEW YORK 
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SIGNALING 
EQUIPMENT 
AUDIBLE SIGNALS 
ANNUNCIATORS 
PUSH BUTTONS 
TRANSFORMERS 
APARTMENT HOUSE 
MAIL BOXES 


SIGNALING 
SYSTEMS 


CLOCK AND PROGRAM, 
TELEPHONE FIRE 
ALARM, NURSES’ CALL 
AND OTHER SYSTEMS 
FOR HOSPITALS, 
HOUSING, SCHOOLS, 
SHIPS AND INDUSTRY 














WHEN ORDERI 


NG “TYPE R 


— “ ban) ae 





R” CABLE... 


re =} 





SPECIFY HABIRITE-HABIRPRENE 


The high voltage cable that assures superior quality and service reliability! 


The term “RR” is only a name, not 
an assurance of quality. Instead of 
ordering just “RR” cable, insist on 


Phelps Dodge Habirite-Habirprene- 
developed through years of experience 
in designing and manufacturing this 
type of cable. 

Phelps Dodge Habirite insulation, a 
specially engineered butyl rubber com 
pound, has a service dependability rec 
ord unsurpassed by other types of rub 
ber insulation. Habirite 
superior to old-fashioned insulation for 
these reasons: 


is greatly 


PHELPS DODGE 


e Much greater resistance to heat and 


oxidation which permits a higher 
temperature rating, with consequent 
reduction in conductor size and in 


cost for same current load 


e Much 
usually present around high voltage 


greater resistance to ozone 


equipment. 


e Better electrical properties that give 
a greater safety factor in operation 


sheath, a 
improved 


Phelps Dodge Habirprene 
neoprene compound with 


PRODUC 


COPPER 


CORPORATION 


SALES OFFICES: Atlanta. Birminghar 
Fort Wayne, Greensboro, N.C., Houston, India 
New York. Philadelphia 
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Pittsburgh, Portland Ore 





TS 
A. bh 


mechanical toughness against damage 
from installation hazards, is especially 
made to be extra resistant to corona, 
one of the worst enemies of high volt- 
resistance pro- 
vides a greater safety factor in opera- 
tion has contributed to the re- 
markable and service rec- 
ord of Habirite-Habirprene. 

When you specify Habirite-Habir 
prene, you are assured of high voltage 
cable with the utmost in safety and 


jurability. 


age cable. This extra 
and 


re putation 





Ala. Cambridge, Mass., Charlotte. Chicago, Cincinnati, Cleveland Dallas, Dayton Denver, Detroit 
apolis. Jacksonville. Kansas City, Mo. Los Angeles. Memphis. Milwaukee. Minneapolis, New Orleans 
Richmond Rochester N Y. San Franeiser Low Seattle Washineton D.C 
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THE RADIO-INTERCOM-MUSIC SYSTEM 











Master Panel with AM Radio Master Panel with AM/FM Radio 
Both available in antique copper or satin chrome. . 


Trade-Wind gives you all the features you expect in @ modern radio-intercom-musie system 
--- PLUS TRUE FIDELITY. 


These versatile systems are available with either AM 6-tube or AM/FM 7-tube radios .... with 
master panels designed in a striking new motif and finiehed in brushed:chrome or antique 
copper... and with TRUE FIDELITY ALNICO-V heavy duty speakers. 

As many as 9 inside and outside speaker locations can be installed with the Trade-Wind 
systems and voices as far away as 35 feet from the speaker are reproduced clear and lifelike, 
even while music is playing. Master Panel features separate Master Speaker Volume Control, 
concealed Phono Jack and separate Intercom Volume Control. 
Trade-Wind Intercom systems are available NOW. ASK your authorized Trade-Wind whole-_ 


saler for a demonstration or write us for complete information. 


one ee Ane 
} 
t 

a 





~ 





Deluxe Concert Speaker 


Se 
t Prade~Diiead DIVISION OF ROBBINS & MYERS, INC. DEPT. EW 


7755 PARAMOUNT PLACE, PICO RIVERA, CALIF, 
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© £i Paso 


A Special Report 
By Robert S. Bush 


With cooperation of Lorraine Smith, 
McGraw-Hill Dallas News Bureau. 


NOTE: Big in many ways, Texas and 


Texan distributors are noted for a spa- 


cious sense of humor. Having been ex- 
posed to it, we couldn't resist in indulg- 
ing in the bits of whimsy and poesy 
strategically spotted on the map above 
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any Ways... 


Model railroads give you a kick? 
Cliff Robinson's ore real slick 


The city of Dallas — not Fort Worth 
Boasts of o “Houston and an “Austin, 
— Watson, thot is, by birth 


Selling the trade are the Brothers Meletio 
Who ll prove to you thot Texas is pretty-o 


Fort Worth @ © Dallas 


When it comes to talking turkey, 

Don't try to get on edge on Earl Edgley 

He'll out-draw you, like os not, 

‘Couse his aim is cool — but his friendship’s hot. 


Ford Lackey's steaks, 
Mon, they are great! 


Credit terms here tend to be tough 
If you don't pay on time, 
DeWalch can get gruff 
~ 
Houston 


in poker and business — olwoys o winner 
Thot's what they soy about Scott Skinner 


Corpus Christi” 


Want some Chil 
See Don Tilley 


ncluding Distribution 


HERE are few doubts about the physical size of Texas, least of all 

among Texans. Agriculturally and industrially, the state’s measure- 

ments are on a grand scale, too. From cotton to oil, from cattle to 
shipping—Texas is a growing colossus. Because of this size and surging 
growth, the major cities of Texas have developed into important distri- 
bution centers. Wholesale distribution enjoys a strong position there. 
And Texas electrical distributors are out in front nationally by virtue 
of their progressive methods—and, more particularly, because of their 
ability to make reasonably good profits. 

These are the reasons—plus the fact that Dallas is the site of the 1960 
NAED national convention—that ELECTRICAL WHOLESALING is focusing 
its editorial spotlight on Texas in the next 11 pages 


CONTINUED 





Texas: Big Promise 


Dallas-Ft. Worth convention committee 


Big Plans for Big 'D’ 


For the first time in the history of the National As 
sociation of Electrical Distributors, a national con 
vention will be held in Texas. This year, the event 
will be held May 1-4 in Dallas 

To celebrate the occasion, Texas electrical dis 
tributors are attempting to stress Texas hospitality 
as much as possible 
e Big Plans—One group making big plans is the 
Dallas-Ft. Worth convention committee, consisting 
of 13 distributors from the two-city area. For the 
past six months, these distributors have been work- 
ing individually and collectively to plan interesting 
events for the meeting. Plans for one event—a 
rodeo, May 3—have been completed 

Approximately 3,000 tickets will be made avail- 
able, mainly through electrical manufacturers and 
agents. Excess tickets will be distributed to children 
in orphanages 

Texas color will be more than abundant at the 
convention. Distributors and their wives will main- 
tain booths at the Dallas airport and train station 
to greet those arriving for the meeting. Assistance 
regarding hotel reservations and transportation will 
be made available by committee members, who will 
be wearing western costumes 
e Prior Notice—The local committee has designed 
stationery, and plans to send letters to all NAED 
members announcing the rodeo and the availability 
of the reception booths at plane and train stations 
in Dallas. As for a pre-convention motto to be used 
on the letterhead, the committee is in agreement 
“See vou in Big ‘D’ in May 


*Left to right are Percy Rawlinson, Austin Watson 
Jack West, Art Hammerstrom, James Morrow and Vic 
Elmblad. Committee members not pictured are E. C 
Cummins, Nathan Frankel, J. D. Craig, Alex Meletio, 
Dub Dalton, Clifford Robinson and Earl Summers 


ANY ADJECTIVES can describe Texas, but one 
alone stands out above all others: “big.” 

And this not only describes physical size but also 
business growth and potential in the state. Take business 
activity, for instance. Last year, activity rose 12% to an 
all-time high; industrial production—coming _ back 
strongly after the recession—jumped 13%, as measured 
by industrial electric power consumption; consumer 1n- 
come rose 6% 

A further gain for industry is expected in 1960, al- 
though the recovery in general business activity and the 
expansion of the Texas economy as a whole was much 
stronger than the growth in the industrial segment 
e Bright Outlook—As for the electrical equipment in 
dustry, Dallas County manufacturers marked up a 10- 
15% gain over 1958 to register their record business year 
in 1959. About three-fourths of the state’s entire electri- 
cal equipment industry is concentrated in Dallas County 
On all points, it is considered one of the fastest growing 
and most diversified industries in Texas, with the elec- 
tronics segment accounting for most of the spectacular 


gi 
5< 


increases. 

Electrical machinery manufacturing has made a 
1.274% gain in the past decade in Dallas. It went from 
1.8% of total manufacturing employment in 1949 to 
950,000 in 1959. Population has increased 55%, from 
614,000 in Dallas County in 1949 to 950,000 last year. 

Output of electrical equipment the past few years has 
climbed steadily due to a backlog of business and current 
consumer needs for these products. However, the reduc- 
tion of this backlog, combined with a potentially less 
spectacular rate of construction of commercial buildings 
may contribute to a slower growth this year, some econ 
omists predict. This cautious note to the electrical equip- 
ment outlook does not apply to the electronics segment 
of the industry, however, they add 

Possibly, tight money factors this vear will tend to 
lessen the amount of commercial construction, which 
contributes more to the economic high level of the 
electrical equipment business than residential construc 
tion 
e Utility Growth—This electrical growth in Texas is re 
flected in the Dallas Power and Light Co.’s increase in 
net generating capacity in the past 10 years. This has 
grown from 262,500-kw in 1950 to 1,131.000-kw at the 
start of this year. This figure will almost double within 
the next 10 years, utility officials estimate 

Over a broader area, Texas Utilities Co. is expected to 
spend approximately $70 million annually on plant ex 
pansion in the next two years for its subsidiaries that 
produce and distribute electricity over the northern half 
of Texas. 

Other major utility companies are also sharing in this 
vigorous growth pattern. Houston Lighting and Power is 
spending approximately a quarter of a billion dollars on 
a four-year expansion program. This total of 1.5 million- 
kw in added generating eapability will more than equal 
the entire capacity of the system built up through 75 
years of operation 
e A Few Problems—Although the future growth eco 
nomically looks bright. some economists profess to see 
clouds on the horizon. They say it appears that basic in 
dustry in the state is beginning to lag behind not only its 
own record of recent years, but behind similar growth in 
many other sections of the United States 
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But Also Big Problems 


Much of this effect is due to the depressed oil industry; 
some is caused by the lack of water supply. In Corpus 
Christi, for instance, water was rationed for a_ short 
time until a few years ago when new reservoirs were de 
veloped. 

While the steel strike strongly influenced the national 

economic pattern last year, the Southwest felt it far less 
than most parts of the country, the Federal Reserve 
Bank of Dallas indicates. Much more important to the 
general level of economic activity in this area were the 
recurring problems of the oil industry, the copper strike, 
the cancellation of some large defense contracts and the 
slowdown in federal spending for the Interstate Highway 
Program. 
e Distributor Action—How will these trends affect the 
electrical distributor in Texas? Very little, if any, over 
the next few years. The construction picture looks good. 
Last year, for instance, Dallas retained its rank as the 
sixth city in the nation for volume commercial construc 
tion. The picture this year should be about the same, if 
not surpassing 1959 building in this category 

Distributors in Texas are optimistic. Some have moved 
into new buildings (p. 56); others are taking on specialty 
lines in an attempt to boost sales in other areas (p. 52) 
Big fluctuations in construction seldom constitute a prob 
lem for Texas distributors. 

What they do consider real problems to themselves 
and the electrical industry are in areas of their own or- 
ganization, their customers and their suppliers. 

Recently, at a round-table discussion with several Texas 
distributors, all agreed that one of their basic problems 
dealt with obtaining and training personnel. As one dis- 
tributor said: “You just don’t get college men from the 
open market who can really help you until they have had 
some training. Except for basic knowledge, schools don’t 
provide training generally that will help in the electrical 
distribution field. Whether he has had a college education 
or not, an employee doesn’t pay his way until he has 
been trained in the business one or two years.” 

e Two Solutions—Since this is the case, these distribu- 
tors suggested two possible solutions in maintaining qual 
ified personnel: 

1, Always keep one or two men in the lower ranks 
learning the business and getting an education so they 
will be qualified as good salesmen when the need arises 

2. Give sales training courses constantly where every- 
one, including warehouse and countermen, attends. 

One Dallas distributor agreed that sales training 
courses are necessary, but added that they can be detri- 
mental under some conditions. 

“Too many meetings create a problem,” he says. “It’s 
necessary to devote most of the time to actual selling. If 
a company attempts to hold a meeting every two or 
three weeks, it’s difficult to always have good ones. 

“It takes time for men on the road to come in for these 

sessions. If a sales manager tries to segregate meetings 
for the city men, then the firm is cheating the road men 
by not giving them equal training. Also, some tension is 
created among the territory salesmen. They seem to re- 
sent being called in to a meeting every time they turn 
around.” 
e New Challenges—Mainly, the distributors interviewed 
believe it is essential that they constantly seek out new 
fields. All said that unless they took advantage of new 
opportunities, future profits would be lost 
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For electric heat, the picture to them looks good. In 
Dallas, alone, there are between 14,000 and 15,000 resi- 
dential central air conditioning units in use, in addition 
to more than 200,000 window units. 

“Because of this, the utilities are beginning to reduce 
their rates for electric heating in an effort to balance 
summer and winter loads,” a distributor commented. “If 
we do not take advantage of this situation and promote 
and sell electric heat, we have only ourselves to blame.” 
e A Constant Headache—Credit problems seem to be 
no different in Texas than elsewhere. Naturally, the big- 
gest complaint among distributors is this: when are the 
contractors going to pay their bills? 

Most distributors either are charging or intend to start 
charging “service charges” on past due bills. Those who 
already are doing so indicate that the system is working 
excellently. 

“All a customer needs is a little prodding psycholog- 
ically,” one distributor says. “We as distributors have 
only one fault here. If we are going to indicate a service 
charge on our invoices, it must not be a threat. We must 
adhere to this policy and let our customers know we 
mean business.” 

e No, But . . . —Are relations between the distributor 
and the manufacturer and his agents satisfactory? 

“Definitely not,” a Dallas distributor says. “I feel that 
both the manufacturer and distributor must do a better 
job for each other. I believe the distributor should begin 
to cull his lines and place more emphasis on fewer lines 
I believe we as distributors can mean more to fewer 
manufacturers. Certainly, more manufacturers, in return, 
owe us support in giving us sales assistance and other 
ways of support.” 

All opinions were summed up by one distributor who 
called the situation a “one-way street.” 

“I feel that we owe a lot to each other,” he says. “Yet, 
we both come short of the goal, particularly in recent 
years when everyone seems to be taking on every line he 
can get. 

“I believe that in order to solve this bad situation, the 

factories are going to have to narrow their outlets of 
distribution. Because too many lines parallel, we have be 
come at odds to some extent with the manufacturers. 
Consequently, we are not doing a good job for any single 
one, and in turn, they are not doing a good job in assist- 
ing us.” 
e Need Discussions¢—Many distributors in Texas meet 
locally to discuss common problems. In Dallas, many of 
these distributors have lunch together at least once a 
month. 

“We don’t have problems to hide,” one comments, 
“but we sure do have enough common problems where 
we might be able to find solutions if we discuss them to- 
gether.” 

Texas is large, and the problems there are just as 
realistic as in any other section of the nation. But Texas 
distributors feel that their problems are not as intense 
as elsewhere because of their ability to work together in 
a friendly manner and still make money. 

“Distributors accomplish nothing by trying to under- 
mine their competitors,” one distributor says. “We have 
found it quite satisfactory in cooperating with one an- 
other on a friendly basis. And yet, we still find we can 
make a comfortable margin of profit. This is the way most 
of us see it in Texas: big-hearted and big 








rEST PANEL for inspecting traffic signal controllers is used ing 
Rawlinson Electric. Check Nelson 


extensively in this repair area at 


sequence of 
Smith 


controller 
Making 


to panel, is salesman 


VonderHoya 


attached 
repairs is Bill 


Building the Market 
For Specialty Products 


HROUGH a policy of “selling serv- 

ice first 
Dallas distributor has found a definite 
market for traffic control items 

In addition, by making this specialty 
product available, Rawlinson Electric 
Supply Corp 
ume of other items increasing 

Basically, President Percy 
son has found that this specialty item 
is needed mainly for 


merchandise second,” one 


is finding the sales vol 
Rawlin 


emergency pur 


poses. Also, his greatest potential is 


in small towns where no stock is 


maintained by the municipalities 


52 


After re- 
from contrac 


Rawlinson 


e Happy Customers 
ceiving many inquiries 
tors regarding this product 
decided to stock parts for emergency 
repairs. Next, outside salesmen began 
contacting small municipalities to in- 
form. this that the 


was handling traflic control merchan 


group distributor 
dise 
lo make this approach more effec 


tive, Rawlinson compiled a catalog 


which he gave not only to town offi 
cials, but also to his contractor cus 


tomers in the firm’s territory 


Our purpose is to supply the cus 
tomer what he needs when he needs 
it,” Rawlinson explains. “As it has 
turned out, 


most of this has been on 


an emergency basis in small towns.” 

rhe official explains that traffic con 
trol stock and nor- 
mally are maintained by 
In addition, when purchases are made, 
the distributor that it is usually 
on a bid basis, causing too many prob 


service divisions 


large cities 
Savs 
lems in which to become involved 


On the other hand, items needed in 
small municipalities are on an emer- 
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SALESMAN M. H. McClung (left) con- 
stantly tells city engineers that Rawlin- 
son Electric stocks traffic signal parts. 
The salesman often demonstrates features 
of replacement parts, such as above, and 
makes sure that they have a copy of the 
company’s catalog devoted entirely to 
signals and parts 


TRAFFIC SIGNALS 
| CONTROLLERS 
AND 


PARTS 


| S 


es 


RAWLINSON 


} ELECTRIC SUPPLY CORPORATION 





i mn MT 


] 

; 

‘ | 

DALLAS % TERA Riverside | 








CATALOG containing 
scription of traffic signals, 
controllers and parts is given 
to city officials of small mu 
nicipalities and to Rawlin 
son’s contractor customers 
Catalog states distributor is 
equipped to make all re 
pairs 


de 


STOCK in warehouse con- 
mainly of emergency 
items, such as hoods, lenses 
contacts, relays, bearings and 


SIStS 


switches. These products are 
| stocked on a mezzanine 
| area, which was recently 


constructed at Rawlinson. 





gency basis, since no stock or replace- 
ment parts normally are carried. 


“When signals need repairing in 
these communities, officials want it 
done in a hurry,” Rawlinson says 


“Many times we have been called in 
to repair or replace parts for a unit 
that has been damaged in an accident 
There is a definite traffic hazard in 
these localities when signals are not 
working.” 
e Test and Repair — Rawlinson 
has found that traffic signals are dur- 
able and do not need to be replaced 
for many years under normal condi- 
tions. For this reason, only basic items 
for repair and emergency replacement 
are stocked. In addition to hoods, these 
items consist of contacts, relays, bear- 
ings, switches, lenses and other small 
parts. 

For repairs, an area has been set 
up in the warehouse specifically for 
this purpose. One man is qualified to 
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test and repair traffic controllers and 
to answer technical questions regard- 
ing the signals 

As an aid, a traffic intersection test 
panel has been constructed by com- 
pany personnel and installed in the 
repair area. When a controller is re- 
ceived for repair, it is connected to the 
test panel. The panel specifically tests 
the sequence of the circuit of the con- 
troller. 

When the trouble is spotted or if 
personnel know the problem involved, 
repairs are made. The controller then 
is again connected to the test panel, 
where it operates for about two days 
This merely is a careful check to see 
that repairs have been made correctly 
and that the circuit of the unit is in 
sequence. 

e Another Service — Whenever he 
has an opportunity, Rawlinson buys 
old controllers from large municipali- 
ties. After they are first checked and 








put into good working condition, com 
pany salesmen attempt to sell them to 
officials of small towns where expense 
for 


these 


one of items usually is an 
important factor 
“Often, there is a need in a small 


town for an additional or replacement 
unit,” the distributor explains. “In this 
case, we can provide a piece of mer 
chandise that is useful and not as ex 
pensive unit.” 

Profit not the only factor 
involved in selling this specialty item 
Rawlinson stresses that the idea behind 
selling traffic signal equipment is to 
supply something to small towns that 
few other distributors can 

“We want to keep our customers 
happy,” he says. “By giving them an 
item they actually gives a 
prospective customer a reason to call 
us for other types of electrical items 
One sale leads to another all 
more profits through this service.” 
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PGRADING in 
tractor 
100% 


sales 


electrical con 


allowance by almost l 
was one of the most spectacular 
made 
Worth Pexas 
Rowe, 
this 


cultivating 


ever 
Co Fort 
Henry D 


sales, 


at Cummins Supply 


vice-president of 
other sales to 
the contract 


studying 


credits and 
[Wo policies 
or customers and customer 
psychology 
Feel out your customer and go 
his direction as far 
official “Then, 


a little pushing in your direction 


as possible,” the 


Says when he needs 

you 
get more cooperation.” 
e A Good Opportunity 
technique paid off recently when the 
Moncriet Oil 
three-story 


Worth for 


the structure was old and needed ex- 


Row e's sales 


remodeled a 
I ort 


Because 


interests 
office building in 
its headquarters 
tensive repairs, it Was necessary to 
strip it to the shell and completely 
rebuild the This 
completely wiring 
job 

In coordinating the 


project, I I 


interior meant a 


new and lighting 
remodeling 
Peterson, an oil con- 
sultant, was unsatisfied with the orig- 
After 


electrical 


inal lighting specifications dis- 
with the 


Was 


cussing his ideas 
contractor, Rowe 
assist in designing a new lighting lay- 
out. 

This was one case in 
did not make the actual! layout 
son preferred to do_ this 
However, Rowe described 
tomer desirable lighting 
suggested layouts. He 
checked and approved the final lay 
outs made by Peterson 
e Shows Lighting—In choosing the 
fixtures, Rowe applied his particular 
brand of sales psychology. So that the 
customer fixtures to the 
greatest advantage which he recom- 
mended, the distributor rented a 
play room in a hotel. One re- 
sult: the customer 
expensive fixtures shown. 

“T find that of the 
portant aspects of selling a commer 
cial or industrial lighting job to a 
building owner is to approach it in 
the same way you would sell furni 
ture to a woman,” Rowe says. “If 
she likes French provincial, don’t try 
to sell her on modern. Get 
idea of what the customer prefers; 
take into consideration the architec 
ture of the building; then, go on from 
there with old-fashioned 
ing, which includes good service 


called in to 


Rowe 
Peter 
himself 
to his cus 


which 


levels and 


possible also 


could see 
dis- 


local 


selected the most 


one most im 


a general 


solid sell 


54 


The Big Sell: 


Customer cultivation and psychology are two basic 


reasons Cummins Supply recently was able to help boost 


a contractor lighting allowance from $1,375 to $15,000. 


- 


DISTRIBUTOR AND COORDINATOR of remodeling for the Petroleum Building 
discuss possible revisions and increases in lighting layouts for the extensive project. 
Through these discussions, Rowe (left), Cummins Supply official, was instrumental 


in getting L. I 


the best way 
to sell is to present the facts as you 
them. Then, let the customer 
decide for himself what he should 
have.” 

e Good Illumination—The _ lighting 
installation designed for the Moncriet 
Petroleum Building by Rowe and 
Peterson is outstanding for efficiency 
and appearance. Illumination equals 
or exceeds the new Illuminating En- 
gineering Society recommended light- 


it boils down to this 


know 


ing levels. 

A minimum of 70-fte is maintained 
in the central office area. Here, con- 
rows of units are 
used. In the executive offices, which 
are paneled in dark woods, up to 
140-ftc are maintained. Fixtures in 
these offices are recessed, with grid- 
type plastic lenses. 

Commenting about getting leads on 
lighting jobs, Bowe says that one of 
his biggest problems is getting a 
chance to work on a job that is 


tinuous surtace 


Peterson to increase the lighting specifications 


worthwhile, such as the Petroleum 
Building. Because of this, he caters 
to contractors who know they can 
depend on Cummins for service and 
assistance. 

e Other Leads—Rowe has two other 
good sources for leads on prospective 
lighting jobs. 

“We make many architect and en- 
gineer contacts,” he says. “In addi- 
tion, we try to do as much as possible 
for a customer. For instance, we al- 
ways lay out a job when asked. 
Sometimes, we take a job where the 
entire gross wouldn't pay for any- 
thing. However, the customer in- 
volved might turn around and give 
us a really good job the next time. 

“We have built a reputation over 
the years with our customers for serv- 
ice and ability,” he continues. “They 
know we have someone in the or- 
ganization who is familiar with all 
phases of the electrical industry. We 
have three people, for example, who, 
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Boosting an Order 1,100% 


even though they are not engineers, 
have gone through IES school and 
are capable of doing anything with 
light.” 

e Some Problems—Although the of- 
ficial was instrumental in upgrading 
this particular contractor allowance 
from $1,375 to more than $15,000, 
he says that bidding on lighting jobs 
normally is a tricky business, and 
that if a distributor puts all his eggs 
in one basket, he sometimes finds that 
someone else has the basket 

Another problem in the lighting 
field with which Rowe says he has 
to deal involves the difference of 
opinions among technicians 

“You have to walk softly when 
you're dealing with both architects 
and engineers on the same job,” he 
says. “There’s a constant fight between 
them on the type of fixtures to use. 
Architects want more and more shal- 
low fixtures, which engineers don't 
approve. 

“However, we stand behind any 
job on which we help plan, and rely 
on our reputation for service to keep 
our customers happy. They know we 
will back up our products and are 
capable of a service job if there is 
any trouble. 

“The secret of handling some of 

the unavoidable problems, such as a 
delay in delivery, is to give a cus 
tomer a good sound explanation 
Most people are pretty reasonable, 
I find.” 
e Promotion Sells—Rowe is very 
promotion-minded. One of his most 
successful and recent promotions in- 
volved a new lighting switch. When 
a local developer announced a _ proj- 
ect which eventually would total 3,- 
000 homes, it sparked an idea. Rowe 
went to the builder with his proposi- 
tion 

The distributor explained that if 
these switches were used exclusively, 
he would arrange a personal appear- 
ance by television star Art Linkletter 
at the opening of the project. The 
result was a contract on the complete 
system of switches to be used in the 
entire project. which amounted to 
more than $100 per house. 

It’s possible to sell quality and 
quantity if there is enough sales ef- 
fort involved, Rowe believes. 

“My training has come from the 
school of hard knocks. I have learmed 
that most problems can be overcome 
with persistence and good sales and 
service techniques. It certainly has 
paid off for us in boosting lighting 
allowances—and lighting profits.” 
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EXECUTIVE OFFICES required higher levels of illumination because of wall 
paneling in hard wood. In these areas, as above, two types of recessed fixtures are 
used. One is 4x4-ft, 6 and 8 light, and the other is 2x4-ft, 8 light. Both types have 
grid plastic lenses. Illumination is 140-ftc 


IN GENERAL QFFICE AREAS, a minimum of 70-ftc is maintained by the use of 
continuous rows of surface units. Ilumination throughout the entire building either 
equals or exceeds the new IES recommended lighting levels, an important point stressed 
by the distributor when he made suggestions for the layouts 








A New House-Big, 
Efficient ANd FAaNcy pacas su: sor sooner on 


disadvantages in moving to a new 
location, and President Earl T. Sum- 
mers of Summers Electric Co., Dallas, 
believes his particular move will pay 
off well in a short time. 

Although the former location was 

accessible to the electrical contractor, 
Summers was forced to move because 
of the construction of a new express- 
way through the property. Real estate 
became high, and he was unable to 
purchase land in the same vicinity. 
e Customer Loss—Because the busi- 
ness was moved to the opposite side 
of the city, much of the profitable 
counter business was lost. Summers 
estimates the loss to be about 22% of 
the over-all volume. 

“There is a bright side, however,” 
Summers adds. “Through our new 
facilities, we will be able to give better 
: customer service, and should regain 
er cieicolagininee ns the lost volume soon. In addition, a 





ane" 


Se Saintly ET Bo nn new expressway will be completed 


ries ping tat 
glia ae 


“sue: Px res . near us within about two years, and 
sahil aaiaia , . . contractors will find it easy to reach 


NEW BUILDING of Summers Electric is 25,000-sq ft and is located on a 40,000-sq Our building. Overall, the move was 


ft lot. Parking facilities here are more than adequate good, and the future looks bright.” 


LARGE RECEPTION area features 


overstuffed furniture and modern design 


SALES COUNTER is conveniently located next to warehouse. A separate entrance 
is at one end of this area for the convenience of contractor customers 
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TRAFFIC islands in front of counter per- COMBINATION lunch and sales meeting ATTRACTIVE kitchen permits employ- 
mit neat displays in large area. room serves double purpose. ees to cook their meals if they wish. 


CARD FILE room is in large area with adequate room in RECEIVING AREA is on opposite side of shipping. Here 
which to work. Files are maintained by full-time personnel. trucks can deliver to two different areas of building 


> 


WAREHOUSE is adequately stocked and always kept neat. REEL RACKS rise at an angle in three layers. Electric 
This area consists of 19,500-sq ft of floor space. measuring and cutting devices are used to cut cable. 
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Biggest Jobs, Smallest Details 
—All Get Top Treatment 


Although there are many differences between selling in 


the territory and in metropolitan areas, all customers of 


Corpus Christi Hardware receive top notch service. 


| TAKES many approaches to sell 
many customers, but at Corpus 
Christi Hardware Co., quality and 
quantity of stressed re- 
gardless of the size of the job or the 
customer. 


service are 


Much of the service offered by the 
Corpus Christi, Tex., firm is credited 
to the attitude of the sales personnel 
Henry McDowell, manager of the 
electrical division, realizes the tmport- 
ance of good attitudes in selling as 
well as anyone in the organization 

“Primarily, my job is to obtain a 
higher percentage of profits for the 
company,” the official “There 
are many ways of accomplishing this, 
but the most 


a sales force of 


Says. 
basic is to maintain 
personnel who can 
adapt themselves to any situation at 
all times, who can 
and the 


and successfully 
sell themselves 
the customer.” 
e Experience Essential—-In stressing 
his basic duty, McDowell emphasizes 
that he must be 
his salesmen in developing their sales 
abilities 


company to 


a guiding light to 


and attitudes towards all 


types of situations 

‘No 
ager who has not 
first,” he 


my salesmen 


one should be a sales man 
salesman 
“I can't possibly tell 
how to sell unless | 
know their problems and can assist 
them with their customers.” 
McDowell knows from past experi 
ences that this is correct. In addition 
to duties as he was coming up through 
the ranks, the manager spent three 
years with Corpus Christi Hardware 
as a territory 
a city salesman 
e Attitudes Important—According 
to the official, there is a big difference 
between methods of selling in the 
territory and in large cities. 
McDowell has found 
towns, the custome! 


been a 


Says. 


salesman and seven as 


For instance, 
that in small 


BEFORE 


this area at 


fixtures in 
Christi’s new 
airport site, contractor shows Mc 
Dowell (right) wiring installation 
Distributor worked closely on job 
with customer. 


installation of 
Corpus 
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must be approached on a friendship 
basis. 

“Here, it's necessary to sell a con- 
tractor, for instance, On yourself in- 
stead of the company you represent. 
Often, these work out of 
their homes, and you not only have 
know them well, but you 
ure required to know their assistants. 

These assistants normally 
manent 


customers 
to get to 


are per- 
because of the 
organization. The 
them is by associat- 
ing with them constantly know- 
ing their problems.” 

e Phone 9 Orders—Contractors in 
rural areas seldom send in orders by 
mail, McDowell found. 
of this, he has set up a certain time 
of day only 


specific 


personnel 
smallness of the 
only 


way to sell 


and 


has Because 
call on 
time 
phone in 
morning 

Through this method, orders can 


his salesmen not 
customers, but 
when the 
customer 


also a 
territory 


orders 


men 


each 


be sent out the following day on the 
firm’s delivery trucks. On rush 
will be 
common Car- 


own 
deliveries 
made the same day by 


or large orders, 
rier 

e Ihe Reverse 
metropolitan 
slightly different, the 


For sales in the 


area, techniques are 
sales manager 
stresses. 

‘Its impossible to get to know a 
customer in the city as well as in 
the territory,’ he says, “and it is 
know him as well 
Although it is necessary to keep the 
relationship on a_ friendly 
also should be kept on a business 
basis. | have tound that 
when a salesman becomes too friend- 
ly with a customer, he 
to take teo much for granted. Conse 
quently, he much 
detri 


essential not to 
basis, it 
not a social 


cily begins 
doesn't sell as 


Becoming too friendly can be 
mental 

necessary to be an 
assistant to the rural contractor, the 
official believes. He has found that 
a salesman not only must be helpful 
in making technical recommendations, 
but also must take inventory periodi- 
cally to keep the customer apprised 
on what items he needs. 


Its almost 


AFTER McDowell 
follows up to check deliveries and to see 
there is no breakage. On this project the 
sold 400 2-light, 8-ft indirect 


airport job is sold 


distributor 
hixtures 


[he situation, again, is different in 


larger cities 

‘A salesman really 
customer on the benefits of a prod 
uct. Normally, he write an 
order! time he makes a 
Most of the purchases made by these 
customers are made on requirements 


has to sell a 


doesn't 


every call 


in sight or on bid jobs. 
“Nevertheless, the service given to 
both types of customers always has 
to be the same,” McDowell continues 
“This is one item that builds more 
than any other factor.” 
e Many Facets—By “service,” the dis 
tributor explains he is not referring 
only to prompt delivery. Basically, 
he says that to him it consists of 


business 


CONTINUED 
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PERSONAL RELATIONS can be stressed more with some customers 


Dowell takes time out for coffee with B 


being in contact with customers con 
answering their questions and 
through with answers on 
Disregarding any sale 
stresses the 


stantly, 
following 
their problems 
that might result, he 
importance of follow-up information. 
“It is better to tell a customer 
you can’t furnish the answers he re- 
quires than never to call him back,” 
McDowell “This can 
tomers. On the other hand, honesty 
will command for both the 
salesman and the company.” 
e Other Services—tIn stressing the 
necessity of proper attitudes in per- 
forming services, McDowell empha- 
sizes the importance of furnishing 
adequate needs to the customer. 
This mainly is accomplished by 
knowing products and their applica 
tions, he says. Much of this is cov- 
regular meetings 


Says lose cus 


respect 


ered in the sales 


FIRST LOOK at new literature helps 
McDowell and salesmen stay on top of 
new products, application ideas. 


60 


Here, 


Guess, a contractor and friend 


which warehouse and counter men 
attend. In addition, the sales manager 
stresses that each of his salesmen 
should read and file his own catalog 
Sheets instead of letting an assistant 
do it. This, he adds, keeps the men 
abreast of all new products and ap- 
plications they can pass along to their 
customers. 

In serving his customers well, Mc- 
Dowell stresses a good back-up stock 
and less duplication of lines. He be- 
lieves that stock is in balance with 
the inventory involved, and that bet- 
with fewer 

many in- 


ter service can be 
complete than 
complete lines. 
“One thing is certain: we try to 
give good service to all our customers, 
however large or small,” McDowell 
says. “If we give more 
can realize a little more profit.” 


given 


lines with 


service, we 





ASSISTING territory salesmen is one of 
duties of counterman Frank Higgs. Be- 
cause contractors in rural areas seldom 
mail in orders to the company, salesmen 
phone orders for them every morning. 
These orders are taken by Higgs, who 
sends the material as soon as possible. 


COOPERATION among management in forming good sales policies is stressed by 
McDowell, who is discussing problems with Assistant Manager Ed Wolfe. Constant 
communication strengthens entire operation. 
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ADVERTISEMENT placed in local newspaper is targeted to 
attract customers who are planning to build new homes 
Emphasis is placed on drawing lighting layout prior to in 
stalling house wiring. 


FOR THE KITCHEN 


fO# INE BATHROOM 


FOLDER of this type is distributed to local contractors and 
appliance dealers. It is designed to attract the customer to 
the showroom on the dealers recommendation through the 
distributor's invitation. 
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New Homes Mean 
MoreLightingSales 


\\ Y getting to the builder or new home buyer before 
the wiring goes into a new home, the electrical 
distributor can add a big potential to his lighting 

fixture sales,” Paul Davis, president, Davis Electrical 

Supply Co., Inc., Buffalo, N.Y. declares 

“The 2mount of lighting fixtures going into new homes 
can be doubled, if not tripled,” Davis says, if the dis- 
tributor can reach these potential customers before wir- 
ing has begun. 

© Application—in an effort to reach this market, 
Davis has applied the following pre-selling techniques: 

e Advertising—placing ads in the local newspaper 
announcing a free certified inspiration lighting layout 
for new home builders. 

e Invitation Folder—This type folder is distributed 
to local contractors and appliance dealers with an at- 
tached invitation to be filled out and given to customers 
as an introduction to Davis’ lighting fixture showroom 

¢ Salesman—according to Davis, a salesman has 
been trained to approach those planning to build new 
homes, and offer estimates on lighting layouts 

“Lighting accounts for 30% of total sales 
to Davis, but this can be increased substantially with 
the terrific potential in the new home building field. 

As an added feature to increasing lighting fixture 
sales, Davis Electrical Supply has a “self-service” fixture 
center, which is 50- x 125-ft and constructed of steel 
angling. It is 942-ft above the floor 
any type of lighting fixture made,’ Paul Davis claims, 
“and it holds approximately 2,000 fixtures, commercial, 
industrial, and residential.” 
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“SELF-SERVICE” fixture center area above shows recessed 
type fixtures in operation after installation. Customers not 
only get a chance to see the fixtures on display but also see 
them in operation. Units are marked by size and price 
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THE MEN who sell A&S plus industrial electronics equip 
ment are, left to right (first row): Morton Smith, Jim Shock 
ney, Victor Hess: (second row): Paul Lakatos. Tom Becker 
Chick” Becker, Dave Bannister and Harry Heis. Not pic 
tured: Lou Slusser 


J UTPHEY VE GROWN UP in electronics like no other 
. firm | know of That's what one customer says 
about The John A. Becker Co., Dayton, Ohio. The 

customer is a plant engineer and he’s talking about the 
rocketlike progress of Becker's entrance into the field of 
industrial electronics 

Proot of the pudding lies in the fact that it took only 
six months tor the Ohio electrical distributor to whip up 
a total industrial electronics sales figure of $75,000 and 
25 new accounts. In that same six month period, from 
July to December °59, Becker has had to move its 
electronics stock three times—each time to quarters 
twice as large as before in the same building. Now the 
company is thinking about moving the stock again to 
still larger quarters. Reasons: Becker's industrial elec 
tronics business has doubled each month since July; 14 
new lines have been added since August. 
e Real Beginning—Though Becker started over two years 
ago in industrial electronics on a springboard of tubes 
and wire, the company prefers to set the date of its 
entry as July, 1959. According to manager Tom Becker, 
who is the liaison between the electrical and the elec- 
tronics phases, “We got our real beginning then because 
that’s when we hired two top electronic industrial spe- 
cialists (Morton Smith and Victor Hess) and went full 
steam ahead on all the elements necessary to getting this 
business moving.” 

The elements that Becker mixes to get results are: 

(1) Regular salesmen not only sell A&S equipment— 
they also push electronics supplies; 

(2) Becker’s reputation for “personalized” service is 
emphasized by direct mail, sales calls, on the phone; 

(3) All electrical items and electronic items on an 
order from one particular account go on one invoice 
(see example, opposite page): 

(4) Product meetings for salesmen train A&S men how 


” 
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RON 


MAP of Dayton shows how territory is carved up for Becket 
men. Electronics specialist Smith and electrical engineer Heis 
hit all four parts of Dayton (Chick Becker works alone), 
giving engineering assists to Outside salesmen 


SUCCEEDING 


mmc aatEveryone 
alll . 


to sell, and what to know about, industrial electronics 
parts. These meetings also train the two industrial elec- 
tronics specialists how to sell electrical apparatus and 
supplies. 

(5) All A&S salesmen are backed by an electronics 
specialist (Smith) and an electrical specialist (Harry 
Heis) 

e Enter: Smith and Hess When Smith and Hess 
came on the electronics scene last summer, Becker’s two 
big problems disappeared magically. The first enigma, 
where do you find personnel?” was automatically solved 
and the second, “how do you get top lines and minimize 
obsolescence?” was solved in a very short time by Victor 
Hess. 

Hess has plenty of experience in the industrial elec- 
tronics field. He knows most of the men an electronics 
distributor has to deal with; he knows how to buy, quote, 
price and do inside selling. “I gave him complete charge 
of electronics,” says John Becker, president of the firm. 
“He's one of the top men in the field, and I let him do 
what he wanted. He did wonders. Now we have 75% 
of the lines we need and wanted all along, but couldn't 
get earlier because top manufacturers didn’t want to 
take a chance with an electrical distributor with no ex- 
perience and no top names.” 

According to Hess, Becker’s electronics stock is in the 
neighborhood of $60,000. How much of it is obsolete? 
Less than 1%. “And that 1%,” Hess comments, “is a 
converter ordered before I came here.” In 1960, Hess 
hopes for a six-time turnover in stock and sales amount- 
ing to more than double the $75,000 figure posted for 
the last six months of °59. 

Industrial electronics accounts for 10% of the total 
sales volume (electrical-electronics combined) at Becker. 
“In three years,” says Hess, “we expect electronics to hit 
SO0% of the gross.” 
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ORIGINAL INVOICE 


The JOHN A. BECKER Co. 


DISTRIBUTOR 


ELECTRICAL SUPPLIES * LIGHTING FIXTURES * INDUSTRIAL ELECTRONICS 
PHONE BA 4-1071 « BROWN AT FIFTH * DAYTON 2, OHIO 
SHEFFIELD CORP 


721 SPRINGFIELD ST, 
DAYTON, OHIO 


SHIPPED TO 





DATE INVOICE NO ae 
2% 10TH PROX b XXX 12/9/59 D-27113 


DESCRIPTION GROSS | TOTAL 
vanes 


ORDER NO. REFERENCE NO. TERMS. 
11254 MAINT | 


QUANTITY 








4,60 MR11A 115 V POTTER BROMFIELD RELAY 
18,40 500 B STACO VARIAC TRANSBORMER 
1.32 SL7GT TUBE 

37.00 }45780 HEVI DUTY CONTROL TRANSFORMER 
| pr a ery see ere 
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BIG feature at Becker Co. is this combination ticket. All 
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sold by regular Becker salesmen or specialists are put on a 


electrieal supplies, electronic parts ordered from one account 


single, machine-made statement 


Sells Industrial Electronics 


By Herb Cavanaugh 


e “Blitzer” — Morton Smith, Becker's electronics spe- 
cialist involved in outside selling, came to the company 
a few months after Hess. Like Hess, he is well-known, 
popular, and a top man in the industrial electronics field 
“Between the two of them,” comments Tom Becker, 
“we have a one-two punch that’s hard to beat anywhere. 
I don’t see any of the usual electronics problems that 
plague distributors forming on our horizon.” 

Smith is what is known as (at Becker), a “free-lancing, 

trouble-shooting industrial electronics salesman.” In addi- 
tion to having 20 of his own electronics accounts which 
the Becker Co. holds him responsible for, he also gives 
engineering assists to the Becker electrical supplies sales- 
men (see map) in the Dayton area. Smith also “blitzes” 
these areas, keeping the A&S salesmen on their toes. 
tracking down new accounts, digging up new leads and 
keeping up good public relations. 
e Sales Set-up — The four regular A&S salesmen who 
cover the Dayton area for Becker, concentrate their ef- 
forts on heavy industrials, light and heavy contractors, 
machine tool shops, commercials and institutionals. In 
Dayton proper, A. H. (Chick) Becker, lighting specialist 
for the firm, visits architects and engineers. Chick Becker 
is the only salesman not really “involved” in selling elec- 
tronics. 

The other salesmen, Jim Shockney, Lou Slusser, Paul 
Lakatos and Dave Bannister, take care of all accounts 
that buy heavily in electrical supplies, but still buy elec- 
tronics parts. Theoretically, they call on any account 
that is 51% electrical, while Morton Smith’s domain is 
in all accounts that are 51% electronics (research and 
development, process engineering, printing presses). For 
those accounts that are less than 51% electronics, but 
still purchase electronic parts, Smith makes sure that the 
other salesmen are pushing electronics and occasionally 
makes calls with them for training purposes. He also 
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visits these accounts to keep an eye out for new develop 
ments, trends and areas where industrial electronics parts 
may be applied, and with which the still-green electrical 
salesmen are not familiar 

Smith, in addition to selling electronics parts to his 

own 20 accounts, also supplies them with materials to 
meet any electrical needs they may have. As a result, he 
figures as one of the factors behind a 5% rise in elec- 
trical business for Becker. Like the electrical salesmen 
who need electronics training, Smith needs electrical in- 
struction. These needs are supplied at weekly product 
meetings. 
e Tips on Selling Because of Smith’s and Hess’s 
efforts, 25 new electronic accounts have been added to 
Becker’s list. The electronics business for Becker has 
increased 1,000% since July and one reason for this is the 
way Smith operates in the field 

On selling industrial electronics, Smith says: “You have 
to have a knowledge of what your accounts use and 
know enough about these items to solve the problems 
they may have.” As an electronic technician put it, “We 
know what we want in the way of equipment, but we 
don't know where to get it. That’s the value of Smitty. 
If he can’t get it, he'll tell us where we can.” Smith adds 
to this by saying that the most important thing is to leave 
a feeling of friendship and confidence behind. “It helps 
when the maintenance man or engineer is filling out the 
requisition slip—he'll recommend doing business through 
you.” 

Other important points that Smith spotlights in selling 
industrial electronics are these: 

“Cultivate the receptionists: they are important people 
because they can give you the names of who buys what 
and where they are located. They can speed your time 
in the lobby and can tell you who the new people are in 
the plant—the people you should get to know. In smaller 
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Everyone Sells (cont.) 





plants, they can even steer an order your way with a 
telephone call to the purchasing agent 

“Get permission from the PA: you'll need this to visit 
various departments in the plant to see what new projects 
they are working on. The purchasing agent can tell you 
who ts working on that project, what maintenance man 
to see and the names of other buyers in the plant 

“Make knowledge work for you: always Know what a 
plant does and what it needs. You'll need this on cold 
calls. Its what's called ‘common ground 
© Billing Smith seldom picks up an order at the 
plant. After a requisition sheet is filled out, he may keep 
isking the buyer about the order to push it, but it’s usu 
ally phoned in to Vic Hess who gives the quotes on the 
item or items ordered. Hess spends six out of eight hours 
on the phone. Smith merely gives the estimates when he 
is Visiting the plant 

All electronics orders are filled by Bill Steinke, because 
countermen are not trained in the electronics field. Steinke 
is an understudy to a salesman’s role. When he completes 
his training. he will go out in the field and 80% of his 
accounts will be electronics. When Steinke becomes a 
salesman, someone will succeed to his position 

All electrical items that Smith picks up at the same 
plant are filled by the counterman, after being phoned 
in on a combined electrical-electronic order to Hess. The 
final ticket is a single machine-made statement showing 
both electrical and electronic items. This procedure also 
ipplies to A&S salesmen when they pick up electronics 
parts orders from their electrical accounts 

Buying is the only feature, aside from stock, that 
separates the electrical from the electronics operation 
There is no electronics counter trade at Becker, because 
they don't cater to the dealer market. “We leave that 
part of it to the electronic jobbers,” says John Becker 
Ihe only one who gives business at the counter is the 
electrician 
¢ Another Assist In addition to being backed up in 
the field by an electronic specialist, the regular A&S 
salesmen are given another engineering assist by Harry 
Heis. He’s a heavy industrial salesman with a long-time 
experience in the field. He is an electrical specialist, and 
his principal duties involve taking care of his accounts 


and giving an electrical engineering assist to the A&S 
men. So, all problem areas are covered, both in the elec- 
trical and the electronics fields. Heis functions the same 
as Smith, blitzing, making calls with salesmen and keeping 
up friendship between customers and company. Accord- 
ing to Tom Becker. “He’s good at problem-solving and 
can dig up special equipment for customers.” 

e Starting In the Field—‘My father and I had attended 
the various electronics conventions and shows, speaking 
to electrical distributors who had tried it and to the top 
manufacturers. After a while, though,” Becker says, “we 
realized that we couldn't run it alone. We started fishing 
for management assistance, but nobody could make the 
grade until Vic and Smitty.” 

e Why They Started In The desire for plus-business 
was the biggest reason for Becker entering into indus- 
trial electronics. John and Tom Becker discussed the 
possibility of a number of fields. According to Tom, 
“We could have gone into anything from pole line equip- 
ment to hardware and housewares, but we picked elec- 
tronics because: 1. We are 60% industrial, and we saw 
a great new field in industrial electronics; 2. There’s a 
high margin connected with the business (average: 26% 
across the board); 3. P-r-o-f-i-t.” 

e Importance of Service — The reason that price is 
not much of a problem in industrial electronics is the 
fact that it takes second place to speed of delivery 
Becker was noted for its service before it even thought 
about electronics. That’s why, when the company sent 
out questionnaires to industrial plants to determine if they 
would buy electronics parts from Becker, the answers 
came back in the affirmative. There are three rules of 
thumb Becker follows when it comes to service: make it 
highly personalized (Tom Becker tried to know all PA’s 
by their first name); make yourself available anytime 
even at night; go out of your way to solve problems for 
customers. It really pays off. 

e Definitely a Part — Winding it up, John Becker 
says “electronics are definitely a part of the electrical 
wholesaling field, and you'd better believe it. Specialty 
men will get into it and they'll cause all kinds of rough 
competition. But here’s the argument to aim at the indus- 
trial plants: ‘why not buy electronics parts at the same 
place you get your electrical equipment. It saves you 
money. It’s a one-stop service!’.” 


PIONEERS who prepared the way for Becker Co.’s entrance into electronics are Tom Becker, manager, 
and John Becker, president (right). 
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MISSIONARIES who have cultivated the industrial elec- man-specialist Morton Smith, and Victor Hess, who buys 
tronics field for the Becker Co., are “trouble-shooting” sales quotes prices and does the inside selling jobs 





industrial Electronics: 
What Becker Stocks ... 


1. Electronic wire, tubing, lacing cord 
AMP terminals, crimping tools 
Relays 
Fuses 
Toggle switches 
Receiving, industrial tubes, diodes, semi-con- 
ductors, devices 
Coax-UG, VRF-connectors 
Dial lights and sockets 
Timers 
Chemicals, electronic hardware 

11. Mercury switches 

12. Tools 

13. Chassis, conduit punches 

14. Soldering irons 

15. Wire strippers 

16. Solider 

17. Hand tools 

18. Spray paint 

19. Test clips, insulators 

20. Batteries 

21. Teflon spaghetti and tubing 

22. Friction and rubber tape 

23. Radio control systems 

24. Capacitors, Mylar tantalium 

25. Voltage regulators 

26. Variable transformers 

27. Meters, instruments 

28. Headphones, jacks, plugs, resistors, rheostats 

29. Soldering pencils and units 

30. Soldering guns 


UNDERSTUDY Bill Steinke fills electronics orders only. He's 31. Wire marking devices, labels 
in training for outside industrial electronics selling. Some 32. D.C. power supplies 
one will take his place when he moves up 
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Selling Electric Heat 


Heating season: September 10—June 9; heating days: 
273; average mean temperature: 40.0 deg F—these are 
extreme conditions for selling electric heat as L. A. Wool- 
ley, Inc., Buffalo, N.Y., gears up for the big push. 


THE TIME to get 
electric heat 
says John P. Wells, 
manager of I A. Woolley, Inc., 
Buffalo, N.Y. The picture has changed 
considerably years ago, 
when electric Niagara 
Frontier was shunned because of high 
utility rates, lack of promotion and 
consumer resistance, Wells states 

Supporting Wells’s opinion that the 

“market is here” and the potential is 
great, is L. A. Woolley, president of 
the firm. According to Woolley, “we 
are now 
need, both 
and the utility.” 
e Big Push—In order 
heat in this area, 
with the manufacturers and utility and 
coordinate our programs together with 
the electrical contractors for an all- 
out campaign,” Wells said. As chair- 
man of the Electric Heating Commit- 
tee of the National Association of 
Electrical Distributors, Wells indicates 
that electric heat sells itself once it is 
brought forward for the public to see 
it. He outlined the big selling points 
as follows: 

e Cleanliness 

e Low cost of initial installation 

e Convenience — separate thermo- 
stats in each room 

e Adaptability 
or cable. 

With all these attributes it is easy 

to see why electric heat sells itself, 
once there is a industry co- 
ordinated Wells dis- 
closed. 
e “Getting Into the Act”—Here is a 
sales program, as outlined by L. A. 
Woolley, for pioneering electric heat 
on the Niagara Frontier. 

According to Woolley, any electric 
heat sales program should start with 
training all salesmen to be electric 
heat-conscious. The essentials include: 

e Electric Heat Specialist — Don 
Gray is Woolley’s electric heat special- 
ist who is trained to handle all types 
of electric heating installations. 

e Utility Contact—-the local utility 
is the source of many electric heating 
sales, as Woolley has discovered, and 
usually is agreeable to allowing dis- 
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INSPECTING electric heating device are, left to right, L. 


By Bill Murray 


A. Woolley, president of 


the firm, Don Gray, electric heating specialist, and John P. Wells, sales manager and 
chairman of NAED’s Electric Heat Committee. 


tributors to use its facilities for train- 
ing electric heat specialists. Many 
utilities have courses in electric heat 
education, and promotion-wise it is 
an outlet for consumer education. 

e Builder Conferences — meetings 
with local home builders, architects, 
and engineers serve to stimulate sales 

e Salesmen electric heat-con 
scious salesmen promote sales. 

e Advertising—tie-in advertising in 
local newspaper with the utility and 
electrical contractors is a good sales 
stimulator. 

e Direct Mail — another boost to 
electric heat sales is an efficient direct 
mail system. Mailings can be sent to 
local builders, architects, and con 
tractors 

e Manufacturer Support Many 
manufacturers are willing to share the 
cost in cooperative advertising in 


newspapers and other publications. 
This type of program not 
only can be applied to one area alone, 
Woolley points out, but is flexible 
enough to be used in many areas 
where distributors are having prob- 
lems in selling electric heat. However, 
once the effort is there 
is really no problem at all, he in- 
dicates. 
e Manufacturer’s Role—Until recent- 
ly, “manufacturers have held back in 
this area, regarding electric heat pro- 
motion,” Wells pointed out. Actually, 
several manufacturers of electric heat- 
ing equipment established their own 
electric heat “distributors” in the 
Buffalo area, Wells stated, but they 
now defunct. “These manufac- 
turers have come back to the electrical 
wholesale distributor and realize that 
he is the right channel through which 
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are 


ELECTRICAL WHOLESALING—March, 1960 





in a Real C 


"We like 


-o-o-| Climate 


the cleanliness of 


Electric Heat" 


Telling the Story ... 








ELECTRIC 














the only completely 
dirt, dust and soot-free 
way to heat your home! 


BEFORE YOU BUILD 





OR BUY A NEW HOME 


LEARN ALL THE ADVANTAGES OF 
THIS MODERN HEATING SYSTEM 


Fe belt ater marine 


Fall Memeepewer ter \stst siectrie 
om » “ 


Ud Mg me a 
Toy, Modan LX fe. 
LY 


TOTAL ELECTRIC GOLD MEDALLION HOME 


niacara ¢ y MOHAWK 





‘AT is 


TOTAL ELECTRIC GOLD MEDALLION HO! 





THAT PAMPER 
THEIR OWNERS ! 


SEE THE HOUSE 


LURURIOUS MEAT 


Peed oll mbows rhe odvanteges of afl tects heong! 
Den) mine the 32 page apecial section in the 
Septemime: 4th nave of (FE Magarine 


NIAGARA ) MOHAWK 








te, 








” 


to sell electrical heating equipment, 
he declared. 

One electric heating 
manufacturer, serving 
area, has initiated an electric heat 
sales program for its distributors, 
Wells stated. Many of the points are 
covered in the foregoing program, as 
outlined by Woolley. 

Another incentive for electric heat 
sales, according to Wells, is the fact 
that several maanufacturers have 
pledged to pay any electric bills above 
a certain amount guaranteed by them 
as the maximum cost of heating elec- 
trically. Of the installation 
has to meet the manufacturer’s stand- 
ards and satisfaction for this guar- 
antee to be binding, he added 

e Utility Support “Utility 
operation is essential for selling elec- 
tric heat,’ Woolley points out. A 


equipment 
the Buffalo 


course, 


co 
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major detriment to electric heat has 
been the operating cost due to high 
utility rates. “In our area, we have 
overcome this problem,’ Woolley 
states, “with a local utility rate of one 
and one-half cents per kwhr. (The 
Buffalo area is served by the Western 
Division of the Mohawk 
Power Co.) 

Further support, according to Wells, 
come through the of the 
utility’s facilities for promoting elec- 
tric heat, where are 
conducted for local distributors, con- 
tractors, and builders which cover all 
phases of electric heating, including 
insulation and heat Woolley is 
one of the distributors in this area 
who plan to make use of the local 
utility’s showroom facilities for pro- 
moting electric heat sales. According 
to Walter J. Stepien Jr., residential 


Niagara 


has use 


classes courses 


loss. 


ELECTRIC HEAT promotion is widespread throughout New 
York State’s Western Division of the Niagara Mohawk Power 
Co. Advertisements like the above appear periodically in the 
area’s newspapers. These ads serve as Opportunities for tie-in 
advertising by local distributors promoting electric 


heating 


sales advisor, Niagara Mohawk Power 
Co., the utility has electric heating 
education courses in the spring and 
fall. Mobile units with loudspeakers 
are also used to promote electric home 
heating in conjunction with the area’s 
Gold Medallion Home Program, he 
said. According to Stepien, Niagara 
Mohawk’s Western Division boasts a 
total of approximately 650 completely 
electric heated homes 
e Contractor Problem 
lem, concerning contractor 
tion, remains to be solved,” according 
to Wells. As he puts it, “it has been 
awfully hard find contractors in- 
terested in electric heat, the 
specific details have been worked out 
for them.” Most contractors don't 
want to be bothered with the prob 
lems of figuring heat loss, housewir 
ing and insulation, he said. 


“One prob 


coopera 


to 


unless 





KEY 


——— Building Wire, type R (type RH-RW after June 1955) 
----- Flexible Cord, type SJ 
-—-—- Non-metallic Sheathed Cable 
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WIRE, CABLE, CORD—electrical roller coasters 
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Prices To Head Up-Slightly 


Price increases—sure thing for 1960, or so it seemed in January—now appear 
to depend on how much business slides off from earlier predictions. Antici- 
pated over-all increase is on the order of 1%, as cost-push asserts itself. 


SK any businessman two months ago which way he 
thought prices would head this year, and chances 
are he'd unhesitatingly say, “up.” In March, however, 

the answer isn’t nearly as certain or as emphatic 

ine present tone of business, less exuberant than what 

most forecasters anticipated, may not encourage too 
many increases. In fact, easing demand for steel led steel 
warehouses in early February to cut prices. And brass 
mills in mid-February indicated disappointment with the 
pace of orders. Further, there is the possibility that 
high copper production may cut prices in the last half 
of the year” this, according to McGraw-Hill’s Engi- 
neering and Mining Journal 

But the “cost-push” inflationary factors are still in 

evidence and might force steel and aluminum prices up 
slightly before the year is out. The McGraw-Hill De 
partment of Economics expects industrial prices to rise 
approximately 1%, perhaps a little more. 

e Electrical Trends—Since early this year, prices of 
more electrical products have risen than have declined. 


68 


[his observation is based on an analysis of “published 
prices, as released by trade sources. And while these 
published prices do not necessarily reflect actual prices 
in the marketplace, they are directional at least 

Some products whose prices have turned up this year 
include: meter sockets, wiring devices, outlet boxes, lamp 
holders, ballasts, batteries, fluorescent fixtures, hubs, 
fans, conduit bodies, breakers, fuses. 

Among those products whose published prices have 
turned down are: portable cords, building wire, non- 
metallic sheathed cable, aluminum service drop wire, 
connectors, bushings, EMT fittings 
@ Past Patterns—What has happened to prices of several 
electrical products over the past five years is graphed on 
these two pages. The greatest fluctuations are to be 
found in the wire and cable category, since these prod- 
ucts depend more on the whims of a single raw material, 
copper, than do most electrical products. The other 
commodities graphed show tendencies to move more 
sideways than sharply up and down. 
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-——--—-lron, Steam and dry 
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i r at 26 
1955 1956 
HOUSEWARES—-never far from the baseline 
NOTE—tThe curves plotted on these graphs are based on 
indexes furnished by the U. S. Bureau of Labor Statistics 
According to the Bureau, prices used are selected to conform 
with the concept of seller's net realization per unit of precise 


specification. Net realization, as defined by market practice, 
means actual sales of precisely defined commodities, less 
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1958 


normal discounts, in approximately similar 


similar classes of buyers. The indexes are intended to measure 


quantities to 


“real” or “pure” price changes—that is, to measure pric¢ 
changes not influenced by changes in quality, quantity, terms 
of sale, etc. The calculation base period of 100% 
average of the three years 1947, 1948, 1949 


is the 





From Customer Accommodation 


That's the bearings sales story at Bryant. Seven years 
ago they saw the potential of bearings. Then it be- 
came an integral part of their electrical business. 


ARRYING a stock ball and roller 


bearings has been a _ long-time 
policy of Bryant Suppl 
tonia, N.¢ 


hose wor k 


Co., Inc 
because of the firm's 


with individual mainte 

vance problems that pop up in textile 
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Stocking an 
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keeping up close 
1959 the 


tallied to 
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bearing sale volume 


S150.000 A 


firms 


large portion of these 


sales go to mills making the chang 
over from sleeve to ball bearings 

e An Integral Part A bigs slice 
of Bryant's (they 
$2 million in °S9) is in electric motors 


sales amounted to 
and transmission equipment. 

Harry Bryant 
North Carolina 
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purchasing agents, engineers—the in- 
dividuals that our salesmen call on 
have to buy ball and roller bearings, 
so why not buy them from us?” Bry 
ant asks 
Bryant says 


tributors 


that if electrical dis 


many electric mo 
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firm 
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Stock investment was $118,000 
Bryant 
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phenomenal 


OOO-a-vear recorded coun- 


sules 


gives three reasons for the 


firm’s rise. in bearing 


They are: (1) acquisition of a 


fast effi- 


r 
Sales 


trained specialist; (2) and 


SPECIALIST, Davd Berg checks hub diameter of special bearing unit of his own 


design. It’s for a textile lifter shaft of 
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i Sacho-Lowell roving frame 


cient service; (3) hard hitting sales 
promotion. 

Another factor that has played an 
important part in the growth of Bry- 
ant’s bearing sales has been the ten- 
dency of factories to become less 
and less maintenance conscious and 


more modernization minded 


Specialist 

Prior to starting its big push in 
bearing sales, Bryant Supply conduct- 
ed an 18-month personnel hunt that 
ended in hiring experienced bearing 
specialist, David Berg 

Bryant wanted a man who would 
be involved with the bear- 
ings only. He would not be connected 
with anything else in the electrical 
distributor’s warehouse. To make this 
move pay off, the bearing specialist 
would be responsible for: 

e Maintaining bearing inventory; 

e Satisfying bearing customers; 

e Visiting various plants and sug- 
gesting new applications; 

e Assisting the Bryant salesmen in 
determining replacement problem so- 
lutions. 

e Large Stock 


sale of 


Berg has to keep 
a watchful eye on Bryant’s bearing 
inventory. According to the Bryant 
specialist, “there are a wide range of 
different numbers and types and you 
can't turn your back on it for a min- 
ute.” As far as purchasing is con- 
cerned, the only way to learn is by 
the trial and error method. “Obso- 
lescense,” Berg says, “is no. great 
problem.” 

e Spreading Reputation—Berg’s repu 
tation has spread fast. When ma- 
chines don’t run right, or break down 
completely, someone has to fix them 
in a hurry. According to Harry Bry- 
ant, “David is the man that can do 
it. Each day, more and more main- 
tenance men are finding this out.” 

Berg says that he is so busy han- 
dling inquiries these days, he doesn’t 
have the time to go out and survey 
new prospects. When inquiries come 
in via salesmen leads and Berg’s own 
reputation, he goes to the plant or 
mill and checks the machinery that 
needs new bearings. He then gives a 
price. Jobs like these can be handled 
by phone, depending on the type of 
installation involved. 

Berg often makes calls with the 
salesmen at Bryant. Purpose: to let 
customers know there’s someone back- 
ing the salesman up in bearing knowl- 
edge; to solve any “too-tough” tech- 
nical problems that may come up; to 
act as part of a two-man team to sell 
more drives and more bearings. 

“Bearings,” Berg maintains, “are 
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to Big Seller 


a door-opener for drives and vice 
versa. They both work together. When 
both the salesman and myself make 
a call together, the work really clicks 
off fast. He sells drives and I sell 
bearings.” 

Berg says that in selling bearings, 
the more time you spend in a plant. 
the more business you get. Less calls 
mean more business because you are 
inside of the plant. 

Berg is a graduate of several fac- 
tory schools and was bearing appli- 
cation engineer at Fafnir Bearing 
Co. In addition to his regular duties, 
he also designs bearings for unusual 
applications and estimates that he has 
done over 100 of these. 


Service 

Harry Bryant says that “we give 
the customer what he wants, when 
he wants it, at the right price. Serv- 
ice is the key word in our organiza- 
tion and it’s the big reason our bear- 
ing sales have become a big business 
where customers keep multiplying.” 

What does Bryant mean by serv- 
ice? Meeting the customer's needs. 
“We answer two or three calls every 
night for 365 days a year,” he says. 
“And a good many times they come 
at the wee hours of the morning. Of STOCK of ball and roller bearing is worth over $18,000. Bryant Sup 


these night calls, bearing demands ply does a $150,000 a year business in bearings. Over counter sal 


accounted for 50%.” If a mainten- mount to 25-30% of bearing business 


ance man or an engineer is really 
hurting, he can look in the telephone 
book, and find a list of Bryant names 
in the order of who is to be called 
first in case of emergency. The coun 
terman is called first, and in the case 
where technical help is needed, Berg 
is called. 


Salesmen 

All of Bryant’s six outside sales- 
men push bearings. They derive their 
knowledge of the field through work- 
ing with Dave Berg, through factory 
represented sales meetings and by at- 
tending factory schools. Ball and roll- 
er bearing training is also given to 
the countermen and truck drivers. 

Depending not only on the textile 
industry for its sales, Bryant has also 
concentrated its efforts on diversify- 
ing its accounts, so that now sales- 
men are hitting industrial plants and 
OEM's. Result: “Business darn near 
doubled in the last 6 months,” says 
Harry Bryant. 

Formerly, the replacement field in 
bearings was by far the biggest per- 
centage of bearings sales. Now, as a 
result of a double-barreled effort to 
make it pay-off—in customer rela- 
tions plus profits—it’s turned into a 
$150,000-a-year business. And it’s still SERVICE is a 24-hr. job. Above: time is 5 A.M. Counterman has received call to 
growing strong! open doors for engineer who wants help. He needs bearings to get things going 
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New Location 


HEN Crescent Electric Supply 

Co. moved its Peoria, Ill, 

branch to new quarters last 
fall, a slogan was adopted to describe 
the facilities and customer service 
“Designed to serve you better.” 

And that is just what the firm is 
doing. Before the move, the branch 
was located in a multiple-floor build- 
ing in the downtown congested traffic 
area, Now, the operation is housed 
in an accessible area of the city, where 
traffic problems are eliminated. 

e Many Improvements—One of the 


REMODELED building contains 33,600-sq ft, all on one best improvements, according to 
floor. The distributor plans to rent second floor. Branch Manager Paul F. Rohner, was 
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PICTURES above, with numbers keyed to location 
on floor plan at left, show some of the new facilities 
at Crescent’s Peoria, Ill., branch. Number one pic- 
tures the reception area at the front of the building. 
Number two shows a long “L”-shaped counter where 
many contractors can be accommodated. General 
and individual offices are shown in number three. 
rhe all-electric ceiling provides more than recom- 
mended illumination. The branch manager’s office 
in number four features recessed lighting and ample 
~ mre shelf space. Photo number five pictures the showroom. 














Provides Improved Facilities 


the change to a one-floor building. 
“A one-floor operation not only 





who replace counter stock 
e Flow of Goods—Adequate parking 


all-electric ceiling lighting. This also 
is carried over into individual offices. 





saves our personnel time in stocking 
and getting from one area to another, 
but more important, we are able to 
serve more customers faster than pre- 
viously.” 

One of the features in the 33,600- 
sq ft building is the residential fixture 
showroom. More than 500 wired fix- 
tures are on display. These are on 
three ceiling heights. Each height 
serves as a room divider and features 
different types of fixtures 
e Adequate Light—tThe general offices 
are lighted more than adequately with 
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In the branch manager’s office, sev- 
eral types of commercial lighting have 
been installed not only to provide ade- 
quate light, but also to serve as a 
showroom to prospective customers. 

The “L”-shaped counter is located 
in a large, open section of the build- 
ing to accommodate as many counter 
customers as possible. Back-up coun- 
ter stock is directly behind the coun- 
ter, within quick and easy reach of 
counter personnel. The warehouse is 
located near the counter bins for the 
convenience of warehouse personnel 


facilities lead directly to the counter 
area. For shipping and receiving, sep 
arate docks not only provide adequate 
parking for loading and unloading, 
but are located in areas most conve 
nient for ease in the flow of goods 
from the time they are received until 
they are shipped. 

“We are proud of our new location 
and the facilities we have to offer our 
customers for better service,” Rohner 
says. “We will attempt to live up to 
our motto of serving the customer 
better in every possible way.” 
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Pinpoints the Information You Need on... 





Industrial Electronics 


By W. J. Novak 
And J. F. McPartland 


HE field of industrial electronics 

embraces an extremely wide and 

varied assortment of equipment, 
component parts and supplies. This 
includes the many industrial and com- 
mercial control and power 
which utilize electronic circuitry in 
their operation—from motor controls 
and welding controls to data process- 
ing machines, radio and TV_ broad- 
casting equipment and __ laboratory 
power supplies—to the almost endless 
inventory of parts which go into their 
manufacture and maintenance. 

The term “electronic” is commonly 
applied to equipment which contains 
electron tubes or transistors and their 
associated circuitry. This covers de- 
vices in which the design is based on 
the flow of current in electron form, 
usually through vacuum or gas-filled 
tubes or through solid devices known 
as semi-conductors. Although this type 
of current flow can be high power 
and high amperage in large rectifiers 
for dc energy supplies, electron cur- 
rent flow is frequently in thousandths 
of an ampere (called milliamperes) 
or even millionths (called micro- 
amperes). For this reason, it is com- 
monly said that the difference be- 
tween electricity and electronics is 
the placement of the decimal point, 
e.g., 100 amps at 120 volts as against 
0.001 amps at, say, 12 volts. 

Logically, the term electronics 
when applied to components has been 
expanded to include the parts peculiar 
to use in electronic circuits—resistors, 
capacitors, relays, coils, small trans- 
formers, rheostats, chokes, con- 
nectors, terminals, small switches, test 
equipment and accessories 


devices 


Electronic Equipment 


Modern equipment and apparatus 
which is electronic in nature includes: 

Motor Control—A number of types 
of electronic motor controllers are 
commonly used in industrial electrical 
systems. All such devices are first of 
all motor controllers—that is, they are 
identified according to their function 
To arbitrarily call such devices “elec- 
tronic controllers” places prime em- 
phasis on the nature of their operation 
rather than their function and tends 
to suggest a line of demarcation be- 


March, 1960—ELECTRICAL WHOLESALING 


tween such devices and other motor 
controllers which are not electronic 
in the nature of their operation. In 
fact, many applications can very well 
use electronic or non-electronic con- 
trollers, provided they have similar 
functions. Many electronic control ap- 
plications represent only more effi- 
cient ways of doing what was for- 
merly done by non-electronic devices. 
With motor controllers and with other 
control and power equipment, the 
term “electronic” should not be used 
when concern is with the function of 
the equipment. Such usage only adds 
confusion and is often cause for re- 
jection of the equipment by the cus- 
tomer who equates the term with 
undue complexity. 

Electron tube circuits are often used 
in control of electric motors and gen- 
erators. Such uses include control of 
motor speed and control of generator 
output voltage. A de shunt motor, for 
instance, may be varied in speed by 
varying the voltage applied to its 
armature or the voltage applied to its 
shunt field. Such speed control can be 
accomplished by use of variable re- 
sistance in the armature circuit and in 
the shunt field circuit, with de power 
applied to the motor leads. Such ap- 
plication is non-electronic. 

Another method of speed control 
for the same motor might use a dc 
generator driven by an ac motor to 
supply a variable voltage to the arma- 
ture, with a smaller dc generator to 
supply a variable voltage to the shunt 
field. This method is still non-elec- 
tronic, but it has certain advantages 
over the first method where the load 
on the controlled dc motor varies. 

A third method of accomplishing 
the same results makes use of elec- 
tronic tube rectifier circuits to replace 
the bulky, expensive and relatively 
inefficient ac-de motor-generators. In 
such a case, the controller function 
remains the same but the nature of 
operation is different. And today, the 
electron tubes in such circuits, thyra- 
trons or ignitrons, are being replaced 
by much smaller, more efficient solid- 
state devices known as silicon recti- 
fiers —from the family of devices 
known as semi-conductors. In any 
such circuit, the number of rectifier 
units and the actual circuitry will 
vary with the size of the motor. In 
smaller size units, selenium rectifiers 

-solid-state discs—are often used, or 


even vacuum-type amplifier tubes are 
used. And along with these devices 
goes a variety of circuit parts. 

Other electronic circuits are incor- 
porated in motor control equipment 
to provide automatic regulation of 
motor speed. This may _ involve 
changes in speed to meet require- 
ments of the driven load or it may 
require maintaining a constant speed 
output from the motor. Of course, 
manual control of speed is provided 
by the types of controllers described 
above. In such cases, the operator 
uses his brain and hand to correct 
for any errors in speed—adjusting the 
speed as required. In automatic regu- 
lators, the circuitry itself constantly 
checks the actual motor speed against 
an input signal which represents the 
desired speed and makes changes in 
speed when necessary. 

Many industrial processes and op 
erations depend upon effective motor 
speed control. A typical example is 
any form of material reeling. Say 
cloth or paper is reeled by being fed 
to a motor-driven drum. With the 
speed of material feed to the drum 
constant, the driving motor must re- 
duce its speed as material is added on 
the reel, making its diameter larger 
and taking more material from the 
feed on each successive revolution of 
the drum. An automatic speed regu 
lator for the motor could use an input 
signal based on the tension in the ma- 
terial in the feed to adjust the speed 
for constant tension. In this way, the 
speed will change as required by in 
creasing diameter of the reel 

Electronic speed controllers and 
voltage regulators for use with indus- 
trial systems are made in compact 
enclosures or panelboard-type layouts 
for ready installation and relatively 
simple connection into their asso- 
ciated drives. Such equipment is com- 
pletely packaged and may be standard 
off-the-shelf models or custom-built 
controllers. Units are available which 
provide for ready connection of ac 
power to the controller input and con 
nection of the dc motor to the output 
terminals. Even complete, automatic 
control, variable-speed drives are 
packaged for line connection to an 
ac circuit and load connection to the 
shaft of the de drive. 


Next Month: 
industrial Electronics—ll 











Restaurant?* 


O YOU suffer from the crush of downtown conges- 
tion? Do you want to build up a good counter busi- 
ness? One of the best answers seems to be: move into 
an existing building (or build your own) in a new loca- 
tion outside the downtown area 
These were the reasons why The F. D. Lawrence 
Electric Co. moved (into an existing building) from the 
downtown shopping and business area of Cincinnati, 
Ohio, to a 15-minute-away-drive in the suburbs. 
According to Howard Holiday, sales manager of the 
firm, “Contractors like to pick up material in the early 





AREA where get-acquainted meetings are held, counter busi- 
ness is done. Emil T. Glaser, president (left), and Howard 
Holiday, sales manager, discuss future promotions 
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Insurance Firm?* 


“wie Real Estate Agency?* 


Getting Them 


morning and late afternoon. But that’s when the traffic is 
thick. We had no real parking facilities downtown, and 
it used to take customers 15 to 20 minutes just to fight 
their way through traffic and park. 

“Now we have plenty of parking space and there’s not 

much traffic. Customers can come in, park, get their 
material and be out in record time. And,” Holiday added, 
“our trucks don’t have to fight traffic on rush orders.” 
e Too Much Hoofaraw—However, it wasn’t that simple. 
It wasn’t just a matter of moving to bigger and better 
quarters and picking up a counter business and contrac- 
tor trade that F. D. Lawrence never had downtown, 
where they concentrated primarily on industrials. 

The trek to the outskirts brought new problems. Al- 
though the “new” building had an efficient one-floor 
operation and ample room for expansion, there were two 
big headaches to contend with. 

Number one was the fact that the facade of Lawrence 
Electric’s building looked, in Holiday’s words, “too ex- 
clusive and unlike an electrical distributing firm.” Accord- 
ing to Holiday, “we were afraid (see picture above) our 
customers and potential customers would think we were 
raising too much hoofaraw—that we were going ‘high- 
hat’. 

“The second problem was letting customers know that 
we weren't far away and that our facilities were 100% 
more efficient than they had been.” 

e The Answer—tThe solution lay in promotion, which 
Holiday calls “a never-ending thing.” Putting his creative 
talents to work, he designed a campaign to get customers 
past that “exclusive” front door. 

e “Cook’s Tour”—A series of 15 distributor-manufac- 
turer-run product meetings were held. Purchasing agents, 
contractors, engineers and electrical inspectors were in- 
vited. Correct names and titles were obtained from the 
electrical league (an invaluable follow-up list) and invi- 
tations were sent out to each individual. Idea: prior to 
each meeting, a “cook’s tour” of the firm’s facilities was 
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HOLIDAY TOUR of Lawrence Elec 
tric’s warehouse facilities spotlighted 
areas seen in pictures below. Registra 
tion was taken at warehouse entrance; 
note pads and pencils gave visitors op 
portunity to jot down service, sales and 
stock highlights. Tour was followed up 
with product meetings and refreshments 


WwW 


CONDUIT 


ae — 
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* None of them. Answer: electrical distributor. The F. D. 
Lawrence Electric Co. wasn't sure customers were seeing 
the right corporate image. To correct any wrong impres- 
sions, several get-acquainted open-houses were held. 
Results: close customer ties, many more new accounts. 


Through the Door 


held. Visitors “saw our stock and were told of our repu- 
tation for good service,” says Holiday. Object: tighter 
ties with old accounts; get new accounts. Results: closer 
ties created; over 100 new accounts. 

Before each tour visitors registered at the entrance 
to the warehouse. The registration list obtained was an- 
other valuable follow-up sheet for salesmen. Visitors 
were then given note pads and pencils so that they would 
be able to jot down any beneficial information on stock 
(new products, lines, special items) and service (engi- 
neering help, etc.). Holiday led them on a guided tour 
of the various sections of Lawrence Electric, showing 
them the conduit shed, shipping and receiving, order 
filling and counter area, spotlighting the fact that to 
fill an order and ship it, the warehouse men do not 
have to go more than 100-ft. in any direction. After 
each excursion and distributor-manufacturer run prod- 
duct meeting, free refreshments and food were served 
(no hard liquor). 

Lawrence Electric’s office area, as part of this pro- 
gram, was out of the sight-seeing picture, unless one of COUNTER 
the visitors requested a “look-see” at this phase of the 
business 

Additional support was given to these meetings, by 
advance promotion through direct mail pieces, letters 
and through salesmen “talking it up” on their calls to 
various accounts. 

e Holding On—Holiday uses other promotion ideas too: 
regular mailings of new product literature; specials on 
electrical equipment displayed in the large counter area; 
direct mail and—‘“the old fashioned greeting.” 

@ Old-Time Method—Holiday’s office window looks out 
on the customer-entrance. “When I see them come in, | 
go out to greet them and offer help in any problems they 
have. It’s tremendously effective.” 

Referring to F. D. Lawrence Electric’s facade again, 
Holiday quips, “It’s just a front—for a booming business 
out back.” Reason? Promotion. 
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HOME-STUDY ELECTRICAL COURSE 


ELECTRICAL WHOLESALING Magazine 


C crtitiat t Ach 


fi AnH D v4 


WIN this certificate, lettered with your name and suitable for framing, by successfully completing this... 


20-Hour Electrical Course Test 


These 40 questions represent the final examination for EW's 20-Hour Electrical 
Course. The instructions for taking the test are detailed below. Designed as an 
“open-book"’ examination—that is, one in which textbooks may be referred to— 
it will thoroughly test your knowledge of electrical technology. Good Luck! 


and return pages 78 and 79 from this issue; return 
only your own answer sheets. 


formal aspects of EW’s 20-Hour Electrical 
Course (May, °59, p.56 and Jan. °60, p.104). 


The ground rules for taking it are as follows: 


He: is the examination that completes the 


1. Answer each of the following questions or 
complete the statement by selecting the correct phrase. 
In no case is an answer longer than two to three 
sentences expected. Most questions can be answered 
in a few words. They will be marked solely on their 
technical content—not on grammar or writing style. 

2. The three textbooks* on which the course is 
based may be referred to freely while taking the 
examination. 

3. All answers should be written or typed on a 
sheet or several sheets of paper (any kind will do) 
identifying your answers by numbers corresponding 
to the numbers of the questions. Do not write your 
name or address on any of your answer sheets. 
Instead, write your name and address on a separate 
covering sheet and attach it to the others. This is 
necessary to facilitate our very objective method of 
grading the answers. Important: do not write on 


*“Elementary Applied Electricity,” “Electrical Equipment 
Manual,” “Electrical Systems Design.” 
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4. Each of the 40 questions is worth 2.5 points. 
A score of 75 or better (in other words, no more 
than 10 wrong answers) represents a passing grade. 
Notification of a passing grade will be by receipt of 
course certificate; otherwise, there will be no notifica- 
tion. 

5. Address answer sheets to Electrical Course 
Editor, ELECTRICAL WHOLESALING, 330 W. 42nd 
St., New York 36, N.Y. To facilitate our grading of 
the tests, the deadline for the second class will be 
May 2, 1960; later deadlines for following classes 
will be announced subsequently. 

The offering of this course was made in the belief 
that acquiring a _ well-rounded understanding of 
electrical technology is a distinct asset and demands 
a planned approach. The kind of knowledge that 
will make a salesman valuable to his customers can 
only come from a formal effort at learning. And 
outside of the industry’s own training programs, 
self-instruction is the only way in which a salesman 
can initiate and carry forward his own technical 
development. The 20-Hour Electrical Course, as 
created by ELECTRICAL WHOLESALING, is aimed at 
building a basic framework of electrical understand- 
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ing with the mimmmum possible time and money 
investment on the part of the salesman. 
This opportunity is yours for the taking. 


SECTION I—THEORY 


l. 


A voltmeter must always be connected (in series, 
in parallel) with the load across which the 
voltage is to be measured. An ammeter must 
always be connected (in series, in parallel) with 
the load through which current is to be measured. 
(Select the phrases which correctly complete 
these sentences.) 

State Ohm’s Law in three different ways. 

A 220-volt motor is drawing 2.75 amps. What 
is the apparent resistance of the motor? 

In a two-wire 120-volt circuit supplying three 
series loads rated 6 ohms, 4 ohms and 2 ohms, 
what is the value of current flow? 

If a current of 12 amps flows through a load 
which has a resistance of 20 ohms, what is the 
voltage across the load? 

If a two-wire 120 volt circuit supplies three 
load resistances in parallel rated 30 ohms each, 
what is the current through each load resistance 
and what is the total current of the circuit? 
What is the effective total resistance of three 
load resistances rated 4 ohms, 8 ohms, and 
24 ohms and connected in parallel? 

A lamp connected on a 115-volt, two-wire circuit 
draws a current of 0.87 amps. What is its 
rating in watts? 

An electric iron has a resistance of 50 ohms. 
At 110-volts, what power in watts does it 
consume? 

A 25-watt incandescent lamp is burned for 
2,000 hours. How many kilowatt-hours of en- 
ergy were consumed? At 3 cents per kilowatt- 
hour, what was the cost of the energy used? 
A two-wire circuit runs from a circuit breaker 
in a panelboard to feed, ten 100-watt, 120-volt 
incandescent lamps connected in parallel in a 
school interior. Each of the two circuit con- 
ductors has a resistance of 0.5 ohms from the 
CB to the first lamp outlet connected on the 
circuit. If the circuit voltage is 120 at the 
panelboard, what is the voltage drop in the cir- 
cuit up to the first outlet and what is the volt- 
age at that outlet? What is the power dissipated 
in the line conductors? 

In an alternating-current circuit what is the 
total impedance of a series load which contains 
resistance of 10 ohms, inductive reactance of 
20 ohms and capacitive reactance of 15 ohms? 
A 110-volt ac circuit supplies a series load of 
10 ohms resistance, 9 ohms inductive reactance 
and 6 ohms capacitive reactance. What is the 
value of current flow? 

The apparent power of an ac circuit is 600 
watts. If the power factor is 0.92, what is the 
true power? 


SECTION II—EQUIPMENT 


15. 


Name six types of incandescent lamps and 
designate application of each in a few words. 
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16. 


iv, 


18. 


19, 
20. 


30. 
31. 


34. 
33, 


Name three types of fluorescent lamps and 
indicate the differences among them. 

In the code designation of fluorescent lamps 
(e.g. 96T12), what does the number following 
the T designate? 

State two ways in which stroboscopic effect o 
fluorescent lamps can be reduced. 

What is a “universal motor’? (Briefly) 

From what does the capacitor motor get its 
name? 

Name the two types of 3-phase induction motor. 
How do they differ? 

What type of ac motor is sometimes used for 
correcting low power factor in an electrical 
system? 

What are the allowable current-carrying capac- 
ities of the following types of conductors (based 
on the National Electrical Code tables for not 
more than three conductors in a raceway)-—#8, 
type TW; #2/0, type RHW; #2, type AVA; 
and 500 MCM, type R? 

What is type UF cable? Type NMC? Type SE? 
In what minimum and maximum trade sizes is 
electrical metallic tubing available? 

Name two types of galvanizing used on steel 
conduit. 

Where may EMT be used for wiring of circuits 
over 600 volts? 

Under what circumstances is the use of surface 
metal raceway prohibited by the NE Code? 
Under what circumstances does the NE Code 
prohibit use of underfloor raceways? 

What is an open-type switchboard? 

What is a split-bus panelboard and what is it 
used for? 

How does a mercury switch work? (Briefly) 
What is a “gang” box? 


SECTION HII—SYSTEMS 


34. What are the permissible ratings in amperes of 


35. 


39. 


branch circuits supplying two or more outlets? 
When a branch circuit supplies a load which 
will be in operation for long periods (hours)— 
such as office areas, schools, etc.—the 
circuit must not be loaded in excess of - % 
of its full rating. 

In branch circuits, voltage drop should be held 
to a maximum of % of the value of 
voltage at the circuit overcurrent device. 
Branch-circuit conductors serving only one 
motor must have a current-carrying capacity of 
not less than ———% of the full-load current 
rating of the motor. 

The voltage drop in a motor feeder, from the 
service entrance to the point of origin of the 
motor branch circuits, must never exceed 
—__—%. But a maximum voltage drop of only 
—_—% is widely used and recommended. 
According to the NE Code, all interior ac 
wiring systems must be grounded if they can be 
so grounded that the maximum voltage to 
ground does not exceed ——— volts. 

In what types of buildings are emergency 
electrical systems generally required to be 
installed? 


stores, 
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. It's so easy to bend! 


mark RIGID 
STEEL CONDUI 


... HAS MORE SUPERIOR FEATURES 


Clayton Mark Rigid Steel Conduit is made of special quality steel 
that bends, cuts and threads easier. Threads on pipe, elbows and 
couplings are accurately-cut standard gauge and then galvanized 
to prevent rusting. A super-smooth, interior surface speeds wire 
fishing while the new zinc plating process gives a heavier uniform 
finish for longer life. 


BUY THE BRAND THAT HAS OFFERED MORE 
SUPERIOR FEATURES SINCE 1910 


ELECTRICTUBE EMT 
The satin-finish, close 
grained, electro-galva- 
nized exterior surface 
has exceptional corro 
sion-resistant life. The 
super-smooth interior 
surface permits easy 
feeding, pulling around 
bends and re-feeding of 
wires with less time 
and effort 


HOTKOTE 
Special hot-galvanizing 
process + employed to 
coat exterior and in- 
terior surfaces. These 
surfaces are then cov- 
ered with ga transpar- 
ent lacquer and baked 
This provides a perma- 
nent bond with con 
crete and permits easy 
pulling of wires 


ENAMELKOTE 
Both exterior and in- 
terior surfaces are 
coated with the high 
est grade black enamel 
which is specially pre- 
pared and scientifically 
baked on to insure ad- 
hesion and prevent 
flaking in bending 
Wires pull through with 
extreme ease 


GALVAKOTE 
Exterior surfaces are 
coated with pure zinc 
evenly deposited by the 
electro-plating process. 
It will not crack under 
severe bending. Inte- 
rior surfaces are evenly 
coated with a baked 
enamel which is ex- 
tremely smooth and 
easy to work with, 


AVAILABLE IN ALL 5O STATES 


AND COMPANY 
1903 DEMPSTER STREET - EVANSTON, ILLINOIS - U.S.A. 


IA WATER WELL SUPPLIES ) TUBING 
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TAKES ROUGHEST PUNISHMENT 
DURING CONSTRUCTION 


NO TARRING OR SPECIAL EXTERIOR 
PREPARATION NECESSARY 


GREATER INHERENT AND 
STRUCTURAL STRENGTH 








To Speak at Electric House Heating Exposition... 


SYMPOSIUM speakers, representing the 


tributors, who will make their addresses 
W. C. Wallis, Southern Supply Co., 
Supply Co., Detroit, Mich., 
Ohio 


Jackson, 
and Phil Furbay, Furbay Electric Supply Co., 
The talks will be held as part of a three-day program 


National Association of Electrical Dis 


at the Chicago show, left to right, are: 


renn.; Herb Blumberg, Cadillac Electric 
Canton, 


Distributors at Chicago Show 


Distributor talks will be part of NAED symposium at 
first National Electric House Heating Exposition. 


HREE ELECTRICAL DISTRIB 
UTORS will speak on the electric 
heating market this month in a 
special NAED symposium at the 
first National Electric House Heat- 
ing Exposition being held in Chicago 
ym March 21, 22, and 23. The three- 
day event is sponsored by the Electric 
House Heating Equipment Section of 
the National Electrical Manufacturers 
Association 
Speaking as representatives of the 
National Association of Electrical 
Distributors are: W. C. Wallis of the 
Southern Supply Co., Jackson, Tenn., 
who will speak on “The Merchan 
dising of Electric Heat—-Whose Re- 
sponsibility?” Herbert G. Blumberg 
of Cadillac Electric Supply Co., De- 
troit, Mich., will speak on the topic, 
“Can The Electrical Distributor Af 
ford To Lose The Electric Heating 
Market?” Phil M. Furbay of Furbay 
Electric Supply Co., Canton, Ohio 


Electrical Show To 
Open In New York 


NEW YORK—tThe Sth National 
Electrical Industries Show will be 
held in the New York Coliseum on 
March 6-9 with a display of 300 ex- 
hibits. 

Marking the beginning of a new 
era in the electrical industry, Harold 
R. Meyer, director of the show, 
claims it to be “as timely as today’s 
newspaper.” Not only will many new 
products be introduced for the first 
time, but the Consolidated Edison 
Co., a local utility, will exhibit an 
animated, colored, three-dimensional 
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will present his talk on “An Electrical 
Distributor Speaks On Electric Heat.” 
The NAED symposium will be held 
on Monday, March 21, in Chicago’s 
Sherman Hotel at 3:30 p.m. 
e Exhibit—The exhibit portion of 
the exposition will unveil new appli- 
cations in the field of electric heat- 
ing. Included will be: all types of 
direct resistance heating 
equipment, zone-type heat pumps, 
control heat pump systems, insula- 
tion, and electric controls. Exhibitors 
include leading manufacturers’ of 
electric house heating equipment. 
e Demand Is Great—Demand for 
space has been beyond expectations 
according to Stanley B. Aronson, 
general chairman of the exposition 
This is the best possible evidence of 
the importance that manufacturers 
attach to this first exposition devoted 
to the great and growing field of 
electric home heating, Aronson said. 


electric 


model of their nuclear-steam-electric 
generating station, at Indian Point, 
N.Y. 

An estimated 20,000 
expected to be on hand for the four- 
day event. The show is open by invi- 
tation only to electrical distributors, 
contractors, electricians, engineers, 
utility men, builders and members of 
the electrical industries’ allied fields 

Among the new products to be 
introduced will be: an interchange- 
able line television flush receptacle; 
a new system for communication in 
hospitals; a quartzone tube electric 
heater; and a new line of 100-amp 
meter sockets. 


visitors are 





read all 
about new 


GUARANTEED 
FOR LIFE 
PROMOTION 


on Murray “MP” 
circuit breakers 


this 4-page ad 

also appears this 
month in Electrical 
Construction and 
Maintenance... and 
in following months 
more hard-selling 
advertising in... 


Qualified Contractor 

Contractors’ Electrical 
Equipment 

Electrical South 

New England Electrical 
News 

Electrical West 

Chicago Electrical News 

American Builder 

Electrical Urge 

IAE! News Bulletin 


Tie-in! Cash-in! 
Stock up now on 
“MP” breakers and 
load centers! 


ELECTRICAL WHOLESALING—March, 1960 





FULLY MAGNETIC 
PLUG-IN TYPE 
COMPETITIVELY PRICED...AND NOW 

















because only the best offers 


fully magnetic circuit breaker protection 


carries full rated load * no derating * unaffected by heat 


installs anywhere « protects against flash shorts * no nuisance tripping 





Superior branch circuit protection * ends callbacks 








Beat Breaker 
in Biqggee 
Promotion Ye L- 


BEST FOR HOMEOWNERS 


—- 











Full “MP” 6-Point Circuit Protection 


Always Carries Full Rated Load—“MP” break 
unaffected by heat, can be installed anywhere, carry 


rated load at all time 


temporary overioad or in 


Never Trips Unnecessarily 
rush loads of additional appliances will not cause “MP” 


breakers to trip unnecessarily 


Gives Superior Branch Circuit Protection 


tection ayainst flash short 


Acts Instantly On Short Circuits — trips instantaneo 


on short circuit 


Resets Immediately, No Waiting — “MP” breake: 
no cooling’ period to reset yet can't be closed while 


ou overload continue 
Only 2 Handle Positions o guessing whether breaker 
is on or off 

MODERN CONVENIENCE AND SAFETY THAT'S 


GUARANTEED FOR LIFE ASSURANCE OF THE 
HIGHEST QUALITY PROTECTION 


PLUS...THESE 
MONE Y-MAKING 
SALES AIDS... 


to help you sell the safety of 
fully magnetic “‘MP"’ protection 
and the security of a lifetime 
guarantee — 


... against defective materials or workmanship 


R CONTRACTORS 


BEST FO 


nana 





Fast Installation—WNo Callbacks 


Installs Anywhere — Unaffected by |} , “MP” breakers 
can be installed near furnace t r or heating 
outlet — wherever it’s best for short wiring runs and 


maximum convenience. 


Rigid Plug-In — Practical de 
be plugged in with minimum of 


tive electrical contact 


Eliminates Callbacks 
problem; callbacks are eliminated to give you maximum 


profits per job 


Customer Satisfaction — satisfied customers cal 
their next electrical job, recommend you to friends 
neighbors, help build your reputation for providing 


finest in circuit protection. 


SUPERIOR CIRCUIT PROTECTION THAT'S . . . GUARANTEED 
FOR LIFE... A SELLING POINT THAT INSTILLS CONFIDENCE 
IN THE WHOLE WIRING JOB 


Helpful consumer booklet aims at getting 
rewiring business; sells full Housepower 
and ‘‘MP"' Guaranteed For Life Protection 
through your services 


Guaranteed For Life sticker on each Mur 
ray Load Center you install is designed to 
take your company name. Serves as re 
minder to homeowners and neighbors that 
yours is the firm to call for satisfactory 
electrical service. 


Guaranteed For Life Warranty which you 
give homeowner on completion of job 
ossures her that you have provided the best 
possible circuit protection 





during life of original installation 


BEST FOR DISTRIBUTORS 


arly maqneter 


orced breakers 


Satisfied Contractors—WNo Returns 


Contractor Satisfaction — “MP” 
rated load require 0 


t 
ie ly 


No Complaints — fully 


CAS, & Alf ource 


Competitively Priced — you hand 
tractors’ customers the finest 


ompetitive price 


ibie Ir 


Full Line Of Breakers — “MP” breakers are avail: 
t 120/240 


these rating ingle and two pole, 15 to 50 ampere, 


Volts A.f 


Full Line Of Load Centers — from 2 to 42 
iintight construction and all with Murray eas; 


or Yi 


feature 


FAST MOVING LINE THAT'S . . . GUARANTEED FOR 
LIFE . . . PROOF YOU'RE SELLING THE FINEST 


Monthly advertising to builders in the 
pages of The American Builder sells the 
sales advantages of Guaranteed For Life 
MP" breakers—helps you get more 
business 


Two color, four page folder for builder 
architect files points up sales promotional aids 
available like: model home signs, salesmen's 
fact sheet, mobiles, guarantee certificates, load 


center stickers, etc 


See last page on how you can take advantage of 
the Murray ‘‘MP"’ Guaranteed For Life Promotion. 


Backed bya |» 
Full Line of 
Load Centers 


... With features that make wiring 
easier, faster, more economical 


neutrals on top near main 


U.L. approved connectors for 
copper and aluminum wire 


Flush mounting adjustments 
Shallow box construction 


Sequence bussing for 2 and 3 pole 
circuits 


Plenty of knockouts, 
generous wiring room 


Circuit breaker 
center Will con 
non-interchangeal 
quirements of Par: 
of 1959 N.E.«A 
July 1, 1960 


Main Lugs Single and 3 phase, 2 to 42 circuits, 


40 to 200 amps, indoor and raintight 


Split Bus 14 to 42 circuits, 125 to 200 amps, 


ntight, double mains 


Main Breaker 
Disconnect ndoor and raint 





HERE’S WHY “MP” 
GUARANTEED FOR LIFE 
BREAKERS ARE BEST 


HOW THE “‘MP"’ BREAKER WORKS 


Reason for the complete circuit protection provided by the 
MP" breaker lies in the fully magnetic ‘iron core’. Breaker 
is designed to operate on current only not heat —thus can 
provide complete protection at ali degrees of overload 





Here's how you can cash in on this 


ANTEED FOR LUPE Program 


our supply of “MP” promotional material. Use 
to Murray 


st thing. Get 


’s out of them write directl\ 


ill your rewirin 


contractor wit! 


GUARANTEED FOR LIFE 
MURRAY "'MP’’ FULLY MAGNETIC CIRCUIT BREAKER 


y “MP” Fully Magne 


Guaranteed For Life sticker with your name on 
load centers containing ““MP” circuit breakers 
leads to new business. 


satistaction, 
stickers and warran- 


customer 
Guaranteed Fo) Life 


new load centers 


build 
Yo vd find 
ties In all 
our entire builder list 


Mail 1) * pay u1lidael ) ! 
yo for the extra sales clincher of Gua) 


“MP” breakers 
need from Murra 


You can ge 


ise fully magnetic “MP” circuit 
GUARANTEED FOR LIFE! 





Distributors: 


story from 


our Murray representative. He’ll supply you with all the promotional 
materials you need: mobiles, window streamers, wall charts, countergiveaways, etc 


takes just a minute. Let your customers know you’re headquarters for Guar- 


Put up display items 


anteed For Life “MP” breakers. 
stocks of “MP” breakers and load centers. If they’re below top levels—order now! 


( heck 


Murray Manufacturing Corp., 1250 Atlantic Avenue, Brooklyn 16, N. Y. 
send 


Gentlemen A circuit breaker that Guaranteed For Life! I'm interested. As soon as possible 
me complete information on everything 


Name 
Address 


Murray Manufacturing Corp. Type of busine 


1250 Atlantic Avenue 
Brooklyn 16, N. Y. 


My wholesaler 








Pd 


-\r ye ) 
Jefferson’s new Devos ballast 
can’t drip compound-ever! 


Jefferson has definitely solved the messy prob- 
lem of ballast compound leakage—by replac- 
ing conventional compound with an entirely 
new thermo-setting material. It fills the entire 
case and permanently bonds case, core and coil 
into one solid unit. This dry, solid-fill material 
is so chemically and physically stable, it can- 
not combine or react with any other material 
in the ballast—it cannot soften or liquefy 
under any operating conditions—for the life 
of the ballast. The DRI-LOK is the only 


ballast ever built that offers this positive 


protection against compound leakage. 

THE NEW DRI-LOK BALLAST IS 
ENGINEERED TO MEET NEWLY PROPOSED 
CBM HIGHER LIGHT OUTPUT STANDARDS 
The extreme stability and solidity of the DRI 
LOK fill material assures that every DRI-LOK 
ballast will deliver uniform full rated light 
output, and be uniform in temperature and 
sound level, whether the installation contains 


2 or 200 ballasts! 


Write today for complete details and specifications. 


Jefferson IDFeLOLS 


Jefferson Electric Company 
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New Blue FLUORESCENT BALLASTS 


Bellwood, Iilinois 
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ACID 


SULFURIC 


CHEMICAL FUMES AND WATER 


HEAT AND DUST 














EVEN SULFURIC ACID 
CAN'T HURT WIRING 
PROTECTED WITH 
SEALTITE FLEXIBLE, 
LIQUID-TIGHT CONDUIT 


Sulfuric acid, caustic soda, hot soot, grime, steam, 


HEAT, STEAM, VIBRATION AND WEATHER would ruin wiring 


to these soot blowers if not protected in 2” Sealtite 


salt spray, weather and vibration are eight good rea 
sons why Tampa Electric sealed 600 feet of crucial 
wiring in Sealtite at their recently expanded Gannon 
Power Station. 

Even these roughest of service conditions can't faze 
angie, ' this flexible, liquid-tight conduit. Its tough extruded 
: polyvinyl jacket proves itself in arctic cold and tropi 
cal heat. It resists moisture, oil, dirt,-even salt spray 
and corrosive chemical fumes. And—its flexible metal 
interior absorbs vibration. That’s why Sealtite often 

outlasts rigid conduit 
Look over the examples to see how Tampa Electric 
takes full advantage of Sealtite. One of them might 
suggest a way you, too, can increase your wiring effi 


ciency by eliminating potential trouble spots 


FOR YOUR CUSTOMERS be ready to supply Sealtite 
They'll ask you for the genuine—the quality conduit 
printed “Sealtite” and “Anaconda” every foot on the 
cover. Stock both types of Sealtite—U.A. and E.F 
Available in black or gray—in standard cartons ane. 
on nonreturnable reels, at no extra cost 

Free Booklet S-539 gives full information on 
Sealtite. Write: Anaconda Metal Hose Division, The 


American Brass Company Waterbury 20, Connecti 


SALT SPRAY AND WEATHER buffet these circulating water 
pump motor connections all year round. But 315" and 
Sealtite keep wiring dry and trouble-free 


HEAT, COAL DUST AND VIBRATION would constantly threaten 
this control wiring connecting coal gates and motor leads 


fit werent protected in | ind *," Sealtite 


cut. In Canada: Anaconda American Brass Limited 
New Toronto, Ont. Sealtite is approved by Canadian 
Standards Association ' “Mu 


insist on the conduit marked 


sEALTITE 


Flexible, Liquid-Tight Conduit 


ANACONDA’ 


PRODUCT 





You'll see this ad in the following 
magazines: 


Electrified Industry 

Illuminating Engineering 

American City 

Electrical World 

Factory 

Plant Engineering 

Electrical Construction & 
Maintenance 

National Petroleum News 

Institutions 

Purchasing Week 


This hard-hitting ad is aimed at your 
customers, but Light Insurance 
means big things for you, too! 


1. Light Insurance heips your 


salesmen sell. 


2. Light Insurance heips win 


customers and keep them happy. 


3. Light Insurance speeds seul. 
ing action—and that means greater 
profits—and that means it’s good! 


AND YOU ARE 





for Sylvania 
Fluorescents 


How can Sylvania do a thing like this? Issuc 
ince policy after another to guarer te 


lighting value 


one insur 
¢ that you get maximum 
r your money back! Simple! 

Because Sylvania in one lighting product 


alter another con 
sistently gives you the lowest TC] Total Cost of Lighting 
of any brand. (TCI equals ¢ f lamp or starter plus 
power plus maintenance.) 


Because Sylvania lighting engineers 


fently break the 
ICL barrier to bring you mor 


f for less cost 


Because Sylvania through its outstanding research and de vel 


Policy. Or writ 
§ ‘ 


.) n,Ma 


f 


for Sylvania 
Incandescents 


opment—has beer ut front in superior lighting 
There’s just no question that Syiy inia lighting products do 
Provide top performance and will keep right on doing it! 
(You don’t think we want to return your money, do you?) 


Next time you buy Fluor scents 
Vapor Lamps, or 


supplier gives 


Incandescents, Mercury 


Starters, be sure your representative or 
our exclusive Sylvania Light Insurance 


& Produ a Diy 
a f 62.6 


OR 





Sell Light Insurance...sell 
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S| light insurance policies... 


THE BENEFICIARY! 


155 
; “ring a 
f DWeaniz 


for Sylvania 
Mercury Vapor Lamps 5p SUPE LIE 
tarters 


Sylvania!...and you sell fast! 


FOR FURTHER INFORMATION WRITE: Syivania Lighting Products, a Division of Sylvania Electric Products inc., Dept. 62, 60 Boston Street, 
Salem, Mass. In Canada: Sylvania Electric (Canada) Ltd., P.O. Box 1190, Station “O,"" Montreal 9. 
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KILLARK...THE MOST COMPLETE 
of ALUMINUM FITTINGS and 


One source for all your fitting needs 
FEATURING... 


Durable, lightweight all-aluminum construction 

Rustproof, corrosion-proof 

For standard and hazardous locations 

Fast, dependable deliveries from 19 strategic warehouse locations 
Backed by over 40 years’ experience 


EXPLOSION-PROOF FITTINGS 
as. AE 








ELECTRIC MANUFACTURING COMPANY 
VANDEVENTER AND EASTON AVE. - ST. LOUIS 13, MO. 
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and FASTEST-EXPANDING LINE 
FIXTURES IN AMERICA 


$Ne 
ty i > ta a ~ 
ta q : oe y . 7e) i 
% MP Re Goz é > 4a . 4 . 7 ] 
2 ees ae tots be tk ME St 


PANEL —/ @ DISCONNECT J 
BOARDS # ¥ yee SWITCHES J 


a? 


——-e 
CIRCUIT BREAKERS MOTOR STARTERS 
LIGHTING FIXTURES FOR HAZARDOUS LOCATIONS 


Explosion-Proof Vapor-Proof Dust-Tight 








| ‘Send for Illustrated Literature 


KILLARK ELECTRIC MFG. CO. 

Vandeventer & Easton, St. Lovis 13, Mo. 

Gentlemen: Please send me following material: 
(_] Explosion-Proof Fittings Catalog No. 13 
[_] Condensed Catalog No. 59 
[_] Vapor-Tight Light Fixtures Catalog No. 12 
[_] Circuit Breakers Catalog No. 17 


PG cciticcmcanisniinieienn 

Company__ 

Address__ 

City State 


ate eek pakde dah he ea 
By %y S ia o 
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The nearsighted Mister Magoo says: 














By George, Sir... any 
“Money Saver’ 
make you 








1960 UPA PICTURES, INC 


1. Here’s what you use: 


' “MONEY SAVER” CONTEST 
SPEARHEADS THE DRIVE 


Here’s a guessing contest for your lamp users. It’s fun for your 
customer and a great way for your salesmen to register an im- 


portant sales point... sell more lamps . . . and win prizes, too. 





Contest folder shows how G-E Power Groove* Lamps save 
investment cash—and explains the contest, based on this fact. 


Covers Premium 3 and F-40 as well. 


*General Electric trademark for its non-circular cross section fluorescent lamp. 











5 BRAND NEW, HARD-HITTING Je 
LAMP PROGRESS REPORTS | 2 =a te 





ip 
“fps 
AA h, 





di My Vth iain 
Cover the technical aspects of General Electric , e some Sali ee mI 0 iO 


Lamp superiority. They give salesmen the fact- 
packed story on the new F-40, 40-watt fluores- 





cent... the T10 and T10J, outdoor fluorescents 
. the deluxe phosphors . . . and, of course, the 
new G-E Power Groove Lamps. 
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way you figure it This G-E 
Campaign is designed to 
more money... easier! 





2. Here are additional 
envelope-size sales tools: 


3. Here’s what G. E. is 
doing to back you up: 





3 SOLID MONTHS 
OF HARD-SELL ADS 
IN LEADING 


HAVE ONE 
WITHOUT 


THE OTHER?» 


mann” 
gumcnnt Q evecare } 
+ me PLUOMESCENT 


nee 





Big schedule of carefully 
selected magazines in- 
cludes TIME, NEWS- 
WEEK, BUSINESS WEEK, 
and U.S. NEWS. Mister 
Magoo insert in color 
folds out to demonstrate 
General Electric Power 
Groove Lamps (extra re- 
prints available for your 
own mailings). Full page 
ad devoted exclusively to 
kicking off the MONEY 
SAVER CONTEST. Bal- 
ance of series hammers 
away at the money G-E 
Lamps can save users. 
Free reprints. 


(Top) Deluxe Phosphor Folder — stresses General Electric's 
exclusive complete line of fluorescents with deluxe 
phosphors. Contains actual phosphor sample. 

(Center) Cost of Light Mailer—shows how the latest G-E 
fluorescents have cut the cost of light. 

(Bottom) Uniformity Folder —Compares new G-E Power 


Groove Lamps with “competing” high intensity 
fluorescents. 





oducts—a complete line of 
Lamps. You have the sup- 
dvertising and promotional 


You have the pr 
MONEY SAVER 
port—powerful a 
material. 

NOW — everything's 
Add top accounts to y 


set for bigger lamp sales. 
our books by —? this 

‘ion! General Electric Co., Large Lamp 
Dept. C-016, Nela Park, Cleveland 12, Ohio. 


___ 
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WOLLDNY 
MAM 

A RED CENT . 


BUSINESS MAGAZINES! 


ee ame 


= Monty 
, _ SAVER 
CONTEST” 





General Electr Fworescent (eres 








Progress /s Our Most Important Product 


GENERAL @ 


ELECTRIC 





~_ Woo 
waniwniy 


— i, 











i +. Spragagd 2 ee er Li erete 


ALCOA ALUMINUM RIGID CONDUIT 


heres why: 


EASY TO HANDLE, lift, load, carry, .. Weighs only 14 the weight 


of conventional rigid conduit 


EASY TO CUT, BEND, THREAD : no special tools required 
EASY WIREPULLING, smooth interior finish plus factory-applied 


lubrication 


LOWER INSTALLED COST this has been proved is being proved 


time and again by cost- and quality-conscious contractors everywhere 


LONGER LIFE, LESS MAINTENANCE — Aleoa® Conduit is corrosion 


resistant through and through long-lasting, good appearance 
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means more profits for you... 
more savings for your customers 


EASY TO SELL distributors everywhere are finding new Alcoa 


Conduit their biggest boost in conduit sales and customer satisfaction ALCOA 
If you are not already handling this profit-making line, ask your nearby ROME CABLE 
Alcoa sales office about our Aleoa Conduit Distributor plan. Aluminum DIVISION 


Company of America, 2146-M Alcoa Building, Pittsburgh 19, Pa. 


, exciting drama watct A » Present 
every Tuesday, ABC-TV, and the Emmy Award w 
Alcoa Theatre’ alternate Mondays, NBC-TV 


ALCOA CONDUIT IS SOLD EXCLUSIVELY THROUGH 
DISTRIBUTORS AND ELECTRICAL WHOLESALERS 











NEWS FOR THE 


INDUSTRY 





rounds (nine holes anyhow). Group includes: Tom Pitt (far 
right),Weaks Supply Co., and Bob Snodgrass (second from 


right), Gulf Coast Electric Supply Co 


Y 
f A 


A 7 OR ai 

MARDI GRAS night finds this jolly 
Mr. and Mrs. Joe 
and Mr. and Mrs Joe Rice, Rice Electric Supply Co. P.S. The 


camera: 


Wud) 
it) i" 


fy 


foursome facing the 


Perry, The Electric Supply Co., 


hats were positively required 


Golf, Mardi Gras—and Serious 


That was the 2nd annual NAED Southern Region Con- 
vention, held January 17-20, in Edgewater Park, Miss. 
While the photos emphasize the fun aspects, much time 
was devoted to industry problems—and their solutions. 


Y any standard — attendance, 
speeches, sociableness—the 2nd 
annual NAED Southern Region 

Convention, held in Edgewater Park, 
Miss., January 17-20, scored a dis- 
tinct hit. The 375 distributors, manu- 
facturers and wives attending, engaged 
in three days (and nights) of meet- 
ings, “workshops,” golf tournaments 
and cocktail parties. 

The workshop sessions were an in- 
novation that drew entirely on audi- 
ence participation, with the purpose 
of exchanging useful ideas. Attended 
by members and manufacturers, the 
sessions — five in all ran simulta- 
neously, The workshop that probably 
packed in the most attendance dealt 
with trade relations—‘How can the 
electrical distributor and manufac- 
turer move goods to market more 
smoothly and efficiently?” Subjects of 
other sessions were: 

e Paperwork—‘How 
tributor and manufacturer cut 
on the amount of paperwork?” 

e Employee Training, Sales Meet- 
ings—“How the distributor and man- 
ufacturer can complement each other 
on training programs.” 

e Electric Housewares 


can the dis- 
down 


“What is 


98 


the future of the electrical distributor 
in the housewares field?” 

e New Markets, New Products 
“Where will the distributor fit into 
the future picture?” 

e Pressing Need—Recalling the re- 
curring theme of past NAED meet- 
ings, J. A. Meier, southern region 
vice president, opened the general 
convention session with this point of 
emphasis: “The need to make money 
is nO more pressing for the electrical 
distributor than at the present time!” 

“Has our industry heeded _ this 
warning ...?” asked Meier. “Let me 
put it another way: have the people 
who manage the businesses in this in- 
dustry done anything to raise the profit 
standards of their companies? I can 
only report to you that, based on the 
year-end figures I have seen, very few 
of us can gloat over the profit job we 
did in 1959. And where do we place 
the blame for this poor showing? If 
we are truthful to ourselves, we must 
search no farther than our own of- 
fices.”” 

e Positive Panel— “Don't sell the 
distributor short!” was the subject of 
a panel discussion moderated by J. E. 
Fontaine, Graybar Electric Co., At- 


lanta. Panel members were: George 
C. Howell, Jr., Interstate Electric Sup- 
ply Co., New Orleans; Edwin P. 
Christensen, Mid-Florida Supply Inc., 
Orlando; Earl P. Edgley, Reichardt 
Electric Co., Houston. 

Moderator Fontaine set the scene 
for the statements that followed with 
these words: “ Too often we've 
seen it happen in our own industry— 
this oblique urge to underestimate the 
true value of distribution—and con- 
doned, I might add, by distributors as 
well as manufacturers. 

“We see it in the policies of some 
manufacturers which are in conflict 
with the aims of profitable distribu- 
tion. Direct quoting to the distributor’s 
customers, for example—terms of 
sale that are confusing and illogical 
and almost impossible to translate to 
the trade; cream-skimming; price-ped- 
dling; and big-order baiting. These 
manufacturers are not looking for dis- 
tribution—they’re looking for a con- 
venient outlet for their goods, any 
outlet that will dance to the tune they 
happen to be playing at the time 

“How many of us... . dance along 
to these tunes. Therein lies the other 
half of our problems—ourselves. 

“Too often we sell our own func- 
tions and services short—sometimes 
to the lowest bidder—and not inten- 
tionally. We fail to command the re- 
spect of our good suppliers because 
we’re so busy trying to work out so 
many short-term advantages. It’s these 
short-term gains—if we can call them 
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HIGH-HATTING it, too, on Mardi Gras night is this convivial group, from left 
to right: Norman Schlegel, Cory Corp.; Tom Preston, NAED public relations man- 


ager; Mrs. Ned Breitenmoser; 
Lighting Fixture & Electric Supply Co.; 


Ned Breitenmoser 
Mrs 


Tannehill, both of 
Norman Schlegel. 


and Antone 


Tom Preston; Mrs 


Business, Too 


that—that are leading us astray from 
our long-range goals. The accumu- 


lation of these short-sighted policies 


can ultimately lead to a further dilu- 
tion of the effectiveness of our total 
distribution system ...” 

e “Monumental Task” — The three 
panelists followed Fontaine with talks 
on three fundamental distributor 
functions: selling, warehousing and 
extending credit. Speaking on credit. 
Edgley named it as the function that 
“gives us the lion’s share of our head- 
aches.” He put it into perspective for 
the manufacturers present with this 
observation: “In my estimation, 65% 
of the accounts handled and serviced 
by the average distributor are too 
small for the manufacturer to con- 
cern himself with. If, by some strange 
quirk of fate, this did become the 
lot of the manufacturer, he would not 
be faced with the comparatively sim- 
ple job of administering credit to 
three, four or a half-dozen accounts 
in a large city, but the monumental 
task of keeping tabs on 750 to 1,000 
accounts in a market. ‘ 

Edgley also called the attention of 
the manufacturers to another aspect 
of the credit problem. “Some manu- 
facturing firms,” he said, “repeatedly 
allow distributors to take extra time 
on cash discounts and, in a number 
of instances, continue to carry them 
on open account even though their 
financial status does not warrant such 
a lenient attitude. 

“In our company, we consider our 
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credit as sacred and have for some 
27 years always managed to pay our 
bills promptly. Because of this, we 
consider that a manufacturer who 
gives our competitor extra time to pay 
his bills is, in fact, extending him an 
extra discount which, if we manage 
to pay promptly, we deserve more 
than he does. tig 

e Dirty Word?—Businessmen should 
become active politically, according 
to H. M. Long, McDonald Distribu- 
tors, Fort Lauderdale, and they can 
do so “without necessarily becoming 
controversial.” 

Long told the conferees, “ 
inessmen and salesmen in large ma- 
jority have acted as though they really 
thought politics is a dirty word. What 
is the first word of advice given the 
new salesman just about to begin his 
lifetime job of making friends and 
influencing people? It is this: don’t get 
into arguments on politics with your 
customers. He gets the same advice 
when he becomes a_ businessman 
Good advice, of course, but it would 
be better phrased by saying—‘don't 
get into an argument with your cus- 
tomer on any subject—not just poli- 
tics.” You seldom win an order as the 
result of a non-business argument 

“The result of this indoctrination,” 
Long added, “. . . is that not only do 
we avoid political arguments but we 
avoid participation in politics. But 
politics in its broadest sense is too im- 
portant a phase of our business life 
to be avoided. In fact, politics today is 


bus- 


the most important phase of business 
life.” 

Long declared that businessmen 
must be galvanized into the realization 
that their selling ability must be chan- 
neled into politics “if the free enter- 
prise system is to survive.” He also 
pointed out that it is much more re- 
warding to help shape the legislation 
that influences your business than to 
sit back and watch it happen to you, 
when all you can do is gripe 
e Bold Spirit—In taking “a bold look 
at our business,” Bolan H. Boatner, 
Westinghouse Electric Supply Co., 
Pittsburgh, stated, “we must now en- 
courage the development of a more 
creative, bold, daring spirit among 
those engaged in the sale and distri- 
bution of electrical products. We have 
heard it said many times that this 
nation has changed from an era of 
production to an era of marketing, 
or—as I prefer to say—distribution 

“The great challenge of the 60s,” 
he said, “is can we develop the effec 
tive means of distributing the results 
of the tremendous advancements that 
have been made in production.” 

In conclusion, Boatner underlined 

the fact that he did “not advocate 
that all distributors should plunge 
blindly and recklessly into new fields.” 
But he added: “we should recognize 
that if we continue to follow only the 
road that appears to be proven or 
safe, we are in danger of losing our 
initiative and many opportunities open 
to us. We cannot afford to become 
frozen in our thinking that the pres- 
ent methods of operating a wholesale 
distributing business are the best or 
the only way.” 
e Cards Sharp — Utilizing a unique 
card rack that gave his listeners a 
visual précis of the points he made, 
James F. Whitehead, Day-Brite Light- 
ing, Inc., St. Louis, ranged the lighting 
fixture marketing scene. Two areas on 
which he fixed his attention were the 
failings of manufacturers and distribu 
tors. 

As for “what’s wrong with manu- 
facturers,” he cited (and the conferees 
saw on cards) the following 

Too many. 
Over-capacity. 
Local warehouses. 

e Non-participation (in 
activities). 

e Personnel (few experienced in 
lighting marketing). 

e Price-cutting 

Attitude (a wrong one) 
Poor quality. 
Substitute. 

Sell direct. 

Non original. 

Low profits. 


industry 








“TEE PEE" 
Non-Metallic 


FIXTURE 


ES 


Another UNION original 
available in Glossy Black, Tex- 
tured Aluminum or Brass.De- 
signed for conventional verti- 
cal or angular mounting to 
illuminate address or door 
handle. 


WRITE FOR FREE CATALOG 


UNION INSULATING CO. 


PARKERSBURG, WEST VIRGINIA 


Southern Region Convention (cont.) 





‘There Are Three 
Kinds of 
Distributors .. .’ 


Turning to “what's wrong with dis 
tributors,” Whitehead cited, in sum 
mary, the following: 

e Too many lines. 

Inadequate stocks. 

Brokerage. 

Poor display. 

Personnel (carefully selected?) 
Poor training. 

Gullible. 
Little selling. 
Substitute. 

e Customer 
feels he’s this) 

e Spiffs. 

e Low margin. 

The positive side of the marketing 
picture was also focussed upon by 
Whitehead. He called attention to the 
new “Tenets of the Electrical Dis- 
tributor” and related them to lighting 
fixture marketing. He then suggested 
that distributors use a “check chart” 
in determining what brands of light- 
ing equipment to stock. The check 
chart, he said, might have questions 
pertaining to the following factors: 
reliability, facilities, service, product 
acceptance, product quality, advertis- 
ing, distribution policy, cash discount, 
freight allowance, inventory protec- 
tion, price protection, training, and 
promotion. 

As a final thought to ponder, White- 
head noted, “there are three kinds of 
distributors: those that make things 
happen, those who watch things hap- 
pen, those who don’t know when 
things happen.” 

e Soft Selling—In a windup conven- 
tion address, Arthur W. Hooper. 
NAED executive director, pointed out 
that “we have a real danger in that 
we are becoming soft in our selling.” 
He cited several areas to illustrate 
where this softness has “crept in” and 
“is affecting our sales effort today”: 

e “... 1 think we have talked to 
each other about the electrical busi 
ness in terms of confusion, chaos and 


(distributor often 


LOW NET score won golf trophy for 
Bill Brown (/eft), Raybro Electric Sup 
plies. Jimmie Meier, southern’ region 
president, makes the presentation 


cut prices so long that we have for- 
gotten its better side We must 
remind ourselves that we are asso- 
ciated with one of the most dynamic 
of all industries 7 

e “... 1 think we all tend to be 
carried away with the idea that to be 
a more aggressive, well-informed bus- 
iness, we must make our programs 
complex and complicated I hope 
we are not becoming so wrapped up 
in the science of selling that we are 
forgetting to ask for the order! ...” 

Hooper stressed, “the time has 
come for all of us to recognize the 
task ahead and prepare ourselves for 
it. We know we need more creative 
thinking, more and better manage- 
ment tools, more and better trained 
sales people.” 

e Other Highlights Also featured 
on the Southern Region Convention 
program were talks on: 

e The Big Convention—a_ verbal 
picture of attractions of Dallas painted 
by Austin B. Watson, Watson Electric 
Supply Co., Dallas, who urged dis- 
tributors and manufacturers to attend 
the forthcoming NAED national con 
vention there. 

e Breakthrough in Lighting — a 
dramatic demonstration of lighting 
progress by Willard C. Brown, Gen 
eral Electric Co., which included a 
10,000-ftc. finale. 

e Appliance Merchandising in the 
Jet Age—a graphic presentation by 
Norman H. Schlegel, Cory Corp.. 
that pinpointed the fact that profitable 
opportunities exist in appliance dis- 
tribution—if you are there when a 
new product's sales curve is just start- 
ing to rise. 
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New low voltage motor control 
line adds more sales appeal to 
Allis-Chalmers franchise 


There’s powerful sales inducement in this new Size 0 
to 4 line, designed to stimulate buyer interest and 
distributor profits. 
Your customers profit from exceptional performance 
characteristics proved in millions of “life test” opera- 
tions; versatility to make desired modifications on the 
job quickly and inexpensively. 
You profit from the pulling power of a full line of 
standard control for industrial and commercial appli- 
cations. The complete low voltage line includes equip- 
ment through Size 9. And that’s only part of the 
picture. The wide range of profit-making industrial 
control includes high voltage equipment, dc control, 
special devices and control systems. 

Fast delivery from field and factory stocks keeps 
your inventory requirements low. 

Profitable opportunities are still open. For informa- 
tion call your nearby A-C district office, or write Allis- 
Chalmers, Distributor Sales Section, Milwaukee 1, Wis. 


OTHER A-C SELLING SUPPORTS: 

¢@ National advertising and sales promotion with impact 
for distributors. 

e Selective appointment policy. 

e Liberal exchange policy on stock products 

¢ Direct aid in specialized sales and engineering appli 
cations 

e Sales producing product meetings in the field and 
at the factory for your salesmen. 

e Continuous research and development to provide new 
products that stay ahead 

© Diversified line of electrical equipment from one 
supplier — motors, transformers, regulators, unit sub- 
stations, switchgear and circuit breakers 


ALLIS-CHALMERS 


A-1184 





Y 





These fluorescent lamps may look alike... 


but only the Westinghouse Lamp has six 


Despite similar appearance and ratings, these fluorescent 
lamps are not the same. One is a better lamp—and a 
better buy—because it’s the only fluorescent lamp with 
all 6 advances described below. That lamp is made by 
Westinghouse. It costs you no more than any other 
leading brand—but it will give you years of trouble- 
free, efficient lighting. 

1. MORE EFFICIENT PHOSPHORS—A special Westinghouse 
process selects Ultralume™ phosphor particles of a 


size proven to give more efficient lighting. 

2. BRIGHTER END TO END—Lead wires are plated with 
super-hard Chrome Vanadium to make sure Westing- 
house tubes stay bright, end to end. 

3. BUILT-IN “SHOCK ABSORBERS”—Specially designed West- 
inghouse anodes act as buffers to cushion the terrific 
shock of electron bombardment and improve lamp life. 


4. “RAINCOATS” FOR RELIABLE STARTING — Silicone ‘‘raincoats”’ 
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important advances that make it a better buy! 


disperse moisture which can collect on exterior surfaces 


and prevent lamps from starting. 


5. MIXED GASES — Westinghouse uses a precise mixture of 
certain rare gases, under exact pressure, to improve the 
light output. 

6. TRIPLE-COILED ELECTRODES — To protect electrodes from the 


sudden electron bombardment when thelamp is first turn- 
ed on. Emission material is quickly heated, fully protected. 


Regardless of the type or wattage of fluorescent lamps 
you buy, you will get better value, more light for your 
money, and longer, trouble-free service if you specify 
and insist on Westinghouse fluorescent lamps. 
Westinghouse makes a complete line, from tiny 4-watt 
lamps for instrument lighting to the giant 96-inch 
Super-Hi™ Lamps for store, street, and factory light- 
ing. Contact your authorized Westinghouse lamp 
agent or nearest Westinghouse sales office. 


you CAN BE SURE...1F ITS Westin house 


WESTINGHOUSE LAMP DIVISION, Westinghouse Electric Corporation, 
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PROMOTER of show is E. J. Theobald THE SHOW is reported to have attracted over 3,500 people in the electrical 
extreme right). Also in picture: E&H industry, within a 100-mile radius. It featured everything from lighting to stereo 
salesman James Mullarky (foreground) phonic sound; and its purpose was to make more sales, solidify relations and to 


and Bob Gordon, a manufacturer's rep intensify industry awareness of its economic role 


A Distributor Style 


Show of the Year’ 


Promoting a giant electrical show took one year of 
hard work for E. J. Theobald, president of Louisville's 
E&H Electric Supply Co. But it was well worth the effort 


ROM January 20-22nd in Louis The next step was to notify all Invitations were sent out, as well as 
ville, Ky., a gala electrical manu- major electrical equipment manufac- promotional pieces urging the indus- 
facturers’ exhibit was held. It was turers and make hotel reservations try to back the show and make it 
sponsored by the Electrical Clearing Writing letters to these suppliers, a success. 
House of Louisville (the same as an Theobald advised them that electrical ¢ Showtime—According to a report. 
electrical league), and took place when distributors, contractors, inspectors, over 3,500 people attended the ex- 
the Kentucky chapter of the Western engineers and the power company hibit in the three nights it was held 
Section of the IAEI held its winter had promised to make it an historic despite inclement weather. Three 
meeting event thousand were expected to attend. 
E. J. Theobald, president of E&H Charge for each booth was $100. “It's impossible to tell what the re- 
Electric Supply Co. spent a year of This was to defray the costs of sults will be for a while,” says Har- 
hard work putting the show together. badges, refreshments, entertainment old Theobald, treasurer of the firm, 
Reason? “To solidify industry rela- and luncheon (A “welcome luncheon” ‘but we have had sales as a direct 
tions and, of course, to further the was held for exhibitors). The fee did result of the exhibit.” 
sale of the products we carry.” not cover the cost of displays. All e E&H Exhibits—E&H was the only 
Theobald started the ball rolling booths were on a first-come. first- electrical distributor to exhibit in the 
by promoting the electrical exhibi served basis and all potential suppliers show, but other electrical distributors 
tion in the Electrical Clearing House. were asked to notify Theobald in (see facing page) contributed with 
He had no trouble getting the elec- advance what products they intended attendance. In the E&H booth, elec- 
trical contractors, inspectors and dis- to exhibit. Money was sent to the tronic equipment, electrical heating 
tributors to agree on making it an Electrical Clearing House equipment, motor controls’ and 
electrical “Show of the Year.” There was no public advertising switches were on display 
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APPLETON @ 


NEW...FROM HEINEMANN 


SOUTHLAND: George O'Connor, pres 
ident of Southland Electrical Supply Co.., 
is seen with Michael F. Vaughn (I.), field 
engineer, Appleton. 





200 AMP SERVICE ENTRANCE EQUIPMENT 


--. small box 

TAFEL Electric & Supply: (left to right) ‘i 

Fd White, Fd Walters, Ray Barker. ..- big breaker 
Westinghouse Electric: Clif Benz. Tafel 
Bernie Beckman and John Ham. Customers looking for more electrical power will find a 
lot to like in this unit. Capacity is a full 200 amperes. 
“Full” because the Heinemann hydraulic-magnetic breaker 
makes de-rating as obsolete as yesterday’s weather forecast. 
You can put this equipment next to heat lines, or let it sizzle 
in the summer sun. It always carries full rated current, 
always trips as specified. No thermal elements . . . no 
temperature-caused nuisance tripping. 

Installation? Painless. There’s enough space inside for two 
hands and wire. Solderless screw-type connectors save time 
and trouble. Knockouts are plentiful, placed so conduit can 
be run-in from any angle. 

SOUTHLAND Electric Supply: Salesman 
Herbert G. Young (center) speaks with 


Charles J. Wirtz (right), a Cincinnati ment that supplies equal capacity after de-rating 
manufacturer's man 


Cost? A little less than you are used to paying for equip- 


The size is another pleasant surprise . . . slightly smaller 
than fused pull-outs of the same rating. The equipment is 
rated at 120/240V AC, two- or three-wire service, and is 
available in indoor or raintight, tamperproof outdoor enclos- 
ures of heavy-gauge steel. 


MORE QUESTIONS? SEND FOR BULLETIN 1003 


E&H Electric: Sales manager J. P. Sten- | ELECTRIC COMPANY 


gel checks over some facts and figures 
at a lighting booth. There were 78 booths 152 Plum Street, Trenton, N. J. 
exhibiting at the show 
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THIS COPE ADVERTISING PRE- 


COPE SUPPORTING SYSTEMS AND EQUIPMENT ARE SOLD ONLY 
THROUGH AUTHORIZED COPE ELECTRICAL WHOLESALERS 
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SELLS YOUR BEST PROSPECTS! 





ADVANTAGES OF COPE CABLE SUPPORTING 
SYSTEMS ARE REGULARLY DIRECTED AT 





Purchasing Week 


Tight Money s 3-Way Effect on Purchasing Men 
US Oenghes Tes —_—<— 


ALL IMPORTANT BUYING INFLUENCES... 


Consulting 
Engineer 


@ The ads at left are typical of the 
strong support Cope gives its authorized 
distributors with regular schedules in 
these key industrial publications — 


@ In addition, Cope backs you up with 
factory and field engineering service, 
as required. 


@ Cope’s selective Distributor policy 
protects its authorized distributors on 
all types of business—including sales 
to utilities and government agencies. 


ELBCTRICAL 
CONSTRUCTION 
AND MAINTENANCE 





— AND HERE’S WHAT COPE AUTHORIZED DISTRIBUTORS HAVE TO SAY! 


“Cope’s ads are invaluable in keeping our men 
informed on product features and applications . . 


and the reprints make great direct mail pieces.” 


“Close cooperation of Cope engineers in a system 
design and layout problem closed our sale to a 
large Midwestern University, and added another 


satisfied customer to our list.” 


“Cope’s hard-hitting advertising and promotion 
shows us—first and foremost—that they support our 


sales efforts. The salesmen think it’s great.”’ 


“The ads are a definite part of the product training 
for our people... they pick up new sales pointers 


on products and applications every month.” 


1103 


Originators of First Integrated Line of Cable Supporting Systems 
WIREWAY + LADDER + CHANNEL « CONTROLWAY 


diuision. of ROME CABLE CORPORATION 


COP 
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COLLEGEVILLE, PENNSYLVANIA 





BUSINESS INDEX for December 1959* 
NATIONAL PICTURE:  __ 


- 19 
24 





1947-49 = 100% => 





——_ 


—_——____ 





INVENTORY 





INDEX % CHANGE 
Dec. '59 Nov. ‘59 Dec. ‘58 Dec. '57 Dec. '56 Dec. '55 1959 tm. 1958** 
176 163 175 170 - 9 
109 136 145 137 —_ 


Sales 181 176 
Inventory 96 105 


SALES INVENTORY 


REGIONAL PICTURE: mene Eagan =| ee aa 
EK Fie 


from 1959 from from from 
Nov. ‘59 1958 Dec. ‘58 Nov. ‘59 


NEW ENGLAND 


MIDDLE ATLANTIC 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC 2 1 | LIS 10 10 


*For electrical apparatus, supplies distributors: Source: Bureau of Census ** 12 months 1959 from |2 months 1958 
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RACO switch and 


outlet boxes also available 
with “Q"' Quick-Clamps. 


New RACO ‘Q" 
Quick-Clamp now available 
in Beveled Corner boxes 


RACO's revolutionary new ‘‘Q’’ Quick-Clamp that lets you install non- 
metallic sheathed cable in seconds... with no screws to tighten . ..is 
now available in complete line of RACO beveled corner boxes, too! 

The new ‘“‘Q*’’, Quick-Clamp for beveled corner boxes has the same 
time and money saving advantages as the original “Q’’ Quick-Clamp 
introduced last year: 


1. Si ' h le i “a” ick-Cl oa 
Simply push cable into “Q Qui ck-Clamp no screws Cable moves 
to tighten ... no threads to strip. freely into clamp 
2. Pull cable into clamp to any length desired. and is tightly 
ri ed. 
3. To back cable out of clamp, or to shorten your lead, oer 
apply a little pressure under clamp with a screwdriver and 


pull cable back. 


The new “Q”’ Quick-Ciamp grips cable tightly ... it can’t be pulled out 

. exceeds Underwriter Laboratories’ tests (fully protected by 

patents). Get the new ‘‘Q’’ Quick-Clamp switch and outlet boxes now at 
your RACO Distributor. 


*T.M. 


ALL-STEEL EQUIPMENT INC. Te bnch-aft cable, 


AURORA, ILLINOIS . pressure with 
screwdriver. 
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Above you see mavnified sections of ordinary cable insulation 
left) camel Ay i But AB) Cable in lation (1 


1. SPECIALIZED DEVELOPMENT 


Because Anaconda was the first to develop butyl-insulated 
cable—and because butyl handles differently from other 
rubbers—many problems came up during development 
Here are some ex unples ind how Anaconda engineers 
solved them 

A mixing problem: Like all raw rubbers, butyl in its raw 
state 1s a practically useless material. So it’s mixed with 
spec ially selected additives and ingredients Because it is 
very difficult to disperse these ingredients in butyl, Ana 
conda had to develop an entirely new mixing process and 
separate facilities to avoid contamination. Look at the com 
parison photos and SCE how successtul it Is 

A shielding problem: To eliminate laborious and_ time 


CONSUMING cle ann? of insulation surtaces Anaconda cle 


These screens, used in the extrusion head to entrap pos 


he fiy 


ontaminants, are 


y actually hold water. 





TWO BIG REASONS WHY ANACONDA BUTYL (AB) § 


veloped a semiconducting tape h firmly adheres to 


the insulation—and vet is easy to remove during splicing 
and terminating 
Even a vulcanizing problem: Ordinary vulcanizing equip 
ment might have a tendency to deform butyl insulation. So 
Anaconda developed huge vulcanizing t inks which admit 
steam faster, vulcanize quicker and eliminate distortion 
These few examples show you the types ot problems 
Anaconda engineers were up against Their solutions help 
show vou why you can be sure Anaconda Butyl (AB) Cable 


is the finest cable you can buy 


2. SPECIALIZED MANUFACTURE 


Anaconda s new \larion Mill Was cle SIC dl to handle ONIN 


one product Anaconda Butyl (AB) Cable 


Close-up of semiconducting strand-shielding tape being applied to 500-Mcm tinned copper conductor. 





An Anaconda deve lopm« nt—se miconducting tape 


MEANS | RELIABLE 


The men behind this highly specialized equipment have 














but one job... to study and improve the design and manu 
facture of rubber-insulated high-voltage cable. Here are a 
few of the many places where they built precision right into 


the produc tion line. 


Insulation purity: For extra protection against contamina 
tion, the unvuleanized Anaconda Buty] is passed through a 
series of screens, one of which is so fine it will hold water 


Strand-shield taping: For better equalization of internal 


electrical stress, Anaconda applies a spec ial fine-mesh semi 
conducting tape under the insulation of all stranded high 


voltage cables 


Vulcanizing in lead: Conve ntional lead presses must stop 
periodically for refilling—severely heating up and often 


Huge reel entering large vulcanizing tank which \ 


ul ini7es ¢ il le (jue her than conve ntional mnie thods 


adheres firmly to insulation, yet removes easily, facilitating splicing and terminating 


HIGH-VOLTAGE CABLE 


damaging the cable section in the die block, so Anaconda 
extrudes lead continuously. In the next step, exceptionally 
large drums are used for vulcanizing in lead to eliminate 
distortion of jac kets and insulation 

This specialized manufacture is part of the reason why 
Anaconda Butyl (AB) Cable 


and reliability, and why you should promot AB 


economy 
to help 


means long range 


protect your customers investment in high-voltage cabl 


A THE MAN FROM 


ANACONDA 


' 
ehiminath 
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Price Fixing: 





rertecrors > Five Electrical Manufacturers 





QUALITY INCANDESCENT 
REFLECTORS FOR 37 YEARS 


INDUSTRIAL LIGHTING 


. 

Quadrangle offers 
America’s most 
complete line of 
RLM reflector 
well as many othe 
type reflector 
There is a wide 
range of sizes and 
a large riety of 
ocket fitting 

y utilize the 

exclusive 

‘ach discon 
nect socket 


FLOOD - LIGHTING 


Quad floodlight 
cle gn 


and manufacturi 


incorporate 


feature that are 
the re 
of research and « 
gineering. There 
are five diffe 
type nd more 
than one hundre 


and twenty differ 


ult of ea 


ent unit de 


choose from 


SIGN - LIGHTING 


‘e 
There are more 
than 15 Quad sign 
reflectors, ina 
multitude of shape 


ae 


and size to ac 
commodate lamps 
from 60 to 1500 
watt There i i 
size and design for 
illuminating the 
mallest signs to 
the largest outdox 
display bulletin 


All Quad Reflectors are rust- 

proof, weatherproof, finished 

lustrous porcelain enamel. 

Available with Easy-Tach or 

Quick-Detachable horizontal, . 
vertical, feed-through or box- 

type easy-to-wire sockets. 


QUADRANGLE MANUFACTURING CO. 
Dept. 82, 32 S. Peoria St., Chicago 7, IIlinois 
SEND FOR FREE LITERATURE 


GENTLEMEN 
Please send catalog 


Industrial Lighting Flood-Lighting 


Name 
Address____ 


City 
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Charged with Bid Rigging 


WASHINGTON—A federal grand 
jury in Philadelphia last month in- 
dicted five electrical equipment manu- 
facturers and 18 individuals of the 
companies on charges that they vio- 
lated antitrust laws by conspiring to 
fix prices and other sale terms on 
equipment governmental 
agencies. 


sold to 
The companies named in the in 
General Electric Co 
W estinghouse Electric ¢ orp., Allis 
Mfg. Co., I-T-E Circuit 

and Federal Pacific Elec- 


dictment were 
Chalmers 
Breaker Co 
tric CoO 

e More To Come—The indictments 


were the first results of a year-long 
investigation of the electrical industry, 
and the Justice Department indicated 
that there 


nouncement called the cases “the first 


would be more. Its an- 
in a series of proceedings 


Three separate indictments by the 
grand jury covered power switchgear 


break- 


ers and low-voltage circuit breakers 


assemblies, oil and air circuit 
The indictments charged that as early 
as 1951 the defendants conspired to 
fix prices, terms and conditions for 
sale of this electrical equipment and 
to divide among themselves the busi 
ness of supplying this equipment to 
federal, state and local government 
agencies 

e Other Charges— Ihe 
also charged the companies and _ in- 


indictments 


dividuals conspired to submit rigged 
electrical equipment and to 
refrain from selling certain types of 
other 


bids on 
assemblies to manufacturers 
Also it was charged the companies 
sought to eliminate and suppress com 
petition, by conspiring to raise prices 
of certain sold to elec 
equipment makers other than 
those named in the indictments 


components 


trical 


The charges filed against the com- 
panies reportedly than 
$200,000,000 in The 
indictments conspiracy 
among executives of the companies 
Here are the highlights in the charges: 

e The companies allocated among 
themselves the percentage of 
ment business 
specific products 

e Since the government buys by 
sealed bids, the companies got their 
agreed percentage of business by ar- 


involve more 
annual sales 


alleged a 


govern- 


each would get on 


ranging who would submit the low 
bid each time 

e On sales to private utilities and 
manufacturers, the companies agreed 
on a formula under which they took 
turns in submitting low bids. They 
called the phase of the 
moon.’ 

e The executives met numerous 
times in cities all over the country to 
arrange their prices and bids, and they 
communicating 


formula 


used code names 1n 
with each other 

e On 
igreed to raise prices simultaneously. 
the individuals indicted 
Burens, a vice pres- 
Electric Co., 


managers of GI 


some items the companies 

Among 
were, George I 
ident of the General 
and four general 
divisions 

Those named from GE, aside from 
Burens, were R. W. Ayres Jr., Lewis 
J. Burger, Clarence E. Burke, Royce 
C. Crawford, G. R. Fink, N. F. Hent- 
schel, Houston Jones, William H 
Schiek and Frank E. Stehlik. 

Westinghouse officials indicted were 
Landon Fuller, A. W. Payne, W. T. 
Pyle, J. W. Stirling and J. T. Thomp- 
son 
other individual defendants 
A llis-Chalmers L. W. 
Nolan and David 


Three 
from 
Long, Frank M 
W. Webb 

© Agencies Affected—The indict- 
ments listed the Valley 
Authority, Interior Department, Army 
Corps of Engineers, Air Force, Navy 
Services Administration 
among the purchasing agencies 


were 


Tennessee 


and General 





BULLETIN 


WASHINGTON — As we meet 
deadline we learn that a second series 
of indictments has been handed down 
by the federal grand jury charging 
12 electrical manufacturers with bid 
rigging. The later indictments include 
three of the five previously named. 
These are General Electric Co., West- 
inghouse Electric Corp., and I-T-E 
Circuit Breaker Co. The others named 
are Lapp Insulator Co., Inc., Ohio 
Brass Co., McGraw-Edison Co., H. 
K. Porter Co., Inc., Hubbard & Co., 
Joslyn Mfg. and Supply Co., A. B. 
Chance Co., Porcelain Insulator Corp., 
and Southern States Equipment Corp. 
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Now is the time for 


ROYAL POWR- 


Make sure you're ready for the big move to outdoor living by 


stocking and displaying power-protecting, all-weather “POWR-KORD” 
heavy duty extensions. Available for immediate delivery in Black 
Rubber (2 and 3 wire, sizes 18 thru 12), Red Rubber (2 wire, sizes 18 and 16), a 
Yellow or Red Thermoplastic (2 wire, sizes 18 and 16) ... all with a > 
~~ 
« 


molded caps and connectors .. . individually packaged. 
Rubber cord lengths 10’ to 100’, vinyl 25’ to 100’. 
See your Royal representative for complete details. 
ROYAL ELECTRIC CORPORATION 


ELECTRIC wget PAWTUCKET, RHODE ISLAND 
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Letters 
Continued from page 7 


tive Distribution” Can you supply 
these? 

A. V. WAKE 
ALLEN-BRADLEY CANADA LIMITED 
GALT, ONTARIO 


CANADA 





Dear Sirs 

Please send me a copy of “Selec- 
tive Distribution as Related to the In- 
dependent Electrical Wholesale Dis- 
tributor” as listed in the Dec. 1959 
issue of Distribution Data Guide, 
published by the Department of 





Commerce 

G. ¢ WooDWARD 
PRODUCT PLANNING MANAGER 
WESTINGHOUSE ELECTRIC CORP 
BEAVER, PA 


Dear Sirs 

Enclosed is our check 
$12.25 for which please send us 
reprints of “Selective Distribution as 
Related to the Independent Electrical 
Wholesale Distributor . 

FrReD I GUTH 

EDWIN | 


SI LOUIS 


Wear Sirs 
Enclosed is my check for $1.75. 


Please send me five copies of “Selec- 





tive Distribution 
P. W. WarpD 


DISTRIBUTOR SALES MANAGER 


NEW 7 EBER Guards removable KAISER ALUMINUM & CHEMICAI 
¥ without tools SALES, INC 


OAKLAND, CALI 
ALUMINUM 
VAPORTITE INDUSTRIAL ete e Reprints of “Selective Distribution 


as Related to the Inde pendent Elec 
LIGHTING FIXTURES trical Wholesale Distributor” are avail 


ahle at the followine rates: 1-49, 35¢ 
Pendent mo nting, die-cast aluminum with k screw P Ps 
S50 or more, 3U0é@ eae h W rite: 


— ~~ 
Universal Fixture Body, die-cast aluminun takes pendent —_—— \ eae h; , 
coiling and went pe adaptor Me \ Reprint Dept., ELECTRICAL WHOLE- 
rotective guard, die-cast aluminun ie ay» > > : 
Stainless Steel Ball Detents permit attachment and remova f 4 SALING, 330 West 42nd St., New York 
of guard without aid of tool 4 36, N.Y 
White Porcelain Enameled Reflector Standard Dome, Shallow pi 
Deep Bowl or 30° Angle Reflectors, removable by a 
Nylon shoe allow reflector t J to fixture body by 45° turn without tools for con 


45 turn no tool needed venient cleaning GE To Hold 


Reflector Ventilating gaps provide mney actior ling 


and cleaning Annual Meeting 


Gasketed construction isolates wiring mpartment 
J 2S t gi ye, cle choice f fou i] , 
Heat-resistant glass glot ar or ct y f NEW YORK The General Elec- 
All aluminum components coated with graytone baked : 
ULTRANAMEL to protect against chemical fumes, caustic, et tric Company will hold its 68th annual 
pocmeetion Selletin meeting in Chicago, Ill. on April 27, 
No. 1099-60 avail 7 *. 
ble on request it has been announced by chairman 
Ralph J. Cordiner 
The 1960 meeting will be only the 

















New, Complete Steber line is years ahead in design, engineer- 

ing and construction. Steber units have the features you want 

Their functional design gives you the complete easy adapt- 

ability you need. Steber Fixtures are U/L and CSA approved second ever held by the company out- 

and meet Navy, Corps of Engineers and General Service side of New York State 

Administration specifications Cordiner said the purpose of hold- 
ing certain of General Electric’s an- 


Lighting Units S I EBER fer Euery Need nual meetings in cities other than the 
company’s site in Schenectady, N.Y. 
was to provide an opportunity for 


STEBER, DEPT.71-C, BROADVIEW, ILLINOIS share owners in different areas of the 


Steber of California, 242 S. Anderson 5St., Los Angeles 33, Cal. country to attend and participate. 
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Discovery 


IN ROME’S RESEARCH DEPARTMENT 


Here’s where new ideas are born, 
new products are developed, new 
means are discovered to help you 
provide up-to-date service to your 
customers. 

Meaning? Research people at 
Rome are constantly adding to 
Rome’s line of wire and cable prod 
ucts .. . keeping it complete! 

To keep informed on new develop 
ments, see The Man from Rome 
your Rome Cable salesman. He’s 
your “direct line” to lab and factory 
to keep you up to date on “the latest.” 


4 MORE WAYS ROME CABLE 
SUPPORTS YOU 


SERVICE. Rome salesmen will be 
glad to work hand in hand with 
your own salesmen on unusual jobs 
ENGINEERING. Rome engineers pro 
vide technical advice to help you 
help your customers 

ADVERTISING. Your selling job is 
made easier by Rome’s national 
advertising program—one of the 
industry’s largest 

. INSPECTION. Rigid inspection rou 
tine assures quality products, helps 
you win customers’ confidence. 


ROME CABLE 
DIVISION OF ALCOA 


ALCOA 


ROME CABLE 
DIVISION 
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CFI Galvanized Steel Strand 


Galvanized Steel Strand is a proven material for ground- 
ing power transmission lines. The wire used in CF&l Steel 
Strand is subjected to rigid quality controls for overhead 
ground wire and is carefully galvanized, assuring long- 
lasting protection against corrosive elements. 

CF&I Galvanized Strand is made in accordance with 
ASTM Specification A-363, in seven- or three-wire con- 
structions. For guy, messenger and other applications, 
CF&l strand is made to ASTM Specification A-122. CF&l 
is also equipped to manufacture strand to our customers’ 
own specifications. 

For quick delivery, contact the nearest CF&l office. 


a 


iG GALVANIZED STEEL STRAND 
NV 
STEEL. 





THE COLORADO FUEL AND IRON CORPORATION 


In the West: THE COLORADO FUEL AND IRON CORPORATION — Albuquerque « Amarillo « Billings 
Boise «+ Butte « Denver « El Paso « Farmington (N.M.) « Ft. Worth « Houston e Kansas City 
Lincoln « Los Angeles *« Oakland « Oklahoma City « Phoenix « Portland « Pueblo « Salt Lake City 
San Francisco « San Leandro « Seattle »« Spokane « Wichita 
In the East: WICKWIRE SPENCER STEEL DIVISION—Atlanta « Boston « Buffalo « Chicago « Detroit 
New Orleans « New York « Philadelphia « CF&l OFFICE IN CANADA: Montreal 
CANADIAN REPRESENTATIVES AT: Calgary « Edmonton + Vancouver » Winnipeg 
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Five Distributors Elected 
To NAED Membership 


NEW YORK-—The following elec- 
trical wholesale distributors have 
been elected to membership in the 
National Association of Electrical 
Distributors: 

Electric Supply Company of Wil- 
son, Inc., Wilson, N.C. K. D. Ken- 
nedy is president of the company; 
McCullough Electric Co., 418 First 
Ave., Pittsburgh 19, Penna. C, Hax 
McCullough is president of the firm; 
Bernard Electric Supply Co., 253 N 
Third St., Columbus 15, Ohio (re- 
elected) Bernard J. Kerscher is presi- 
dent. Fromm Electric Supply Corp., 
428 N. 9th St., Reading, Penna.; 
Moore-Handley Hardware Co., Inc.. 
27 South 20th St., Birmingham, Ala.. 
with branches at 492 Craighead St., 
Nashville 1, Tenn., and 401 North 
Water St., Mobile 16, Ala 


GE's First Major 
RMDO Project Underway 


NEW YORK—Ground was broken 
in Palm Springs, Calif., recently for 
the first major Gold Medallion de- 
velopment under General Electric’s 
newly-formed Residential Market De- 
velopment Program. The project, to 
be called the Trudy Richards Park 
Imperial, is a 204-apartment total 
electric co-operative garden court, It 
has been certified by the California 
Electric Power Company to qualify 
for the Gold Medallion award 


A. B. Chance To Build 
Research Center 


CENTRALIA, MO The A. B 
Chance Co. will break ground in 
April for a new engineering research 
center, according to a report, to con 
centrate its engineering and research 
operations for all plants at one loca- 
tion and to expand its engineering fa- 
cilities. The 28,000-sq ft engineering 
and laboratory building will be built 
on a two-acre tract near the head- 
quarters plant in Centralia, Mo 


Westinghouse Promotes 
Total Electric Home 


NEW YORK—Westinghouse Elec 
tric Corp. will spend $3,000,000 dur- 
ing 1960 in a national program to 
increase public recognition of the 
Fotal Electric Home concept, accord- 
ing to Chris J. Witting, vice presi- 
dent in charge of the company’s con- 
sumer products group. The nation- 
wide program includes detailed plans 
for 16 Total Electric Homes that 
cover virtually every housing require- 
ment. These will be built as model 
homes and they will demonstrate that 
any home can be totally electric. 
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NEW BULLDOG XL BUSTRIBUTION DUCT 


CUTS INSTALLATION 
TIME 3 WAYS 


Your customers will find XL BUStribution® Duct installs New XL BUStribution Duct is 3 ways 
easier, faster than any other duct because of these exclusive safer, too. It’s the only true dead-front 
new design features...plated aluminum bus bars with KEYED — duct, the only one with exclusive Safety 

ENDS slip together fast, align automatically for proper post- Door, the only one with Safety Plug. And *% 

tion. There’s no fumbling and fitting ... ONE INTEGRAL BOLT it reduces duct weight on building struc ) = 

tightens fast, locks joint positively under a ton of pressure ture as much as 40%. Ask your BullDog 

the casing ficld engineer to arrange for a demonstration you ll see 


Bolt tightens against bus bar, not against 
how fast to install and how safe new XL. BUStribution Duct 


TEN-FOOT SPANS take fewer hangers and less time to install 


really IS 


than ordinary duct 


BullDog Electric Products Division, I-T-E Circuit Breaker Company, Box 177, Detroit 32, Michigan. In Canada 
80 Clayson Rd., Toronto 15, Ont. Export Division: 13 East 40th St., New York 16, N. ¥ 


, 
é 7m, 


% - 


e 


gs 
SINGLE INTEGRAL BOLT puts a ton of pressure TEN-FOOT SPANS take fewer hangers and less time 
on keyed bus ends. Joints lock tight fast, stay locked to install than ordinary duct 





BULLDOG ELECTRIC PRODUCTS DIVISION 
1-T-E CIRCUIT BREAKER COMPANY 
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IT COSTS * @ per KW hour 


to RUN A FLASHLIGHT 


















































When a lamp is run ona flashlight battery the 
power cost is in the vicinity of $77.50 per KW 
hour. The power cost to operate lamps from 
residential electric supply is only 2.66 cents 
per KW hour, 


A LITTLE VARIATION IN VOLTAGE 
CAN MEAN A LOT 
IN THE LIFE OF A LAMP 


Incandescent lamps are designed to 
yield maximum lighting economy when 
used on circuits where the voltage is the 
same as that printed on the bulb. When 
the circuit voltage is 5 volts above the 
bulb rating lamp life can be cut in half, 
A variation of 5 volts below rating can 
double lamp life, 









































SOMETIMES IT COSTS MORE 
TO OPERATE ONE FLUORESCENT 
THAN TO OPERATE TWO 


When only one fluorescent lamp is op- 
erating on a lead-lag ballast designed 
to handle two lamps, more line current 
can be drawn than if both lamps were 
operating. This is due toa shift in power 
factor. Moral: keep all lamps operating 
— you can draw less current and get 
twice the light. 


; Wy. YOUR NEW 
“ CHAMPION LAMP 
“ HAS ALREADY BEEN LIGHTED 


fisi-- 


yin <\MES 
47 Least 


Every Champion lamp is lighted a mini- 
mum of 7 times before it is packaged. 
Checks like this are typical of the strict 
quality control maintained at Champion 
and one of the reasons why the 
Champion Diamond on the outside of a 
lamp means a dependable source of 
light on the inside. 


CHAMPION LAMP WORKS, Lynn, Massachusetts 
CHAMPION INCANDESCENT-FLUORESCENT «© your BEST BUY IN LAMPS 
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“TL talked to the distributor 
about this item. If it does 
what the ad says it will. 
Pil buy it immediately.” 


DIRECT QUOTATION FROM CO-OWNER 
ELECTRICAL CONTRACTING COMPANY 


ELEc "TRic 
CONSTRY 


Cp 
AND MAINT ON 
ar 
New, 


INTERVIEWS REVEAL HOW YOUR 
SUPPLIERS’ ADVERTISEMENTS IN 


CREATE SALES FOR 





WIRING DEVICES 


We would use this switch 
our packing house wl 
is an extreme amount 


How do your suppliers’ advertisements in on aga cae 
Electrical Construction and Maintenance switch is not 
stimulate direct buying action for you, the proof it would 
electrical distributor? In continuing ie eee 
readership studies conducted by the magazine, our wnation ¢ 
subscribers are asked, among other things, over there tom 
how they respond to the advertising. The talk to him ; 
quotations here are typical of hundreds ste 
of such statements illustrating how 

those ads create interest—and action — 


among your customers and prospects! 


handles this 


CHIEF ENGINEER 


CABLE 
WIRING DEVICES 
They bring out a good point in this in higt 
ing the fact that they make six different cables 
' | Chis type of product I purchase tl li 
1-Dutton ul Ve P : 
tributor but I dare say other elect 
em illuminated at 
like myself will be more prone 
it the price Is " 
brand from having read this ad. It not only 


them out. [ll install a 
minds a person to ask but I would say convi 


them on jobs and sec : 
him this is a better cable 


hold out mechanically 
ext time I phone OWNER, / 
r to my supplier 11 


rsome ot these 


OWNER 
l 


CIRCUIT BREAKERS 


I mainly do work on circuit 
breakers and this compact panel 


serves a good 


‘ purpose Addition 
WIRE PULLING SYSTEM 3 and replacement of this type of 


4 } > lafinitels ) 
It interested me because it’s something new. Wi breaker is definitely o 


lose too much time sending tn the fish line manually and importance in my 


We have to run a couple hundred feet of conduit job interest. I will ¢ 


If this gun can do what it’s claimed, we'd finish the distributor in the very 
job in about five minutes, saving about 25 minutes ture. Also, I have talked to 


Savin on labor cost is important I talked to other engineers about this 
the distributor about this item. I asked for a demon breaker 


stration. If it does what the ad says it will, (Il buy OWNER 


it immediately.’ Consulting E) 


CO-OWNER, Electrical 











————EEE 





CONDUIT 

“The picture caught my eye and 
the weight differences and cost 
differences interested me. My 
partner and I discussed this ad 
and decided to try aluminum. 
We have been using it. The ac- 
tual cost is the same but we 
save money on labor. We don’t 
buy direct from the manufac- 
turer so we don’t have to write 
for information. We get any- 
thing we need from the jobber.” 
SECRETARY AND TREASURER 
Electrical Contracting Co. 


RELAYS 


“I’m looking for a relay of this type 
because it can save me time and ex- 
pense on motor burn-outs. The ad 
shows the safety features. I ordered 
them through our local distributor 
and also sent for their literature.” 


OWNER, Marine Motors Repair Shop 


TOOLS 


“It offers a means of making a 
connection fast. This compres- 
sion-connector is especially 
helpful in saving cost because 
lugs are used in service equip- 
ment, splicing cables together. 
Anything that will save time is 
of interest to me...I will ask 
to see this at the supply house. 
Offhand I would say it is a 
worthwhile investment because 
of the time it will save.” 

OWNER 

Electrical Contracting Co. 


YOUR SUPPLIERS’ ADVERTISING IN... 





YOUR BEST CUSTOMERS AND 
PROSPECTS PAY TO READ... 


More than 41,000 electrical men in all areas of the 


country subscribe to ELECTRICAL CONSTRUCTION 


AND MAINTENANCI They belong to three major 
groups all buyers and specifiers of the electrical 
products you distribute: electrical contractors 
plant and commercial electrical men consulting 
electrical engineers. As you well know, the job inter 


ests of these three groups overlap 


The electrical contractor is, primarily an installer 
of electrical systems. But he must also know electrical 


system design and maintenance 


The plant electrical engineer maintains, but must 
also be skilled in design and installation 

The consulting electrical engineer designs, but 
must be able to handle installation and maintenance 


problems. 


ELECTRIC TAL 
CONSTRUC ‘TIC ony ™ 
AND MAIN TENANCE 


Central consode 
vent reds 
chovtrocad em 


of Detroit bank 


Bectricad 
fratures of 
new Low Angeles 


pore anna 


Waintenance of 
blectronic Ayusipment 


Prentice! metheds provedure: ond whoduies 
fer the care of industria! slectronk apperetes 


There is only one publication that serves the 
integrated job interests of all three groups only one 
attracts them as paid subscribers: ELECTRICAI 


CONSTRUCTION AND MAINTENANCI 


How does it serve those electrical men? With ad- 
vanced, authoritative technical information on all 
aspects of electrical work: design installation 
maintenance . . . facts they need to continue perform- 
ing their jobs efficiently and economically 


lo those electrical men, the advertisements in 
ELECTRICAL CONSTRUCTION AND MAINTENANCE are 
an extremely valuable source of the product informa- 
tion needed to help them select and buy the equip- 
ment and supplies used in their work. Through such 
advertising your suppliers help you, the electrical 


distributor, create greater sales and profits! 





Copyright 1960 Channe! Master Corp. 


CHANNEL MASTER 
ALUMINUM 
EMT 


CHANNEL MASTER CORP. 


qqwtitets Taborato;;,, ; 
Ynd ® 5 In, 


INSPECTED 
ELECTRICAL METALLIC TUBING 
UE NO. EN-7 


Channel Master Aluminum EMT provides the advantages you 
want. It costs less to buy... looks better longer...speeds up the job! 


For a price below that of steel, you can have Channel Master 
Aluminum EMT, the lightweight tubing that stays good looking 
...mirror bright, mirror smooth...inside and out. Aluminum EMT 
won’t ever show its age. 


Packaged in standard 10-foot lengths, chamfered at both ends, 
it is also easier to cut, bend, and put together. The hard-drawn, 
seamless raceway facilitates fishing and wire pulling. Standard inside 
and outside diameters match all U.L. approved EMT fittings. 


Profitable Channel Master Aluminum EMT franchises are still 
available. Write or wire immediately to find out if one is open in 
your area. 


ae 


CHANNEL MASTER CORP. ELLENVILLE. NEW YORK 





Lighting News: 





For wiring 
in confined space 


KLEIN 


midget pliers 


COMPACT LIGHTING  SYS- 
ITEM, claimed to be 338% 
nmiore powerful than any fluo- 

rescent unit commercially available, 
has been introduced by Sylvania Elec- 
tric Products Inc., a subsidiary of 


Hardly larger than a package of your 
favorite cigarettes, these new Klein 
Midget Pliers will simplify many of 
those small jobs where space is 
confined. i ‘ , , General Telephone & Electronics 

Midgets in size but giants in perform- Corp. 
ance, they solve major problems when The 





— ‘ . system, which combines a 
wiring up electronic assemblies; mak- newly-developed aperture lamp and 
an optically-controlled fixture, “rep- 
resents a startling brightness gain to 


= work. id iditi | 22,000-ft lamberts compared to the 
se Ww 1 Frets ¢ > additions to = ” 
nese new anidgets are 6,500 level achieved only last year, 


the famous Klein line of high-quality said Henry F. Callahan, vice presi- 
pliers that are backed oy eee ae dent and general manager of the 
of manufacturing experience. See your firm’s lighting products division. 
center. © Minimizes Glare—Called the Con- 
No. 257-4 Oblique Cutting Plier Size 4 in. | trolled Powerbeam System, the new 
321-414 Long Nose Plier 41 in. unit throws a narrow band of light 
322-4'2 (Without Knurl) 4\ in. for a considerable distance with a 


224-4 End Cutting Pli 4's in minimum amount of glare, accord- 
- n uttin ier 2 in. , 
i . ing to its developer. Callahan said 


the unit will find many uses in ap- 
Free Klein Plier Catalog plying fluorescent lighting to 


ing model trains, airplanes, automo- 
biles, or in any extremely small or 


areas 
where it formerly had not been feas- 
A complete catalog listing and 
describing more than 100 differ- ible. 
ent styles and sizes of Klein A spokesman for the manufacturer 
said the unit will have extensive use 
in low-mounted highway _ lighting, 
bridge and tunnel lighting, express- 
way turn-offs, service stations, build- 
Foreign Distributor: International . ing facade floodlighting, and edge 
Standard Electric Corp., New York lighting for signs. 


Mathias & Sons | @ Auto Headlight—One of the more 
mans EEN oct practical applications of the new 


TT) rence ROAD © CHICAGO 45, ILLINOIS lighting system is its use as a linear 


LOW-MOUNTED highway lighting fixture is shown with Henry F. Callahan, right, 
vice president and general manager of Sylvania Lighting Products, and O. Howard 
Biggs, vice president-research and engineering. The unit emits a sheath of light evenly 
across the highway at a low grazing angle. 


Powerbeam System Developed 


New compact lighting system is said to achieve peak 
brightness level by use of newly-developed aperture lamp 
and an optically-controlled fixture. 


fluorescent automobile headlight. A 
prototype headlight using the new 
method has been demonstrated along 
with low-mounted highway fixtures. 
The experimental headlight extends 
across the grille of a car between 
conventional incandescent headlamps 
This system allows for more uniform 
distribution of light immediately in 
front of, and to the sides of a car 
with vertical cut-off. 

“Tests have shown that the system 

is equal to or better than the present 
incandescent low beam in distributing 
light evenly on a highway,” accord- 
ing to O. Howard Biggs, vice presi- 
dent-research and engineering of the 
lighting products division. “When 
used in conjunction with the high 
beam, the system is ideal for high 
speed driving and gives the advan- 
tages of the fluorescent lamp’s greater 
efficiency and longer life,” he added. 
In addition, the unit’s sharp vertical 
cut-off is said to keep glare from 
reaching the eyes of oncoming driv- 
ers. 
e Highway Lighting—Mounted on 
three foot high standards, the new 
system applied to highways, accord- 
ing to Biggs, has two fundamental 
points of departure: 1) Reduction of 
glare to a minimum, and 2) uniform 
distribution of light over the highway 
surface. 

“This is achieved by utilizing an 
intensely bright fluorescent aperture 
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WEAV! 


Leading Electric Utilities 
Specify WEAVER 
Equipment for 
Long-lasting, 
Trouble-free 
Grounding 


Heavy, uniform copper coating, molecularly bonded to 
a rigid steel core, assures permanent grounding. The 
copper is work-hardened and resists scarring in rocky 
soil, A special draw gives the core more rigidity and with 
machined point driving is easier . . . chamfered top 
eliminates mushrooming and splitting 


Cast of high-strength, silicon aluminum bronze, 
yet cost no more than extruded types of clamps. 
Design guarantees perfect alignment between ground 
wire and rod. Big half-inch screw with rounded 
point gives high pressure contact without damaging 
the copper on the rod . . . machine-cut threads 
withstand high torque without stripping or breaking. 
Available with socket or square heads. 


Weaver Plates with 25% more copper area 
than other types of plates, provide better 
overload dispersal . . . yet cost no more. 
It is the only plate with a heavy duty cast 
bronze connector to give high pressure contact 
between plate and ground wire . . . assures 
long-lasting, safe grounding. 


Advertised in leading electrical publications and 


J A WEAVE R ; direct mail to your customers and prospects. 
° e 


2110 Howard Street * St. Louis 6,Mo, + GArfield 16336 
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A HANDBOOK OF QUICK AND READY REFERENCE WITH OVER 
600 WIRING DEVICES USED BY ELECTRICAL CONTRACTORS. 


This Leviton ABridged Catalog (ABC) lists Leviton items most in 
demand for power and lighting use in residential, commercial 
and industrial wiring! 

@ You'll find the description and rating for each item plus the List Price and standard packaging! 


@ You'll find all component and mating parts grouped together by rating, by type, by grade, for 
easy selection of the device that will best meet the specification! 
@ You'll find a comprehensive numerical index that is complete, simple, neat, easy to use! 


@ In short, you'll find this—one of the most valuable time-saving tools ever put together for the 
Electrical Contractor. It was designed with you in mind, so that items are easy to find...easy to 
compare...easy as ABC to order...all in one step! 


PROFIT NOW BY CALLING YOUR LEVITON DISTRIBUTOR FOR YOUR COPY OF THE LEVITON 
CONTRACTORS “ABC”. IT’S YOURS FOR THE ASKING! 

SEE US AT THE 5TH NATIONAL 

ELECTRICAL INDUSTRIES SHOW Sem 

N. Y. COLISEUM, MARCH 6 9, 


BOOTHS 201 & 203 LEvVIitTon 





LEVITON MANUFACTURING COMPANY + BROOKLYN 22, N. Y. 
Chicago * Los Angeles © Leviton (Canada) Limited, Montreal 





Jamp and spreading its beam as a 
sheath across the desired area by 
using an optically-controlled fixture,” 
according to Biggs. “The light output 
is directed onto the road at a low 
angle and is prevented from shining 
above the horizontal plane. The meth- 
od makes objects stand out more 
brilliantly than before and prevents 
glare from reaching the driver’s eyes.” 
e Peak Brightness—The introduction 
of the Controlled Powerbeam System 
brings the peak in foot lamberts 
(brightness) to 22,000, Callahan con- 
tends. “This is a ten-fold gain over 
the brightness of lamps developed 
only ten years ago,” he said. The 
lamp in the powerbeam unit is a 
VHO (Very High Output) lamp with 
a special reflective interior coating. 
Light emits from the tube through 
an optically precise window or aper- 
ture, and the light is reflected to the 
desired area by the fixture. 

“This new lighting advance opens 
up new concepts of area lighting,” 
he affirmed 








NEW Ignites Spark 
To Start The Sixties 

NEW YORK—With its theme of 
“Electricity Sparks the Sixties,” the 
electrical industry went into high gear 
last month as the nation saluted “Na- 
tional Electrical Week” (Feb. 7-13). 

Distributors, manufacturers, utili- 
ties, leagues, and electrical trade as- 
sociations all contributed to make the 
event a national success. 

e Distributors—Distributors through- 
out the nation introduced into their 
sales programs NEW promotion ma- 
terial. 

e Manufacturers — Leading manu- 
facturers made the nation conscious 
of the contributions of the electrical 
industry to modern living through 
radio and television commercials, and 
through advertising in national pub- 
lications. 

e Leagues—Electrical leagues in New 
Orleans, Los Angeles, Detroit, Chi- 
cago, Boston, New York, and Cincin- 
nati, held special ceremonies marking 
NEw. 

In Richmond, Va., EW’s own as- 

sociate editor, Bob Bush, was guest 
speaker at a luncheon celebrating 
NEW. 
e Associations — You name ’em. 
Every electrical association in the 
country participated actively, includ- 
ing: AHLI, CEC, EEI, IAEL, IBEW, 
NASA, NAED, NECA, NEMA and 
reportedly XYZ too. 

Now’s the time to prepare for 
NEW ’61, if you missed this one. 
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Ct ITS COST in assembly time...eliminate waste in lighting change-overs! The Amplex 


Swivelite system of inter-connected links hang, drop, extend, twist, swivel and 


aim your fixtures! Do you have the Amplex Swivelite catalog illustrating all of the cost-cutting elements of this 


highly interchangeable system? 


amplex 


Write for free catalog 

Amplex Corporation 
I BRHLUTE Corte Pose, LL 

Carle Place, L. L., N. Y 
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HOW GOOD IS... 
4 
AN IMITATION Aniptrap 3 





for 
600 Volts 
or less 


Amp-traps are our products. We originated and developed them. We alone 


manufacture them. They are so good that others are now imitating them. 
This is flattering because it indicates Amp-trap is superior. But, don’t be 


confused by imitations. 


“Just like Amp-trap.” “As good as Amp-trap.” “Works like Amp-trap.” 
“Better than Amp-trap.” These are the deceptive phrases that imitators 
must use. Without them they can neither explain nor sell their substitutes. 


Amiptrap® 


Whenever you need Amp-trap, you want Amp-trap — not an imitation or 
a substitute. Amp-trap is a very special current limiting device with high 
interrupting capacity. Regardless of claims, imitations aren’t enough. More 
than 27 patents prove it. Nothing takes the place of Amp-trap! For your 
own protection specify Amp-trap. Then — make sure you get it. 


THE CHASE-SHAWMUT co. 
374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
Subsidiary of 1-T-E CIRCUIT BREAKER CO., 


Ty e, R, @ GF WX. 


Ampirap P Tr “onic) y, = * é -" c-@ o-T TRIOWET” ont O-T rit 


CALENDAR OF EVENTS 





MARCH 


5th National Electrical 
Industry Show 
Coliseum 
New York, N.Y 
March 6-9 


First National Electric House 
Heating Exposition 

Sherman Hotel 

Chicago, III. 

March 21-23 


Institute of Radio Engineers 
National Convention 
Coliseum & Waldorf Hotel 
New York, N.Y. 

March 21-24 


10th Biennial Electrical 
Industry Show 
Shrine Exposition Hall 
Los Angeles, Calif. 
March 23-26 


Pacific Coast Electric Assn. 
Engr. & Operating Conference 
San Francisco Arena 
San Francisco, Calif. 

March 28-29 


APRIL 


Electrical Living Show, 
Milwaukee Home Show 
Milwaukee Arena 
Milwaukee, Wis. 

April 2-10 


Edison Electric Institute 
Sales Conference 
Edgewater Beach Hotel 
Chicago, Il. 

April 4-6 


1960 Electrical Show 
For Industry 
Cleveland Public Hall 
Cleveland, Ohio 
April 5-7 


MAY 


National Association of 
Electrical Distributors 
52nd Annual Convention 
Dallas Memorial Auditorium 
Dallas, Texas 
May 1-4 
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KRALOY . 
FIRST PVC RIGID CONDUIT 


INSPECTED AND PASSED BY 
~ UNDERWRITERS LABORATORIES: 


* For direct underground burial 
or encasing in concrete 


Only KRALOY, yes only KRALOY, among all plastic 

conduits, now carries U-L listing — another first for KRALOY! 

High impact KRALOY PVC ( Polyvinyl Chloride) RiGiD CONDUIT... 

the lifetime conduit ...the perfect conduit... won't rust, won't pit, won't 

corrode, won't support combustion, is non-magnetic and non-sparking. KRALOY 

needs no paint, no coating, needs no lining, and its mirror-smooth inside wall 

makes fishing easier than with any other type of conduit. Add these outstanding 

features to KRALOY’s extreme light weight (see chart below) and you have the 

ideal conduit... ideal for direct burial and slab work. Installation costs can be KRALOY PVC CONDUIT is 
cut drastically with light weight KRALOY PVC RiGip CONDUIT. Consider the sold only through wholesale 
dollars to be saved in handling and installing U-L listed KRALOY CONDUIT e/ectrical supply houses. 
Cat. No. KE-1058 versus steel, versus even aluminum conduit: 


NOTE WEIGHT COMPARISON — KRALOY PVC vs. ALUMINUM vs. STEEL CONDUIT 


U.L. required minimum weight per 100 ft. including couplings, Ibs. 





Trade Size yy" | %" ” | 1%") 1%") 2 | 24" | 3” | 3%" | 4 5" 
KRALOY PVC 15.0 20.0 29.0 40.0 47.0 63.0 101.0 131.0 159.0 187.0 
ALUMINUM 27.4 36.4 53.0 69.6 86.2 | 115.7 182.5 238.9 287.7 340.0 465.4 
STEEL 79.0 | 105.0 153.0 201.0 249.0 | 334.0 527.0 690.0 831.0 982.0 1334.0 
i 
For complete information on KRALOY PVC CONDUIT ——gjg \ rege poe Pipe ae Inc., Dept. EW-3 
2 . Central Avenue, Santa Ana, Calif 


— 


and installation directions, mail the coupon or write to a 
Kraloy Plastic Pipe Co., Inc., 402 W. Central P| Gentlemen: Please send me your new Brochure on 


i 5 cate : KRALOY PVC CONDUIT which gives complete informa- 
Avenue, Dept. EW-3, Santa Ana, California. . , 
| tion and installation directions 
























































Name 


NO CONDUIT REPLACES Address 
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Bottom view shows twin 
flush lights and huge per 
manent type aluminum 
foil filter 


NEW: TWIN BLOWER 
WEW! is 
NEW! sCHARE 


ALL OF THESE EXTRA QUALITY FEATURES 
INCLUDED AT NO INCREASE IN PRICE! 


In addition to these BRAND NEW selling features, this top-quality 
VENTROLA unit is completely pre-wired, ready for ‘‘Easier-than- 
Ever” installation using either Vertical discharge, or Horizontal dis- 
charge with no loss of cabinet space. Equipped with 2-speed power- 
ful twin wheel blower, Push-button controls, Independently oper- 
ating light and blower, Permanent Aluminum foil filter and anti- 
back-draft shutter. 


Write today for available catalogs on the complete line of VEN- 
TROLA'S distinguished Range Hoods and Fans, and VENAIRE 
‘Builders’ Budget Line’’ of Fans 


(ONLY 3%” 
DEEP) 
(TUCKS INTO 
WALLS OR 
CEILINGS) 
(QUALITY 
and 
PERFORMANCE) 


Proven Quality at a PRICE you 
can SELL for EXTRA profits! 


This brand new member of the Ventrola family is designed for 
extra-quiet performance and ease of installation in any type 
walls or ceilings where space is at a premium. Its slim (3%" 
deep) housing fits into walls as thin as 4 inches. The efficient 
4-pole motor assures excellent air movement and QUIET per- 
formance . . . ideal for apartments, motels and prefabs. The 
beautiful modern designed chrome plated grille will blend 


Catalogs available on Ventrola’s complete line of dis- with any decor. Fully guaranteed for 5 years. 
tinguished Fans and Range Hoods and the Venaire 
“Builders’ Budget Line” of Fans. Write today! Available in “Builders’ Budget Line" VENAIRE Model 806 


with lifetime guaranteed anodized aluminum grille. 
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Business Outlook: 





Budget Puts Restraint 
On Inflation 


Here is the monthly report on busi- 
ness as prepared by the McGraw- 
Hill Department of Economics. 


HE FEDERAL BUDGET alls 
T« the government to collect $6 

billion more in revenues than it 
pays out for expenditures—the lar- 
gest cash surplus in several years. This 
surplus is important because it sym- 
bolizes a new set of forces that are 
likely to give the United States con- 
siderably greater stability of both 
prices and production over the next 
few years than anyone had thought 
likely. Ironically, it comes just at the 
time when many people expected in- 
flation to be getting a new push. 

Most of the recent inflation talk has 

centered on the reported 41¢ per hour 
“package” won by workers in the steel 
industry. But a close analysis shows 
these facts: 

1. The settlement in steel is much 
less inflationary than it was first 
pictured. The costs are consider- 
ably less than those of the 1956 
settlement. And in fact, the gen- 
eral pattern of wage increases in 
recent months has not been 
greatly above annual gains in 
productivity. 

. There’s not enough money and 
credit around to feed a real in- 
flation. And there’s not likely 
to be. The very strict policies of 
the Federal Reserve are now, in 
a sense, compulsory—in order to 
protect the U.S. dollar against 
the withdrawal of foreign in- 
vestments. With high interest 
rates and stable prices overseas, 
the federal agency must main- 
tain similar conditions here, or 
foreigners will want to withdraw 
their money in gold. 

- The budget promises to restrain 
inflation by taking more money 
out of the economy via taxes 


than is put in via federal spend- 


ing. 
e The Budget Surplus — What the 
President proposed in his formal mes- 
sage to Congress was a $4 billion sur- 
plus in the “administrative budget”, 
which totals up the revenues and ex- 
penditures of the various administra- 
tive departments (Defense, Com- 
merce, etc.). But since there would 
be some additional surplus collected 
by the various government trust funds 
for social security, highways, etc.— 
the federal government would, ac- | 
cording to this budget, actually collect | 
nearly $6 billion more than it spends. | 
The money would be used to pay off | 
federal debt—thus countering the ex- 


Luwnt (vy) mouuw 


NEW 20 AMP 


> ALI 
DEVICES by 


3-WIRE 
2-WIRE 

20 AMPS 
125 VOLTS 


GROUNDING CAPS and 


» \ 2 = OF 3 1 OF on 
- 
Pa * 


RECEPTACLE 
6722 


CAP 


IMPORTANT TO 5786 
YOU UNDER THE 
NEW CODE REVISIONS 


The 1959 revisions of the National Electrical Code 
have extended grounding requirements to many ad- 
ditional types of heavy-duty portable tools, mainte- 
nance equipment, and household appliances. As a 
result, these new Arrow-Hart 20 Amp Grounding 
Caps and Receptacles are ‘‘must’’ items for hundreds 
of different industrial, commercial and residential 
applications. Your customers will be asking for them. 


Also available in weatherproof type with and 
without padlock, these Duplex Receptacles feature 
2-circuit break-off fins that allow optional wiring as 
two electrically separate outlets. Caps are available 
in rubber or armor-over-rubber types. 


These new devices offer you new opportunities to 
build profits by offering your customers the newest 
and finest wiring devices. Write today for complete 
information. 


The Arrow-Hart & Hegeman Electric Co., Dept. EW, 
103 Hawthorn Street, Hartford 6, Connecticut. 


) HART 





DIMSWITCH* 


Now You Can Have Bright 
Light or Soft Light with 
a Flick of Hi-Lo DIMSWITCH* 





Off in center eliminates cycling thru 
bright position . . . avoids eye-shock. 


Now you can choose your light! Bright for work... 
Low for glamor or relaxing. Fits any standard switch 
box; easy to install . . . no additional wiring required. 
Ideal for children’s rooms, TV room, den, living room, 
dining room, porch, patio, pool or post lights. Pays for 
itself in less than a year in electricity saved... bulbs 
last over 20 times longer on LO! Available 200W, 
300W, 500W, 3-way, 4-way, single pole. All fit stand- 
ard switch box. Single or multiple wall plates. . $9.95 
*For incandescent lamps only 


Pats. Pend. 


UL Listing Applied For WRITE FOR BROCHURE 


SLATER ELECTRIC & MANUFACTURING CO., INC. 
SEA CLIFF AVENUE ® GLEN COVE @ NEW YORK 


pansion in business and consumer 
credit, and acting as a powerful re- 
straint against inflation. 

In view of some other develop- 
ments, notably the lessening but still 
significant push exerted by wage 
agreements like that in the steel in- 
dustry, a large anti-inflationary sur- 
plus—or at least the proposal of such 
a surplus—may be exactly what's 
needed at this juncture. 

The history of past attempts to keep 
Congress from spending ali the avail- 
able tax revenue suggests that such 
attempts had better begin early if they 
are to have any success—especially 
in an election year. The President, as 
he showed in 1959, can use his veto 
to block any wild spending schemes. 

What seems important is that the 
federal government is moving strongly 
against inflation now, on both the fiscal 
and monetary fronts, and hence mak- 
ing it extremely difficult for a specu- 
lative boom to get going in 1960 


Steel and Wages 


The steel industry’s new wage con- 
tract can hardly be called anti-infla- 
tionary. It boosts labor costs by an 
estimated 3'2% a year, as an average 
for 1959-1962. And the actual expe- 
rience in 1960 may be somewhat less 
comfortable than the average, since 
over half the total cost increase is 
concentrated in this one year. Steel 
prices may well start edging up imme- 
diately, as higher “extras” and other 
special charges are tacked on. And 
no one would be very surprised at 
an increase of $2-3 a ton when wages 
go up in December, as promised by 
the new contract. However, this would 
be less than a 2% increase over the 
present average price of steel. A much 
larger increase in 1960 seems unlikely, 
in view of competition from aluminum 
and from foreign steel of various 
types—as well as among the domestic 
steel producers 

The same trends are present in 
other industries: wages up 3-4% , some 
absorbed, some small price increases. 
Productivity is rising. And that makes 
the new costs easier to absorb, at least 
in part. Thus, although the old “cost- 
push” from wage increases is still with 
us, it is not nearly so potent as in 
1956—or other boom years of the 
postwar period 
e Money and Credit Finally, it’s 
beginning to dawn dimly on the U.S. 
that we’re not alone in the world, eco- 
nomically speaking. The time when 
we could enjoy the luxury of a little 
inflation for everybody — workers, 
farmers, business corporations — in 
a never-ending round of wage-price- 
profit increases is over. In many cases 
now, a rise in U.S. prices simply 
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1885 Diamond Jubilee 1960 
75 Years of Leadership in the 
Wire and Cable Industry 
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FOR EYES THAT SEE 
100 FEET BELOW THE SURFACE 


This is a television camera. Its job is to photograph the substrata 
of excavations, thereby providing information needed by engineers 
in planning the construction of Boston’s new Prudential Center, a 
modern, multi-million dollar real estate development. 


Here in the Back Bay section of Boston, with its artificially main- 
tained water table, this sealed camera must go down into a water- 
filled hole 100 feet below the surface. To transmit the picture from 
the camera to the surface monitor, Lake Service Corp. of Brighton, 
Massachusetts, designers and manufacturers of the television equip- 
ment, chose Simplex Anhydrex XX insulated cable because of its 
ability to withstand the rigors of submarine and direct burial duty. 


For all types of service involving high and low voltages, whether 
aerial, underground or submarine, or for everyday plant wiring, it 
pays to call a Simplex Engineer. 


CO~@ 
WIRE & CABLE CO. 


Cambridge, Mass. + Newington, N. H. 








means that the business goes to some 
overseas producer who can undersell 


T ©] B td S U be E S p E Cc I F Y E A G L E us in our own backyard 


Furthermore—and here’s where the 


NON INFLAMMABLE WALL PLATES “tight money” policy comes in the 
m U.S. Treasury has financed a signifi- 
cant part of its recent deficits by sell- 
ing short-term securities to foreign in- 
sEASTIFN AVAILABLE vestors, who hold them as the near 

are seems snows Ane ivoRy equivalent of cash. And U.S. banks, 

r LINE B who finance U.S. business, also have a 

I ud EAGA AKE Lire | significant amount of foreign deposits 
WALLPLATES There is no law that compels these 

: overseas investors to leave their money 
here. They have for most of the past 
decade, because the U.S. was the best 
place in the world to invest. It had 
less war risk, less threat from local 
Communists and less inflation than 
FOR THIS any of the West European nations 
But today those risks have substan- 

FREE tially diminished in Europe—as well 


as in Japan and some other places 


DISPLAY If integest rates are higher abroad, or 
SFE THE BIG SURPRISE if the United States 1s threatened with 


serious inflation, money will begin to 


AT EAGLE BOOTHS 305-307 leave this country for more attractive 
Sth NAT'L ELEC. IND. SHOW spots. 


To prevent the development of con- 
NEW YORK COLISEUM ditions that might lead eventually to 
MARCH 6-7-8-9 such a “flight of capital”, the Federal 
Reserve System is keeping interest 
“PERFECTION 1S NOT AN ACCIDENT’@ rates high in the USA. It’s doing its 
best to prevent a speculative boom 

EAGLE ELECTRIC MFG. CO., INC., LONG ISLAND CITY, N. Y. | and inflation. The Treasury, which is 
ST ~~ : : equally anxious to prevent a heavy 
flow of gold from the United States, 
is joining the agency in its anti-infla- 
tion battle. With a $6 billion surplus 
of tax collections over expenditures, 
the Treasury’s help will be substantial. 


new lighted iE 


NEW YORK A leading manu 


' . facturer of circuit breakers has an- 
* » Ml p nounced it will now guarantee its line 
ons ib emacs ~ of fully magnetic, plug in circuit 
TOTALLY ENCLOSED & breakers for the life of the electrical 
service system in which they are in- 


stalled. 




















DISPLAY DEAL NO. 11 dramatically ™ a for 


trodu the new lighted ‘‘mite,’ _ 2 
with FREE transformer ready to plug electric: ! s The Murray Mfg., Corp., Brook- 
n and light up for demonstration i ringing | lyn, N. Y . said the guarantee covers 

Jes tock tray and 10 pieces 


saab jaamaieio h Tl its MP line. It is designed to provide 
assorte F: up & 
US f e1iS electrical wholesalers and contractors 


Total List Price $14.10 
a key selling point, according to a 


and |} company announcement. The new 
button ; | “Guaranteed for Life” program will 
¥ chimes | be initiated with full scale promotion 
to help wholesalers, contractors and 
Sg a ch. toteit pain’ boas diallers home builders highlight the capability 
with a miniature electric bulb that stays lit for years. Re of electrical service systems equipped 
Renee Sh push buttons: oF tis type, Witt OF Wire nes | with this type of breaker, the an- 
ie) CIAL WIRING REQUIRED ° 
No? 455 6-164 $1.25 | mouncement said. 
LIST PRICES 0. 456 24 y $1.60 Under the terms of the warranty, 
POLISHED BRASS OR CHROMIUM FINISH | the manufacturer will at any time re- 
place without charge any defective 
MP circuit breaker that has been in- 
stalled by a qualified electrician or 
contractor. 
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40% More Cutting Power... /owis With the New 
no. 99 WIREMASTER 


LINEMEN'S AND ELECTRICIAN'S PLIER 


pecial Enclosed-Joint Construction 
Gives you... 
PERFECTLY MATCHED CUTTERS ALWAYS 


Cutting edges are held in perfect alignment for the 
life of the plier by the CHANNELLOCK enclosed- 
joint construction. The joint rivet acts only asa pivot. 
In other box-joint pliers, the joint rivet alone holds 
cutters in alignment. When joint rivet becomes worn, 
side-play develops. The result... mismatched cutters. 
This can’t happen with the CHANNELLOCK 
WIREMASTER... the jaws are always matched. 


Joint Rivet Closer To 
Cutting Edges 
Gives You... 


40% MORE CUTTING POWER 
THAN STANDARD PLIERS! 


The joint rivet in a cutting plier 
is basically a fulcrum. The closer 
it is to the cutting edges, the 
greater the leverage and, there- 
fore, the greater the cutting 
power. In the Channellock 
WIREMASTER, the joint rivet is 


HERE — NOT HERE 
/ 


os, INSTEAD OF THIS 


7) 


Send For Catalog 34-9 


CHAMPION DEARMENT TOOL COMPANY 


MEADVILLE PENNSYLVANIA U 3.--A 


at Oa se) 6 e ae ais ts ala Nacrwng mk 
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3-PHASE POWER 


from 


SINGLE PHASE 


with 


Gdd “A-Phase’ 


HOME 

AIR CONDITIONING 
AND WORKSHOPS 
No three phase wiring 
necessary. The 
Add-A-Phase opens 
the air conditioning 
market to you 


INDUSTRY 
Location may make 
three phase wiring 
prohibitive. The Add-A 
Phase permits use of 
3-Phase equipment 
without 3-Phase wiring 
Pad 
FARMS... 
IRRIGATION 
Inaccessable locatior 
dictate an Add-A-Phase 
Modern ‘‘automated 
farm may require 
multiple Add-A-Phase 


installation 


WATER WORKS 
... SEWAGE 


Rural expansion assures 
a growing market for 
the Add-A-Phase. No 
loss of workpower 

with the Add-A-Phase 


OIL FIELDS 


Years of constant 

oil field pumping 

proves durability of 

Add-A-Phase without 
; maintenance calls 


POWER CONVERTER 
100% rated load 
High Power Factor 
Balanced Currents 
No loss of Work Power 


Write for Complete Information 


U ADD-A-PHASE 


Div. System Analyzer Corp., Nokomis, Illinois 


| Gentlemen: Please send, without obligation, com 
plete details on your ADD-A-PHASE Power Converter 


| Name Title 


| Address 
| City 
| State 


| 
| 
| 
| 
| 
| Company | 
| 
| 
| 
| 
| 


SEE FOR YOURSELF .. . package 
includes many case histories of the | 
success of the Add-A-Phase... | 
years of trouble free use. IF YOU 
HAVE A SPECIFIC ELECTRIC POWER | 
PROBLEM GIVE US THE DETAILS | 
FOR RECOMMENDATION 


MARKETING AIDS 





DISCUSSING details concerning the sales “bonus program” announced by the 


Pyramid Instrument Corp., 
Power Co., Inc., Bridgeport, Conn., 
assistant sales manager of Pyramid, and 
firm’s New England representative 


Lynbrook, N. Y. is Harvey Tower (right) of the B. M 
electrical distributors, Don Kohlreiter (left) 
Bob Frank of H. I 


Frank and Son, the 


‘Bonus’ Program to Boost Sales 


Aimed at introducing low voltage wiring to contractors. 


PROGRAM designed to aid the 

electrical wholesaler in 

low voltage wiring systems has 
been introduced by an 
equipment manufacturer 

The program, announced by the 
Pyramid Instrument Corp., Lynbrook, 
N.Y., is aimed at introducing low 
voltage wiring to electrical contract- 
ors through intensive education and 
by a “bonus program” which enables 
the contractor to get started in the 
low voltage business. 

The “bonus program” is designed, 
according to its originators, to have 
the manufacturer absorb part of the 
cost of the contractor’s first installa- 
tion of low voltage wiring systems 
With the first package purchased by 
the contractor from the electrical 
wholesaler, he receives a certificate 
worth $50. Upon completion of the 
contractor’s first installation, he re- 
turns the signed certificate to the 
manufacturer and receives a $50 
package of additional material at no 
extra cost, according to the plan. 
This amounts to a 15% discount to 
the electrical contractor on the ad- 
ditional installation. 

The manufacturer is backing up this 
bonus program to contractors by offer- 
ing them decals for their trucks and 


selling 


electrical 


imprinted business cards, both stating 
that they are authorized Remcon 
dealers. In addition, electrician’s manu- 
als giving the full details con- 
cerning proper installation are be- 
ing provided 

The company’s representatives 
throughout the country are sched- 
uled to hold sales meetings for whole- 
salers and their salesmen to educate 
their personnel concerning low volt- 
age and the advantages of selling the 
“bonus program,” an official said. 

In addition, electrical distributors 
will be invited to bring in key con- 
tractors to hear this factory presen- 
tation and ask questions of factory 
representatives. He added part of 
the sales program is a film on low 
voltage wiring which tells the story 
graphically. 

e Distributors Participation—One 
phase of the “bonus program” is a 
series of one-day shows to be put 
on at the counters of electrical dis- 
tributors to present the program 
story to contractors who come in 
during the day. Another phase of it, 
is an intensive advertising program 
in trade publications. Direct mail will 
be sent to distributor customers 
throughout the country with reply 
cards coded so that inquiries coming 
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VIRDEN 
LIGHTING 


\ - 
= \ 
virden Presents the \\) line of 


SCOTCH PLAID 


LIGHTING 


Beauty 7249 Economy... 


From Virden, famous for quality, comes a 
new and separate line of lighting fixtures. 
Called Scotch Plaid Lighting, here is beauty 
in design, excellence in workmanship, at a 
truly economical price! Ideal for tract homes 


See your Virden distributor 
or mail the coupon today! 


\/ 


A Division of the John C. Virden Company 


Cleveland 3, Ohio 


Member American Home Lighting Institute 


VIRDEN Pgkta 


or low-cost housing. Excellent for remodel- 
ing, wherever you want high-style at budget 
prices. See the new Scotch Plaid Lighting 
line at your nearby Virden distributor. Ask 
him for your copy of our new, free, full- 
color catalog. Or mail the coupon below. 


130 items in full color. 
All styles, all types. 


¢ ceiling pieces 
wall brackets 
pulldowns 
outdoor fixtures 


recessed 


2 ishting, Dept. HH-3 


Address 


City 


i antcanes | 


In Canada, John C. Virden Ltd., Toronto, Ontario 
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“TOLEDO 


Nrey 
© The Finest of all 


ne 


, Power Drives 


Si 4 eo ae Oe, 


~ SBR Yennoe 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


THE TOLEDO PIPE THREADING MACHINE COMPANY TOLEDO 4, OHIO, U.S.A. 





in will be referred to the wholesalers 
for follow up and sale, Schwartz said. 

The intensive sales program also 
calls for manufacturer representatives 
to make contractor calls along with 
distributor salesmen and to do mis- 
sionary work among architects and 
builders. A direct mail program to 
architects and builders is also planned 
as part of the program. 

“There is excellent profit to be 
made by selling low voltage,” says 
Schwartz, “and it has several out- 
standing sales points. Customers can 
be interested in remote control, path 
of light, master and multipoint switch- 
ing. Through this bonus program we 
are stacking all the cards in favor 
of greater sales for both wholesaler 
and contractor in this great untapped 
market.” 


More Sales Aids . 


EMT Promotional 
Kit Available 


YOUNGSTOWN, Ohio—A _pro- 
motional campaign has been launched 
by the Youngstown Sheet and Tube 
Co. for its new Buckeye electric 
metallic tubing (EMT). Included in 
the promotional kit is a flasher dis- 
play for counter use, a quantity of 
envelope stuffers, and a brochure that 
points up the product’s selling features. 


Lamp Display 
Package Available 


NEW YORK—An attention-getting 
pink and black display unit, contain- 
ing an assortment of popular size resi- 
dential light bulbs, has been pre- 
packaged by Duro-Lite Lamps, Inc., 
North Bergen, N.J. Topped with a 
riser card containing a die-cut area 
for a flasher unit, the display can be 
removed from its shipping carton, set 
on a counter and plugged into an 
electrical outlet. Two different assort- 
ments of popular size longer life bulbs 
are offered in the display carton, both 
assortments contain 60 bulbs. 


Ventilating Fan 
Display Available 


COOPERSVILLE, Mich.—A com- 
pact, portable, operating display to 
merchandise their new, No. 5508 
ceiling-type ventilating fan, has been 
introduced by Leigh Building Prod- 
ucts, Div. of Air Control Products, 
Inc., Coopersville, Mich. The display 
is known as the V-5 and features an 
easy-carry chrome handle, attractive 
maroon and turquoise wood panel, 
overall dimensions, 18-in high, 19-in 
wide, and 8-in deep. Display is com- 
pletely wired for demonstration pur- 
poses. 
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Terminating ° 


Each clamp accommodates a wide range of conductors. 


Castings are high-strength, corrosive-resistan’ heat treated 
aluminum alloy. 


Blackburn special surface treatment eliminates production oxides 
and improves conductivity. 


Bell contoured grooves protect conductors. Clamping forces are 
distributed over extra-large contact area. 


Available with galvanized steel or aluminum hardware. 
Aluminum hardware is alumilited to prevent seizing. 


Can be quickly and easily installed with regular linemen’s 
equipment. No special tools required. 


use of CONTAX 0" all alumi- 
num conn . co i jnhibiting compound 
with an AST 





o.% 


Whether you call it “jig time” or just plain fast, you'll 
like the speed with which you can complete service 
mast installations with Porcelain Products Mast Kits. 
For example, the new flash plate is in one piece... 
just slip it over the pipe, bend it to the roof angle and 
nail down. Fast, sturdy, sure. The other features too, 
are first quality throughout, with each part designed 
especially for service mast usage. They're easiest to 
install, look the best when in use and give both con- 
tractor and home owner best all around service. PP 
Mast Kits are produced in a full range of sizes and 
types, and are as close as your nearest electrical dis- 
tributor. Each is packaged in a single carton, complete 
except for the pipe. Choose PP for a more profitable 
installation that will satisfy your most cost and appear- 
ance conscious customers. Send for detailed folder — 
no obligation. 





With upper courses FLASH-PLATE is Upper courses of 
of shingles re- twisted to conform shingles are re- 
moved, FLASH- to pitch of roof and placed and collar is 
PLATE is slipped nailed in place. slipped down into 
straight down pipe. place. 


PORCELAIN PRODUCTS CO. 


225 N. PATTERSON ST. CAREY, OHIO 


PEOPLE IN THE NEWS 





Edwin Lex Bacon has been appointed 
general advertising and sales promo- 
tion manager of Graybar Electric 
Co., Inc. Also appointed were Ray- 
mond C. Babcock as advertising man- 
ager and Ralph Sackett, Jr. as sales 
promotion manager. Bacon has been 
with the firm since 1939 in the ad- 
vertising and sales promotion depart- 
ment at Graybar’s New York head- 
quarters. Babcock joined Graybar in 
1943 at their general headquarters 
and Sackett began in 1952 in the 
company’s Florida district 


Edward J. O'Brian, Graybar Electric 
Co.; M. Hays, Lighting Fixture & 
Electric Supply; M. H. Cook, and 
Ben Katz, Interstate Electrical Sup- 
ply, all in New Orleans, La., have 
been elected to membership in the 
Electrical Association of New Or- 
leans. 


Several key personnel changes have 
been announced by Raybro Electric 
Supplies, Inc., Tampa, Fla. William 
Marley has been appointed manager of 
the company’s Orlando branch suc- 
ceeding Charles F. O'Neill, new as- 
sistant manager of the Jacksonville 
branch; and William Perez has been 
appointed branch manager of the 
company’s new office in Clearwater 


John B. Deck, Jr. has been appointed 
district lamp and lighting specialist by 
General Electric Supply Co., Dallas, 
Texas. 


E. D. Shiffler has been elected presi- 
dent of the Electric Association of 
Kansas City. The new EAKC head, 
also district manager of the Major 
Appliance Div., General Electric Co., 
succeeds R. K. Zimmerman. Among 
vice presidents elected was W. B. 
Whaley of Graybar Electric Com- 
pany. 


J. L. Bauer has been appointed man- 
ager of conduit sales and service; R. 
C. Huckestein, product manager of 
underfloor raceways: J. J. Dougherty, 
Jr., eastern sales manager for Wheat- 
land Electric Products Co., Pitts- 
burgh, Pa. 


E. J. I. (Ted) Davies has been ap- 
pointed manager-railroad sales of 
Anaconda Wire and Cable Co., a sub- 
sidiary of The Anaconda Co. He will 
headquarter in Chicago 


Charles J, Philage has been appointed 
advertising manager, National Electric 
div., H. K. Porter Co., Inc., Pitts- 
burgh, Pa. 
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GET INTO THE AMPROBE FREE POLAROID 
CONTEST IN 60 SECONDS ......... 


Here’s the picture: Pyramid is running a great 
“Sales in a Minute” Contest for jobbers’ salesmen 
...and every authorized Amprobe distributor can get 


in on this terrific incentive plan. Here’s 
a new, exciting way to boost your sales 
within a 60 day period by offering your 
salesmen the opportunity to win a 
fabulous Polaroid Land Camera. And 


March, 1960—ELECTRICAL WHOLESALING 


PYRAMID 


INSTRUMENT CORPORATION 
Lynbrook, L. I., N. ¥. + LY 3-5600 


remember, Pyramid is pre-selling the entire Amprobe 
line for you all the time in a steady campaign of 
publicity and advertising. So it’s a “snap” to watch 


your Amprobe profits develop quickly 
with the exciting Polaroid contest. 
Start shooting for greater volume now! 
For contest details, write, wire or 
call your Pyramid representative now! 
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Steel City’s RIGHT ANGLE 
fabricated in three sizes for max- 
all 


sizes interchangeable within the 


is 
imum economy and utility . . . 


same structure. The exclusive 


slot-and-hole pattern, recurring 


every three inches, provides the 


erector with a rigid method of 


securing joints. RIGHT ANGLE 
is structural quality steel, electro- 
for 


galvanized after 
complete protection. 


processing 


trade name 


0 


i 


The RIGHT ANGLE method of forming a 
corner assures both ease of assembly 
and rigidity. A wrench is the only tool 
needed for erection 








The specially designed portable Steel 
City Cutter cuts all three sizes of RIGHT 
ANGLE cleanly with one easy stroke. 


STEEL CITY 
SLOTTED ANGLE in 





Light Duty 
RA-150 15 gauge 
14%" x 14%" x .067 


3 Sizes 


2 ma 
ee me. 
— 
“~ 
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) Vi ) 
Oe. @. 
Heavy Duty — 1 ) e 
156” x2 Je. 080 | e 
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nan 
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Extra Heavy Duty 
RA-300 12 gauge 
156” x34e" x .104 














Gamer | tenes | rohace | chat 
RA-150 | 6’ 10 35 
RA-225-10 10’ 5 48 
RA-225-12 | 12’ 5 56 
RA-300-10 | 10 5 72 
RA-300-12 | 12’ 5 84 
Sielicth.- dicctens tale and ants lecienes 
with RA-150. Thirty-six 4 bolts and nuts 
with each package of RA-225 and RA-300. 


Measure and cut marks every 34” 


FoA 
_s 


Sold through wholesale distribution only! 


Write for bulletin RA-1 or see our catalog in Sweet's files 


STEEL CITY ELECTRIC COMPANY 


A Subsidiary of American-Marietta Company 


PITTSBURGH 33, PA. 











J. Albert Bertolacci has been ap- 
pointed treasurer of Cornell-Dubilier 


Electric Corp., now affiliated with 
Federal Pacific Electric Co., South 
Plainfield, N.J. 


George J. Taylor has been appointed 
vice president in charge of research, 
development and marketing, and Wil- 
liam E, Gundelfinger has been ap- 
pointed administrative assistant and 
director of manufacturing for Day- 
Brite Lighting, Inc., St. Louis, Mo. 


W. D. Jenkins was elected president 
of The National Association of Whole- 
salers at its annual meeting in New 
York. The new NAW head is presi- 
dent of Radio Supply Corp., Rich- 
mond, Va. 


Donald D. Scarff has been appointed 
general manager of Large Lamp Dept., 
General Electric Co., Cleveland, O., 
replacing Herman L. Weiss who has 
been appointed general manager of 
the company’s Lamp Div. Weiss suc- 
ceeds George E. Burens who has been 
transferred to special assignment in 
GE’s Consumer Products Group, New 
York City. David C. Miller has been 
appointed manager-original equip- 
ment sales, Miniature Lamp Dept., 
General Electric Co. 

Elbridge G. Dudley, who has served 
since 1955 as manager of the New 
York District of GE’s Component & 
Intermediate Distribution Sales Dept., 
has retired after nearly 39 years of 
service with the company. 


John Laughlin has been appointed 
chief engineer for Nelson Electric 
Mfg. Co., Tulsa, Okla., to succeed 
Richard Ray, who has been appointed 
manager of engineering. 


T. R. Oakes has been appointed vice 
president and secretary of Square D 
Co., Detroit, Mich. He retains posi- 
tion of treasurer and succeeds Henry 
Morgan, formerly vice _president-fi- 
nance and secretary, who will con- 
tinue as a vice president, and director 
of the company. Robert W. Dunham 
has been appointed chief engineer of 
Square D Company’s Molded Case 
Circuit Breaker Div., Cedar Rapids, 
lowa. 


Norman C. Macdonald has been ap- 
pointed sales manager and James E. 
Burke assistant sales manager of The 
Rawlplug Co., Inc., New Rochelle, 
N.Y. 


Douglas R. Langhorne of the Ana- 
conda Wire & Cable Co. has retired 


after 29 years with the company. 
He was in charge of the firm’s 
Consigned Stock Inventory Control 
Dept. 


ELECTRICAL WHOLESALING—March, 1960 





New, cool Sola ballast for two 1500ma lamps gives 


full light output, features upside-down case 


Design features of upside-down ballast assure 
lowest in-fixture operating temperatures: 


A Fiber insulator now at label surface. B No 
thermal barrier at mounting surface to trap 


Newest member of Sola’s growing fam- 
ily of upside-down fluorescent ballasts is 
Catalog No. 670-130. It operates two 96 
inch 1500ma lamps down to 0°F, or two 
72-inch 1500ma lamps down to -20° F. 


The delivers full light 
output and is the coolest-operating, 
18-inch, single-case unit of its type 
that we've tested. Results of in-fixture 
comparative tests of the Sola ballast 
and its two competitors are shown 
above. Further tests prove that Catalog 
No. 670-130 easily meets proposed 


new ballast 


normal ballast heat, fixture is improved 
cooling fin. C Maximum space between capac- 
itor and core structure gives full capacitor 
life. D Ballast temperatures substantially lower 
than competitive ballasts (see table at right). 


CBM specifications for 
1500ma ballasts 


A good share of the new unit’s im 
proved performance and life-extending 
operating temperatures is a result of 
Sola’s ingenious solution to the prob- 
lem of heat dissipation which is dia- 


gramed above 


The next time you need a ballast that 
fixtures 
deliver all the light that’s engineered 


will help quality fluorescent 


into 1500ma lamps, that will give cool 


est possible in-fixture performance, that 


two-lamp 


Comparative 
Test Results 





Temperatures § C 
Ballast 
Case (Capacitor; Copper 
Sola 670-130 80 60 87 
Ballast X 81 70 92 


Ballast Y 86 60 97 








Ballasts tested in industrial fixture sus- 
pended one foot beneath ceiling while 
operating two, 8-foot 1500ma lamps. 
Ambient room temperoture 25° C. 


will live up to its own rated life, that's 
the time to specify Sola Catalog No 
670-130. Engineers and fixture man- 
ufacturers are invited to send for 
sample ballasts 


Write for Bulletin 27C FL 


r meer 


2S ‘ 
A DIVISION OF | 
BASIC PRODUCTS CORPORATION Cie 


Sola Electric Co., 4633 W. 16th $t., Chicage 50, Til, 























LOWER INVENTORY/HIGHER PROFITS—Furnas Elec- 


tric exclusive “in-between” sizes and standardized design 


allow you to stock fewer controls, while meeting every cus- 


tomer horsepower requirement, You sell all classes of cus- 


tomers and maintain a rapid turnover. 


QUALITY PRODUCTS/FEATURES 


FHAT SELI —Fur- 


nas controls are designed, manufactured and tested for 


superior performance, maximum service, 


SELECTIVE DISTRIBUTION—A 


minimum number of 


distributor appointments in a given trading area. 


ENGINEERING HELP—Furnas Electric 


field men and 


factory sales engineers, testing and research facilities are 


always at your service. 








information on 


advantages: 





Batavia, IIlinois 






Write today for Free 
Portfolio 5412, giving full 


Distributor Franchise 


1069 McKee Street, 








A77 


ri We FURNAS ELECTRIC COMPANY 
BATAVIA, ILLINOIS 


Sales Representatives in All Principal Cities 





Jack Benfield has concluded arrange- 
ments with Appleton Electric Co., 
Chicago, Ill. to market his nationally 
known line of conduit benders. His 
latest type unit, called the “Apple- 
ton-Benfield,” has several features 
that make it universal for steel or 
aluminum and for rigid or thin wall 
conduit, according to a company re- 
port. 


Stan Heywood has been appointed na- 
tional marketing director of Presco- 
lite Mfg. Corp., Berkeley, Calif. For- 
merly eastern sales manager, his 
headquarters will be in Neshaminy, 
Pa. 


Alfred C. Viebranz has been appoint- 
ed to the newly-created position of 
vice _president-marketing services, 
Sylvania Electric Products Inc., a sub- 
sidiary of General Telephone & Elec- 
tronics Corp. 


Leonard Szymanski has been appoint- 
ed manager of housewares div., Com- 
mercial Electric Co., Toledo, Ohio. 
Joseph B. Mack has been appointed 
manager of the company’s electrical 
supply division 


M. L. (Joe) Martin has been appoint- 
ed manager of Philadelphia district, 
Bull-Dog_ Electric Products Div., 
I-T-E- Circuit Breaker Co., Detroit 
Mich. 


William C. Giesse has been appointed 
sales promotion manager, John C. 
Virden Co., Cleveland, Ohio; while 
Dale A. Gunther has been appointed 
northeastern district sales manager 
for the company’s Virden Lighting 
Division. 


Charles Bruns, John Stanley, James 
Hursh and Richard Kingston have 
been appointed regional engineers by 
Edwards Co., Inc., Norwalk, Conn. 
The four men will cover the New 
York, Chicago, Los Angeles and At- 
lanta regions, respectively. 


W. L. Parcell has been elected execu- 
tive vice president; R. D. Fye, sales 
manager; and H. L. Palmer, edver- 
tising manager by The Ridge Tool 
Co., Elyria, Ohio 


William J. Feahr has been appointed 
manager of Great Lakes Div., Crouse- 
Hinds Co., covering Cleveland and 
Detroit regions; while Chester C. 
Pratt has been appointed Detroit re- 
gional manager by the company. 


William Stckes has been appointed 
sales manager of Splane Electric Sup- 
ply Co., Detroit, Mich. 
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Proper steel plus! The best coid 
rolled steel plus the right handling give 
CIRTUBE EMT its natural bendability. 


Easy fishing! A baked-on protective 
coating gives CIRTUBE EMT a built in tubri- 
cation for easier wire pulling. 








Note how ordinary EMT split early in pressure test while induction weided 
CIRTUBE EMT (shown here unplated) held fast, surpassing UL requirements. 


Lifetime exterior finish! tard 
galvanized finish for durability; polished 
satin lustre for lasting good iooks. 


on new CIRTUBE EMT means 
easier, split-free bending Secale ctl canal niente ons 


continuing uniform quality of product. 


HERE are many reasons why new CIRTUBE EMT will 

help you get faster, cleaner wiring jobs. Most of 

them are listed here. 

One big reason, however, is continuous induction 
welding —by far the best technique available for making bead-free, 
split-free welds on high quality EMT. 

It is virtually impossible to split an induction-welded EMT no matter 
how severe the bends. And the perfectly clean weld means uniform 
roundness — easier, neater bending without the slightest kink or flat- 
tening. Your men get it right the first time around. 

Order induction-welded new CIRTUBE EMT soon as you can. It’s in 


stock now — bundled with distinctive orange colored tape to identify 
the EMT manufactured to Circle’s standards. 


Tight, easily handled bundles! 

Bright, orange tapes hold CIRTUBE EMT 

WIRE & CABLE securely for easy handling on and off the job. 
a subsidiary of 
CERRO DE PASCO 

CORPORATION Fast, friendly service! Weii-known 


Circle service through a nation-wide network 


PLANTS: Maspeth and Hicksville, N. Y. SALES OFFICES & WAREHOUSES: in all principal cities of well stocked nearby warehouses. 
RUBBER COVERED WIRES & CABLES © VARNISHED CAMBRIC CABLES © PLASTIC INSULATED CABLES 
NEOPRENE SHEATHED CABLES © “‘CIRTUBE"’ EMT 


, 4 
Gee SMe Kb for te { Ky 
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NEW LITERATURE 





Fluorescent Lighting Units—Informa- 
tion on commercial and _ industrial 
fluorescent fixtures, recessed troffers 
and ceiling systems is_ contained, 
along with a ceiling index of over 100 
types of ceiling systems, in a new 
four-page folder available from Smith- 


Performance, f ~~ S craft Lighting, Chelsea, Mass. 


SOUTHLAND CENTER = — 
DALLAS, TEXAS Fire Equipment—New catalog listing 


r| bat * Ses . . 
s i LS f their complete line of portable ex- 
OnVeNANCe, S=SSSSS heist tinguishers, stationary fire equipment, 
i a ine ARCHITECTS AND >( ste é arge Sapacily 
9 = eet a piped systems and large capacity 
. mobile equipment has been prepared 


on 5 7 
FISCHBACH AND by Ansul Chemical Co., Marinette, 
: MOORE, INC W 
ELECTRICAL IS. 
eee CONTRACTORS 


. 
4. W. BATESON Fuse Cutouts—Bulletin FC3 includ- 


° tied “., = ing descriptions of type LMO open 
LZ C54 S ee et GENERAL , 
Or C 2 Vee CONTRACTOR fuse cutouts, application data, dimen- 
| peemreementen ed oa = 
> sional and ordering information, 1s 


Tallest Building as re — beat ~-ny-~Su now available from Line Material In- 


DEVELOPERS AND > . - bs x 
p neeinaen dustries, McGraw-Edison Co., Mil 


waukee, Wis. 


Insulating Materials—GET-2929A, 12 
pages, describes in text, tables, and 
illustrations the characteristics and 
applications of insulating materials for 
electrical equipment. Publication con- 
tains technical data and suggested 
uses of mica mat, coated materials, 
varnishes, paints, adhesives, com- 
pounds, thinners, wire enamels and 
permafils; is available from General 
Electric Co., Schenectady, N.Y. 





+4 Low Voltage Wiring—Brochure R632 

Beautiful, new 42-story South- if illustrates specific uses of low voltage 

land Center Building in Dallas wiring and installation methods, also 

: contains information on built-in trans- 

proudly boasts new P&S Rock- former units, and is available from 

2201 Rocker-Glo Switch Pyramid Instrument Corp., Lynbrook, 
N.Y. 


er-Glo switches in tenant of- 
fices and suites. Rocker-Glo in Bex me 


Despard combinations _ pro- @® Fluorescent Ballasts—Ballast buyers’ 
guide contains information for the bal- 
last specifier—electrical and mechani- 
venience in a single gang plate. cal specifications, wiring diagrams, 
: ballast listings for indoor and outdoor 
P&S Rocker-Glo switches are applications, ballast listing by lamp 
: 2211 Rocker-Glo Switch type and current rating, and informa- 
designed for use on tungsten ond 1432 Sewiee tion on dimming and weatherproof 
filament and fluorescent loads Grounding Outlet ballasts. Twelve-page guide is avail- 
: able from Sola Electric Co., Chicago 
at full current rating . . . can 50, Ill. 


be activated by pressing, push- ) 


ing, rocking or rolling. 


vides maximum electrical con- 














Residential Lighting—Called, “Light 
| Bulbs and Fluorescent Tubes for the 
x... - | Home,” booklet contains information 
For information, write Dept. EW-36A — on light bulbs used in residential ap- 

PERFORMANCE plications; finishes and coatings are 
SPECIFIED described; bases, shapes and sizes are 


illustrated; and section on _ health 


PASS & SEYMOUR, INC. lamps is included. Publication is avail- 


e able from Lamp Div. Advertising 
SYRACUSE 9, NEW YORK Dept., Westinghouse Electric Corp., 


60 E. 42nd St., New York 17, N.Y. 1440 N. Pulaski Rd., Chicago 51, Ill. In Canada: Renfrew Electric Co., Ltd., Toronto, Ontario Bloomfield, _. Be 
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Connectors—Brochure B77 describes 
integrated cable connection; connect- 
ors for high temperature, high pres- 
sure, high voltage applications. Also 
illustrates oval and round, push-pull, 
Straight-pin bigun, changeout and 
quick locking styles; is available from 
Electrical Products Div., Joy Mfg 
Co., St. Louis, Mo. 


Power Costs Reduction—An engi- 
neering guide, Electrical Efficiency in 
Industrial Plants, offers possible solu- 
tions to problems of reducing electric 
power and lighting costs in commer- 
cial and industrial buildings. Book 
deals with analysis and correction of 
waste and misuse of power, also sug- 
gests how to make surveys of load, 
power factor, voltage, lighting, wir- 
ing, and electric protection. Pub- 
lished by F. W. Dodge Corp., N. Y., 
 s; 


Housings — Information, drawings, 
photographs, and dimension charts of 
housings, fittings, multiple hub boxes, 
junction boxes, switch boxes, service 
station island junction boxes, and ver- 
tical sealing fittings, are available in 
16-page catalog. presented by The 
Adalet Mfg. Co., Cleveland, Ohio 


Circuit Breakers—Illustrated “Speed- 
fax Catalog” provides information 
and selection charts on all molded case 
circuit breakers, individually-enclosed 
low-voltage power circuit breakers 
and engineered products manufac- 
tured by I-T-E Circuit Breaker Co., 
Philadelphia, Pa. 


Toggle Switches—Catalog 73d con- 
tains descriptions, photographs, dia- 
grams, dimensional drawings and 
specification tables on high-perform- 
ance toggle switches and toggle switch 
assemblies for mobile, marine, elec- 
tronic, and commercial applications 
Pull-to-unlock, rocker-actuated, and 
miniaturized designs are also included 
Available from Micro Switch Div., 
Minneapolis-Honeywell Regulator Co., 
Freeport, Il. 


Recessed Lighting—Full color 24- 
page lighting catalog describing basic 
square, round and rectangular re- 
cessed housing and trims; pendant 
and surface ellipses, pendant spheres; 
wall and ceiling brackets; projector 
spotlights and adjustable downlights; 
has been prepared by Halo Lighting 
Products, Inc., Chicago 51, Ill. 


Electric Cords—Brochure describes 
portable neoprene electrical cords and 
cables, their uses, advantages, fea- 
tures, and is available from Western 
Insulated Wire Co., Los Angeles, 
Calif. 
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> TURNLOK 


Built 
0 
Take lt 


P&S TURNLOK wiring de- 
vices are designed to give 
trouble-free service no matter 
how tough the going gets. 
TURNLOK devices are avail- 
able in 10 and 20 Amperes, 2-, 
8-, and 4-wire types: recep- 
tacles, connectors and caps. 


All P&S TURNLOK devices 
have extra large head binding 
screws and ample wireways 
for quick, easy wiring. Ar- 
mored sections are anchored 
securely. Cap blades. are 
positioned accurately. Con- 
tacts are anchored securely. 
Fastening screws in connec- 
tors are secured in body... 
cannot fall out in wiring. Rat- 
ings are plainly visible. 


For information about P&S 
TURNLOK Line, write Dept. 
EW-36B. 





L) 
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PERFORMANCE 
SPECIFIED 





PASS & SEYMOUR, INC. 
® SYRACUSE 9, NEW YORK 


60 E. 42nd St., New York 17, N.Y. 1440 N. Pulaski Rd., Chicago 51, Ii! 


in Canada: Renfrew Electric Co., Ltd., Toronto, Ontario 
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The *“TRU-LEVEL”’ 


, Adju dub l, 
FLOOR BOX is 
EASY to INSTALL 


The #190 "Tru-Level 


octagon, sheet steel bo 


box is a standard 4 inc 
—and is watertight 


Concrete can be poured to very top, also to 
box-body height only. A second tin lid is pro 
vided. The box-body has a 3'/4” opening, mak 
ing it easy to get hand into for conduit 
attachment or wire-pulling. 


A skin tight plastic collar seals out moisture 
while protecting the adjusting-ring threads 
and also keep open an avenue for hand to 
fit down thru concrete. 

Adjusting-ring is designed to fit all popular 
size and style receptacles—you simply clip 
off plaster ears and drop into place. 


Listed under re-examination services of Under 


writers Laboratories, Inc. 


‘ 


Latrobe’ 
Conduit 
Clam» 


Pipe or 


This clamp is made 
with a double safety 
bite of hard- 
ened tool steel. Two 
models — Right 
Angle and the 
Parallel support. Each model comes in || sizes 


case 


to handle pipe or conduit ¥%” thru 4”. 
LATROBE PRODUCTS 


NON-ADJUSTABLE FLOOR BOXES 
ADJUSTABLE FLOOR BOXES 
GANG BOXES—COVER PLATES 
JUNCTION BOXES—NOZZLES 
PIPE OR CONDUIT HANGARS 
INSULATION SUPPORTS 
CABLE SUPPORTS—FISH WIRE 
STAPLE AND CABLE CLIPS 


Soles Representatives in all principal Cities 


SOLD ONLY THROUGH 
WHOLESALERS 


x 


Fullman 
MANUFACTURING 
COMPANY 
1209-1215 JEFFERSON ST. 


LATROBE, PENNSYLVANIA 


MANUFACTURERS’ EXPANSIONS 





Los Angeles—Murray Mfg., Corp., 
Brooklyn, N.Y. has opened a new 
West Coast service center in Los An- 
geles. Located at 826 Traction Ave., 
the center will also serve as a ware- 
house for the southern California 


area 


Allentown, Pa.—Cutler-Hammer Inc., 
Milwaukee, Wis. has opened a new 
sales office in this city. The Allentown 
office will operate as a branch of the 
firm’s Philadelphia district sales office. 


Toronto, Ont., Canada—The Killark 
Electric Mfg. Co., St. Louis, Mo., has 
announced opening of its Canadian 
office and warehouse—kKillark Elec- 
tric of Canada, Ltd., at 421 Islington 
Ave. South, Toronto, Ont 


Linden, N.J.—Linden, N.J. will be the 
site of a new plant to open this year 
for Hatfield Wire & Cable Div. of 
Continental Copper & Steel Industries, 
Inc., New York, N.Y. The new plant 
will add 240,000-sq ft to the com- 
pany’s present facilities at Hillside and 
Union, New Jersey 


Ark.—Forrest 
announced 


City 
plans 


Forrest City, 
Electrical Co. has 
to locate a new plant here for the 
electrical products. 
estimated to 


manufacture of 
The plant is 
$400,000 


cost 


Rochester, N.Y.—Electromode Divi- 
sion of Commercial Controls Corp 
has announced a $250,000 expansion 
program for 1960. The expansion will 
include a centralized packaging and 
warehouse building which will add 
20,000-sq ft of space to the present 
80,000-sq. ft plant. 





Lightolier Opens 
California Headquarters 


LOS ANGELES—More than 1200 
electrical distributors, contractors, 
architects, and lighting industry mem- 
bers were on hand at the opening 
of the Los Angeles showroom of 
Lightolier, Inc., according to a com- 
pany announcement. 

The new facilities, consisting of 
showroom, warehouse, and custom 
factory, are located in a newly con- 
structed 21,000-sq ft building at 2515 
South Broadway. The new quarters 
will enable the company to meet the 
growing demands of its residential. 
institutional, and commercial lighting 
customers in the West, N. A. Blum- 
berg, vice president in charge of west- 
ern sales, said. 


MINERALLAC 


STEEL 


Hangers -Clips-Straps 


Outserve! 


Minerallac Cable, Conduit and Messenger Hang- 
ers are STEEL. Easier, quicker to install; permit 
speedy, compact wiring; economical. Also in Ever- 
dur... Porcelain inclating Bushings available. 





Jiffy STEEL Clips (Pipe-clamp) require only one 
screw, nail or bolt; rib-strengthened; for hanging 
pipe, conduit, BX cable, mounting coils, etc. 
Millions in use. 





Steel Straps for Messenger-cable services on outlet 
boxes; may be used in conjunction with hangers. 


ORDER FROM YOUR ELECTRICAL WHOLESALER 


Send for Literature 


MINERALLAC ELECTRIC COMPANY 


25 North Peoria Street, Chicago 7, lilinois 


MINERALLAC 


RIGID 
PIPE COUPLINGS 


IN STOCK 
Ya" to 6” sizes 
ALUMINUM 
BLACK ENAMELED — 
HOT DIP GALVANIZED 


Conouit Nipete Mec. co. 


1455 SPRING GARDEN AVE. PITTSBURGH 12, PA. 
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NEW PRODUCTS YOU CAN USE 





Package Tie 


Plas-Ties Co., 624 Poinsettia, Santa 
Ana, Calif. 
New plastic tie that is said to tie with 
a single twist is available in lengths 
from 2-in and widths from %-in. Ties 
are waterproof, in a wide variety of 
colors and can be printed with a name 
or sales message. Made of vinyl plastic 
with a wire core, can be used for ty- 
ing coils of wire and cable, marking 
wire and other items for warehous- 
ing. 


Electric Truck 


The Raymond Corp., 324-180 
Madison Ave., Greene, N.Y. 
Heavy duty narrow aisle electric truck 
offered with a single drive wheel and 
offset caster. Designed for applica- 
tions requiring fast lifting speeds and 
continuous operation handling loads 
up to 4,000-lbs. Hydraulic lift driven 
by 8-hp motor operating from 24-v 
battery. 


Conveyor 
The Rapids-Standard Co., Inc., 342 


Rapistan B'ldg., Grand Rapids 2, 
Mich. 

Gravity conveyor can be extended 
from less than 11-ft up to 30-ft in 
length. Mounted on 5-in diameter 
caster to make it portable, new unit 
is a “nesting” set of three 18-in grav- 
ity wheel conveyor sections. Use for 
loading and unloading. When used for 
loading, conveyor is extended as far 
as required into truck. As loading 
progresses, conveyor is_ telescoped 
gradually until fully compressed, if 
necessary 


Reeler And Coiler 

Sherman and Reilly, Inc. 
Chattanooga, Tenn. 
New heavy duty reeler and coiler, 
electrically driven with completely 
enclosed, oil immersed gear reducer, 
is now available. Equipped with 20-in 
diameter coiling head, which gives 
rope speed of 89-ft per minute. Shaft 
is 2-in diameter for small reels and 
two reel bushings are furnished for 
5-in arbor holes for all reels up to 
38-in diameter, 2,500-lbs. 





SEATTLE — The Graybar Electric 
Co. expects to move in May into a 
new $750,000 office-warehouse build- 
ing now under construction at 1919 
Sixth Ave., according to John P. Law- 
ton, manager of the firm’s Pacific 
Northwest operations. 
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Cruecraft 
TOOLS 


vo BEST SOURCE 
Be fo ce BEST TOOLS 


XXXXY\ 
was 0OX imp OOXXXXXXYXY 





Manutactured in Japan 
to American Standards & Specifications 


TONGUE 
AND 


GROOVE PLIERS 5 pestriEer 


Drop forwed heavy duty utility pli 
Also: Slip-Joint, Diagonal Cut Powerful non-slip gripping. Polished blued 
ting, and Linesman’s PLIERS finish with mirror polished head and jaw 


HAMMERS; WRENCHES T'wo sizes: 6-', and 


fully guaranteed 
SOLD ONLY THROUGH RECOGNIZED WHOLESALERS 





Cruccraft 


eeeke) Sep ete). tat 1. bd 


2425 S. Michigan Avenue, Chicago 16, Illinois 


, OUR POLICY 
When | Started 
Company 
Policy learned Over th 
‘ y 9 1€ preced.- 
eq ye? was strongly impressed ee 
. "Sell only thru Jobber or Whole. 


Saler, ; 
, a top quality Product at 
Never Overstock 


4S a salesman in 1933 


a fair Price 


> of too frec 

Encourage his 

and remember that 
Portant to both of 
Service 


Juent replace. 
resale at a fair Profit 
his turnover 


us—Give 


is im- 
Courteous 
Aged Adequate, up-to- 

Ss and Pricing information 


800d Packaging, Prompt shipments.” 


This Polic 
: Y has since preyajle 
continue + Prevailed and wil] 


President 


PRODUCTS oe “RED SEAL” Machine Screw Anchors @ DIAMOND Lag Screw 
Expansion Shields @ “KEYSTONE” Machine Bolt Expansion Shields @ “DI-EN 
KEY” Closed Back Machine Bolt Expansion Shields @ “‘N” Star Type Masonry 
Drills @ “MULTI-SIZE’” Wood Screw Anchors @ “‘SUPER-GRIP” Stud Type Ex 
pansion Anchors @ “D H D” Hammer Drive Anchors (Nail Type) @ “"DI-FORGE” 
Percussion Type Masonry Drills @ ‘‘DI-STAMP’” Pipe Clamps @ “RAM” Heavy 
Duty Lead-iron Anchors @ ‘DIAMOND-P” Lag Screw Expansion Shields @ 
DIAMIDE Carbide Tipped Masonry Drills @ ‘““WING-DING” Wall Screw Anchors. 


in every area 


GARWOOD, NEW JERSEY 


ie DIAMOND EXPANSION BOLT CO., INC. 





Why be puzzled 
about 
time switches? 


SPECIFY PARAGON 


Get the benefits of completely 
automatic time control 


Astro DIAL keeps pace with the sun! 
Time switch can be set to go ON at 
sunset, OFF at sunrise... or OFF at 
any other preselected time. Seasonal 
changes do not require resetting time 
control. Astro Dial is easy to read... 
easy to set ... the easiest way to con- 
trol time. 

SPRING-WOUND CARRYOVER 
keeps time switch operating perfectly 
despite failures in power. Electrically 
wound mainspring provides ample re- 
serve running time. Escapement regu- 
lates the carryover device. After power 
is restored, mainspring is wound by 
synchronous motor which operates the 
time switch. Specially designed cam and 
lever prevent spring from overwinding. 

Astro Dial and Spring-Wound 
Carryover are just two of Paragon’s 
exclusive time control features. For 
further information on these... and 
many others... write for Bulletin 5919. 


ASTRO DIAL 
4000 SERIES 


PARAGON 


ELECTRIC COMPANY 


1630 Twelfth St. * Two Rivers, Wis. 


Penna. Market For 
Electric Heating 

PHILADELPHIA—tThe PennsyI- 
vania Power & Light Co. is going into 
strong promotion of electric heating 
for homes, according to a report. An- 
nual use where installations have al- 
ready been made averages about 25,- 
300 kwhr. This compares with 3,175 
per residential customer without elec- 
tric heating. Three hundred and 
twenty-three home installations have 
already been made in the company’s 
service area, and another 350 have 
been specified for new homes—all be- 
fore the company made its first pub- 
lic announcement on electric heating 
advantages. 


Los Angeles Hosts 
Electrical Industry Show 


LOS ANGELES The 10th bi- 
ennial Electrical Industry Show is 
scheduled to open March 23 at Shrine 
Exposition Hall, in this city. The 
show, which is sponsored by the Elec- 
trical Maintenance Engineers Asso 
ciation of Southern California, will 
include a lighting exposition and a 
comprehensive series of lighting con- 
ferences. The event will run from 
the 23rd through the 26th. 





Elbows 


90° and 45° 


have smooth, 
work-speeding 
raceways 


romptly 


one of ter 


sated waren 


CONDU'T PIPE PRODUCTS CO., 


COLUMBUS, OHIO 





\N) 
com 


Cc» a 


\] 


for om connection 


call y loca - Ww eda Pl 
CONDUIT PIPE PRODUCTS CO., 


COLUMBUS, OHIO 


GETS - A - LITE GUARD and 
GUIDE Offers Quick, Easy 
Profits in New, Untouched 


Market 


Simply slip GETS-A-LITE GUARD 
AND GUIDE over the fixture, as illus- 
trated. 


Made of indestructible spring steel 
wire. Nothing to break, get out of 
erder or replace. Will last indefinitely. 
Once installed, GETS-A-LITE GUARD 
AND GUIDE is NEVER removed. 
Nothing to unlock, fuss with or lock, 
when changing lamps. 

GETS-A-LITE GUARD AND GUIDE 
actually steers lamp into secket, en- 
abling maintenance man to change 
lamp in 10 seconds! 

Available for 40 watt and 100 watt 
fluorescent lamps. 


GETS-A-LITE Company, Dept. EW-30 
3865 N. Milwaukee Ave., Chicago 41, lil. 


TIME 1S MONEY — CONTROL IT WITH PARAGON SOLD ONLY THROUGH WHOLESALERS 
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OBITUARIES 





T. C. Treadway Sr. 


Theodore C. Treadway Sr., 80, a 
president and founder of Treadway 
Electric Co., Inc., Littke Rock, Arkan- 
sas died on February 3rd in Little 
Rock. 

He formed Treadway Electric in 
1905 with his father W. A. Treadway, 
and a brother. Treadway formerly 
taught mechanical engineering at the 
University of Arkansas. The original 
firm was a space only 18-ft x 25-ft 
where a retail business was started 
along with electrical contracting. The 
entire initial capital put into the com- 
pany was $450. The space was even- 
tually increased to 42,000-sq ft. It was 
in 1925 that the firm became an ex- 
clusive electrical wholesaling firm— 
the first in Arkansas. 

Treadway was a member of the 
executive committeee of the National 
Association of Electrical Distributors, 
and a member of the Little Rock Elec- 
tric Club. 


BULLETIN 
John A. Becker, president of John A. 
Becker Co., Dayton, Ohio died on 
Thursday, Feb. 18. An article about 
the Becker firm appears in this issue 
on page 62. 


NEWS 





Record Output Ahead for 
Electrical Manufacturing 

NEW YORK — Factory shipments 
of products within the electrical man- 
ufacturing industry reached a value of 
$21 and one-half billion in 1959—an 
increase of 11% over 1958—and pre- 
dictions are that a new all-time rec- 
ord of more than $23 billion will be 
set in 1960, according to Joseph F. 
Miller, managing director of the Na- 
tional Electrical Manufacturers As- 
sociation. The 1960 goal is 7% over 
1959. 

The report shows that each of the 
eight major divisions of the industry 
registered substantial gains in 1959 
over 1958, with two of the largest 
consumer products and _ electronics 
and communications equipment—re- 
porting increases of 11.5% and 11% 
respectively. These divisions together 
account for half of the industry’s total 
output. 

Other divisions reported the follow- 
ing gains in 1959 over 1958: 

e Industrial Equipment — a 
of 15%. 

e Insulating Materials 
27%. 


e Wire and Cable—a gain of 15%. 


gain 


a gain of 
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you to sell popular LYNN “C” PAKS 








NEW Tool and NEW Display...Increase Sales! 


With the NEW 
1902 Bolt Cutter 
Everyone Wants! 


ey 


Cuts bolts and machine screws, 
cuts and strips wire, 
crimps terminals! 


e This new display makes it easy for 


(100 terminals to the pak). Special 
electrical assortment gives you all 
fast-selling numbers at a 

real profit! 

FREE SAMPLE CARD —Terminal display card mailed promptly 


without charge if requested on your letterhead. 


VACO PRODUCTS CO., 317 E. Ontario St., Chicago 11, Ill. 


In Canada: Atlas Radio Corp., Toronto 19 


HITS A DOUBLE BULL’S-EYE: 


For customers, because it’s NOT too hot to handle... 
For dealers, because it’s too hot NOT to handle! 





© Greater Heating Capacity from 
Smaller Unit Lengths 

® Cooler Heater Surface Temperature 

@ Wider Selection of Standard Sizes 

© Most Effective Combination 
of Infra-red Radiation and 
Convection Heat 

@ Easier, More Economical Installation 


Send coupon 
today for more 
information on 
ELECTRO-RAY 
INFRAflo 
Baseboard 


a 


— —_ 





ELECTRO-RAY MFG. CO. Dept. EW 


8310N. E. Highway 99 * Vancouver, Washington 


Warehousing 
and Service 
Outlets 
throughout the 
United States 
ond Canada 


Contracto 


Dealer 











IN CHICAGO, MARCH 21-23 











152 


TAP THE 
PROVEN SOURCE 
OF 
STEADIER PROFITS! 


NEW VINYL 


CUBE TAPS 


The Original and still 
the Industry’s Standard 


Completely unbreakable Elec- 
trix Vinyl Cube Taps look better, 
they sell better. Cost you less. 
And behind those facts is an un- 
equalled quality story of service 
and satisfaction that builds repeat 
sales... makes Electrix the most 


outstanding line in its field. 


Why not sell the best. . . espe- 
cially when profits come bigger 


and easier. Sell Electrix Vinyl 


U) 


APPROVED 


Electrix 


CORPORATION 


Cube Taps. 


Ashton + Rhode Island 








52nd NAED Convention 
Set For Dallas In May 


DALLAS Carrying its theme 
from last year, “Let’s Make Some 
Money!”, the 52nd annual convention 
of the National Association of Elec- 
trical Distributors will open in Dallas, 
Texas on May Ist and _ continue 
through the 4th. 

Convention sessions and _ confer- 
ence booth center activities will take 
place at the Dallas Memorial Audi- 
torium. 

e Speakers—Speakers appearing be- 
fore the convention include: Walter 
Cronkite, news analyst and commen- 
tator, Columbia Broadcasting System; 
Frederick Close, vice president of 
sales, Aluminum Company of Amer- 
ica; Harold Webster, president, Na- 
tional Electrical Contractors Associa- 
George W. Provost,  Jr., 
president, National Association of 
Electrical Distributors; Maurice L. 
Lipsich, vice president — director of 
Dormeyer Corp.; and Robert 
L. Thornton, mayor, City of Dallas. 

In addition to these, and other 
speakers yet to be announced, there 
will also be a special presentation on 
the services and programs of NAED 
as well as a “Let’s Swap Ideas,” fea- 
ture, in which members of the asso- 
ciation report on management ideas 


tion; 


sales, 





PRECISION 
Engineered 
Fittings 








M. STEPHENS 


Mfg. Inc. Los Angeles 11 
814 E. 29th St. ADams 1-9147 

















have 
clear channels 


CONDUIT PIPE PRODUCTS CO., 


COLUMBUS, OHIO 


THEY STAY ON 


All VICTOR “MAGIC” CLAMPS 
and STRAPS for Thin and 
Heavy Wall Conduits have 
this time-saving snap-on 

feature 


Contractors everywhere are comer Wh 

switching to VICTOR. Cash in é 

on this heavy demand. Add 

these fast selling, profitable 

Clamps and Straps to your 

line. 
VICTOR products are 
neatly packed, clearly 
and attractively labelled. 
Orders for stock items 
shipped within 24 hours. 


Write for the new 
Victor Strap Catalog 
Lists over 600 items 
to fasten Wire, Cable, 
Tubing and Conduit 


(Virw SPECIALTIES, I. 


775 MAIN ST. NEW ROCHELLE, N.Y. 


The Greatest Single Source for Clamps and Straps 
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that have proved profitable and suc- 
cessful for their businesses. 

e Initial Opening — The convention 
Officially starts on Saturday, April 
30th, with the scheduling of commod- 
ity committee meetings throughout the 
day. Convention registration also starts 
on that day, from 1 p.m. to 5 p.m. at 
the Hotel Adolphus, convention head- 
quarters. Registration continues for 
the three days following at the audi- 
torium. 

There is no registration fee for 
NAED members or for those manu- 
facturers holding conference booths. 
However, there is a registration fee 
of $50.00 each for all others attend- 
ing the convention 

The conference booth center will 
be open from 2 p.m. to 5 p.m. on 
Sunday, May Ist and Monday, May 
2nd, and again on Tuesday, 


May 3rd, 
from 1 p.m. to 4 p.m. 
e General Sessions The 
convention sessions, open to both 
members and guests, will be held at 
the Memorial Auditorium on Monday 
and Tuesday mornings, from 9:30 
a.m. to 12 noon. There will be a 
convention session for members only 
on Wednesday, beginning at 9:30 
a.m 
e Rodeo—An added feature of the 
convention, to celebrate the fact that 
this is the first time in the history of 
the association that a national NAED 
convention has been held in the State 
of Texas, will be a rodeo which has 
been promoted and produced by the 
association’s members in the Dallas- 
Fort Worth area. This event will take 
place on Tuesday, May 3rd, starting 
at 9 p.m. at Fair Park, Dallas 


gencral 





DETROIT—Cadillac Electric Sup- 
ply Co. of Detroit was honored at a 
recent sales clinic and dinner by the 
Allen-Bradley Co. of Milwaukee, Wis. 
for their 35-year record as a major 
distributor, ranking in the top five dis- 
tributors nationally in volume, 
for the manufacturer. 


sales 





L. B. ALLEN 
co., INC. 

9301 W. Berenice St. 

Schiller Park, Ill. 


(In metropolitan 
Chicago area) 


3 
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CLASSIFIED 


ADVERTISING 


SELLING OPPORTUNITIES 


WANTEL 


POSITIONS WANTEL 


OPPORTUNITIES 


DISPLAYED 

The rate for Employment is $16.00 per inch for 
advertising appearing on other than a contract 
basis. Contract rates quoted on request. Sub 
ject to Agency Commission 

Other advertising is $14.50 per inch. Not subject 
to agency commission 

An advertising inch is measured %” verti ally on 
a column—s3 columns—30 inches to a 


Box 12, New York 36 





RATES 


Send NEW ADS or Inquiries to ¢ Classified Adv. of ELECTRICAL WHOLESALING 
P. Oo. , N. Y. for April issue closing March 17th 


UNDISPLAYED 
$1.50 per tine minimum 3 tines. Te figure ad- 
vance payment count 5 average words as a line. 
Box numbers—counts as | line 
Position Wanted ads are % the above rate 


Discount of 10% if full payment is made in ad 
B onsecutive insertions 











Manufacturer Representatives Wanted 


ALL TERRITORIES AVAILABLE 
NEW LINE OF SERVICE ENTRANCE 
FITTING KITS AND MAST. 

RW -3654 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, Ill 








‘ 


{DDRESS BOX 


RK 
h 


RAN 


f 
POSITION VACANT 


Regional Sales Manager—Mojor eastern monu 

facturer of complete line of specification grade 
fluorescent equipment needs competent, aggres 
sive management and sales personnel. Plenty of 
room at the top” for the right people. Become 
a part of our growth program. Send fulj details 
in confidence to: P-3383, Electrical Wholesaling 


SELLING OPPORTUNITY AVAILABLE 


Representatives in all states to represent 
manufacturer of new line of fluorescent lamps 
with special long life features. Must have good 
background with electrical wholesaler. Write: 
Suclar Laboratories, 1197 McCarter Highway, 
Department L, Newark, New Jersey. 
IMinois, Kentucky, Indiana and Wisconsin areas 
to contact electrical wholesalers on our U.L 
“‘Sealflex’’ Underwriters Approved Liquid-Tite 
Synthetic Covered Conduit sag a oo In 
reply list allied lines. Address RW , Elec 
trical Wholesaling 
Salesman: Electrical Wholesaler, Western Pa. 
Contractor or Industrial following SW-3720, 
Electrical Wholesaling 


POSITION WANTED 


Florida locetion desired by experienced supply 
salesman-sales manager 13 years experience in 

all phases of electrical supplies distribution. PW- 
747, Electrical Wholesaling. 


Experienced Application Engineer wants to man- 

age Commercial and Industrial Lighting De- 
partment for Electrical Wholesaler in New Eng- 
land Resume available. PW-3700, Electrical 
Wholesaling. 


SELLING OPPORTUNITY WANTED 


Young Monufocturers Representative Covering 

Michigan desires additional lines in supply 
field. Ten years experience. Contacts in whole 
sale, contractor, engineer, architect level. Re- 
ferences on request. RA-2891, Electrical Whole- 
saling 


Established manufecturers representative organi- 

zation wishes additional lines to be sold to 
electrical wholesalers in Ohio and Indiana. RA- 
3445, Electrical Wholesaling. 


Manufacturers Representative covering Northern 

New Jersey desires additiona! quality lines for 
Electrical Wholesalers RA-3286, Electrical 
Wholesaling. 


Long established Ohio agency with warehouse 
and complete State coverage wants Wire & 
Cable line. RA-3573, Electrical Wholesaling. 


Agent calling on distributors, contractors, archi- 
tects looking for additional lines. Northern 
Illinois. RA-3582, Electrical Wholesaling. 


MANUFACTURER'S REPRESENTATIVES 
WANTED 


Monvfocturer of nationally advertised quality line of 
competitively priced commercial and industrial fivores 
cent fixtures having architect-eng neer-util.ty-contrac 
tor acceptance, sold through wholesale elec.rical dis 
tributors, seeks agency rep esentation in the following 
key trading oreo 


Jacksonville, Tampa 
Mobile, Jackson, 
Lovisiana 


Miami, Birm nzham, Montgomery, 
Mississippi; New Orleans, Shreveport, 


educational back 
ground, lines now handled, and territo.y cove:ed 


RW 3163 Electrical Wholesaling 
520 WN. Michigan Ave., Chicago 11, Ill. 


Please forward resume including 








SALESMAN WANTED 


r of (m@ ar Cable } 
has openir for li reset he 
f « Nebraska lowa New "Mexiee 
Hawaii “and “alaska Se. California, Colorado 
se 5 emeet er . overing 


RW 3767 Electrical Wholesaling 
Class. Adv. Div., P.O. Box 12, N.Y. 36, N.Y 











CANADIAN 
SALES EXECUTIVE 


Have been successfully employed by large 
manufacturers in sales executive 

Now seeking one or more prestige 
which require introduction or increased 
sales volume in the Canadian Market. Ex 
cellent connections with Engineering de 
partments of Municipal Provincial and 
Federal Governments. Personna Grata with 
leading jobbers and large in 
dustrial consumers. Prepared to represent 
on commission basis and/or alary, plus 
if field work required in addition to direct 
selling. Well acquainted with persons and 
procedure for official electrical acceptance 
(C.8S.A.) or approval by Departments of 
National Defense. Qualified to neotiate at 
executive levels. This talent is not limited 
to the Electrical Industry only 


electrical 


RA-3771 
Class Adv. Div 


Electrical Wholesaling 
P.O. Box 12, N.Y. 36, N.Y 








Representative with 


Start Ability 
Go Ability 
Close Ability 
Seeks Line Sold thru 
ELECTRICAL WHOLESALERS 
5 years—one mfg. 
—1959 volume $700,000 
Covering — Ark. — La. — Miss. 


RA-3657 Electrical 
520 N. Michigan Ave., 


Wholesaling 
Chicago 11, Ill 














MEASURE, CUT 


AND REWIND 
your own 


wire and cable 


FOOTAGE METER 


* New Advanced Design Measures 
Wire from Vg ‘to1ly” O.D. 


REWIND MACHINE 


* Hydraulic Jack permits safe, easy 
lifting of reel, 
“Ya, %, 1, 1%, & 5-h.p. drives. 


* Both Coiling & Reeling with only 
one rewinding machine. 


ALSO AVAILABLE: 


* Variable Speed 10-70 RPM 
* Collapsible Coiling Reel 
* Shaftless Rewind Machine 











Write to: 


COLUMBIA PRODUCTS, INC. 


WRIGHTSVILLE 3, PENNSYLVANIA 








| 
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YW 
AS SEEN IN - ELECTRICAL CONSTRUCTION & MAINTENANCE - ELECTRICAL WORLD 


- N. E. ELECTRICAL NEWS - CHICAGO ELECTRICAL NEWS 
* ELECTRICAL SOUTH - SOUTHWEST ELECTRICAL 


RUGGED YEARS AHEAD... 


that’s why the job demands SLIPKNOT 


Whether you're splicing transmission lines or 


residential outlets, every splice you make 
must be final, safe and permanent. You can't 
afford any tape but the best and the best 
costs no more. SLIPKNOT PLASTIC ELECTRICAL 
TaPe is the choice of the country’s most expe- 
rienced electricians, because it handles easily, 


conforms readily, and snugs and stays down, 


With adhesive permanently anchored to 
vinyl base, with controlled tension for proper 
stretch without dangerous thinning with 
absolute conformity, roll after perfect roll 
no wonder SLIPKNOT is the specified tape. The 
patented cutter, packed free with every 66-foot 
roll, speeds the job and saves you money 


Find out why SLIPKNOT is found in all the 
CANTON mas best splices. Try a roll today 
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PLYMOUTH RUBBER COMPANY, INC. 


QUALITY SINCE 1896 Makers of SLIPKNOT FRICTION TAPE most widely used in the world CANTON, MASSACHUSETTS 





HELP YOUR CUSTOMERS SELECT PROTECTIVE 
DEVICES For Electric Circuits, Motors, Appliances and Apparatus 


BUSS and FUSETRON Fuses provide the highest 
degree of protection available. They have no hinges or 
pivots, latches or contacts to stick or to get our of order 
and possibly fail to function at the very moment when 
their operation means safety from serious fire and acci- 
dental hazards. No periodic inspections, recalibration 
and corresponding down-time is required. A fuse is just 
as safe and accurate 20 years or longer after installation 


as it is on the day installed. 


BUSS One-Time Fuses: For cir- 
cuits such as lighting or heating 
feeders or branches, where no mo- 
tors are connected and magnitude of 
possible fault currents is not over 
10,000 amperes, they offer the most 

economical protection. Ask for bulletin NCS. 


SUSS Super-Lag Renew- 
able Fuses: Provide the low- 
est possible cost of fuse pro- 


tection where conditions SA 


encountered are such as to ex- Sy 


pect periodic  short-circuits. 

Their greater time-lag at 200 

to 300°7, overloads guards against useless blows from 
motor starting currents or harmless overloads, yet they 
open faster on short circuits than ordinary fuses. 
Ask for bulletin RCS. 


FUSETRON dual-element Fuses: 

The most modern electrical pro- 

tective device. When used through- 

: out the entire electrical system 

F. they offer types of protection here- 
tofore not available. 


FUSETRON Fuses ... 1. Protect against heavy 
short circuits have an interrupting capacity of 
100,000 amps rms symmetrical. 2. Protect against 
needless blows caused by harmless overloads. 3. Pro- 
tect against needless blows caused by excessive 
heating in panels and_ switches lesser resistance 
results in much cooler operation. 4. Provide thermal 
protection for panels and switches against damage 
from heating due to poor contact. 5. Protect motors 
against burnout from overloading. 6. Protect motors 
against burnout due to single phasing. 7. Give 
DOUBLE burnout protection to motors already 
protected without extra cost. 8. Make protection 
of small motors simple and inexpensive. 9. Protect 
against waste of space and money permit use of 
proper size switches and panels. 10. Protect coils, 
transformers and solenoids against burnout. 


FUSETRON dual-element FUSES save you time 
and money because they are made to PROTECT 
not to blow. Made in both 250 and 600 volt ranges. 
Ask for bulletin FIS. 


BUSS Hi-Cap Fuses: The ever in- 
creasing demand for power and the 
resulting growth in transformer and 
network capacity created the demand 
for a device to protect the mains that 
is capable of safely interrupting ex- 
tremely high fault currents. 


BUSS Hi-Cap fuses have an interrupting rating of 
200,000 amperes rms symmetrical at 600 volts or less. 


They can be coordinated with FUSETRON fuses, 
thus, outages can be isolated to the circuit on which 
fault occurred. Ask for bulletin HCS. 


4 / 


‘ BUSS Limitron fuses are used to 
protect circuit breakers, semi-conductor rectifiers, to 
take faulted capacitors off the line or wherever fuses 
with very fast opening time on high fault currents are 
needed. Ask for Bulletin HLS. 


BUSS Clear Window Plug Fuses —- one- 
piece body and “‘safety’’ design guarantee 
protection. They are more convenient too 
because a blown fuse can be seen even when 
the light is poor. Ask for bulletin WUS. 


BUSS Limitron Fuses: On_ short- 
circuit, these fuses limit fault current 
to very low values and have an 
interrupting rating of 200,000 am- 
peres rms symmetrical on voltages up 
to 600. 


FUSETRON dual-element Plug Fuses: 
Safely reduce needless blowing cf plug fuses 
yet give full protection against short- 
circuits and _ over-loads. 

Ask for bulletin TCPS. 


BUSS Fustats (have type S base) like , 
Fusetron fuses they stop needless blows Or 
but their type S base prevents anyone from fugral 
replacing them with penny or substitute, or 
using a size too large to protect. Safe 
protection REMAINS SAFE. Ask for bulletin SCPS. 


O to 14 Ampere BUSS Fustats 
and apparatus of voltages up to 125 amp. against 
burnout. They have the Underwriters’ approval for 
both motor-running and _= short-circuit protection. 
Ask for bulletin SMPS. 


protect motors 


——e BUSS and FUSETRON Small 
(= = Dimension Fuses for protection 
—— of TV, Radio, Instruments, Radar, 

Avionics and Electronic Equip- 
ment. A complete line of fuses is available. Made 
in dual-element ‘“‘slow-blowing’’, and single-element 
““quick-acting”’ types, in sizes from 1/500 amp. up.. . 
plus a companion line of fuse clips, blocks and holders. 
Ask for bulletin SFB. 


BUSSMANN MFG. DIVISION, McGraw-Edison Co., St. Louis 7, Mo. 





